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While the city sleeps... 


bis "LIGHTING e ... industry hums, with the production of vital defense 
FOR INDUSTRY ; ai ; 
materiél, the manufacture of more and better products to meet 


America’s expanding needs. Lighting plays an indispensable 
part in maintaining production at continuously high levels . 
and Leader plays an importat role in providing proper lighting 


t—Designed to modify the 


d work areas and up for industrial production. The Leader line includes fixtures 


direct lighting com- 
truction 


co For 2 3 
lamps, in open or closed end models for all general and many specialized industrial requirements . . . 


srcelain reflector if desired 


and all units afford top performance, ease and flexibility of 


installation, economy in first cost and maintenance. 


40 
Sold and installed by the better 
Other Leader industrial units are available in 
open and closed end styles, for 2 or 3 40-watt, electrical wholesalers and contractors 
2 85-wart, for 2, 3 of 4 slimline lamps 
Rugged construction, many convenient fea 
tures, choice of mounting. Write for complete 


— YMA M1 Liking Epps Menace 


LEADER ELECTRIC COMPANY — 3500 North Kedzie Avenue, Chicago 18, Illinois 
leader Electric—Western: 800 One Hundredth Avenue, Ockland 3, California 
Campbell-Leader, Lid.—Brantford, Ontorio, Canada 











this SURE Protection... 
in ALL Standard Capacities 


Give all your circuits the safe and saving protec- 
tion of -economy vEtay” Renewable Fuses. 


Then whenever you have an electric current “blow”, 
you instantly restore the fuse to its original effi- 
ciency by simply inserting an inexpensive “EcoNomY 
pe-tay” Renewal Link in the same cartridge. 


Takes only a minute or two; costs only a few 
cents!—And you Conserve Precious Brass and 
Copper. 


Your Electrical Wholesaler has 
“ECONOMY DE-LAY” Renewable Fuses 
and Renewal Links in stock. 


Ask for the Economy Catalog 
and Price List. 


@® Reg. U. S. Pat. Office 


ECONOMY FUSE AND MFG. CO., 2717 creenview ave, chicago 14, 1Luinois scresscezaz 


ELECTRICAL WHOLESALERS —When you corry all standard copacities of 
“ECONOMY DE-LAY” Renewable Fuses und Renewal Links in stock, you 
5770EWRR get Profit PROTECTION, by moking Soles that might otherwise be lost 
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important NEW features 


... to the many basic advantages of 


CONDULETS : TRAFFIC SIGNALS 
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have been added 
CROUSE-HINDS Type EPC 


motor starter and circuit breaker CONDULET ed 


You get all of them on the Model M52 


Model M52 EPC is the most flexible explosion-proof line 
starter and circuit breaker enclosure ever produced. The 
addition of 7 new features to the proven basic advantages of 
the EPC construction the greatest ease of installation 
and maintenance. 

The exclusive basic advantages of the EPC Condulet have 
made it the world’s leading for h g g motor starters, 
circuit breakers and combinati for use in h 

The basic advantages are: 

EASY INSTALLATION . . . The use of a strong light-weight 
aluminum alloy and the unique three-section design makes 
it practical for an electrician and his helper to install the 
largest housing without the use of costly lifting equipment. 
The internal devices can be easily removed for pulling in the 
wires. 

THREADED JOINT CONSTRUCTION ... All joints are threaded. 
All operating shafts and bushings are thread-in-thread con- 
struction. This insures maximum safety, easy inspection and 














maintenance, and maximum corrosion protection. 
FLEXIBILITY . . . A large number of different enclosures can be 
assembled from the wide variety of sizes of bodies and covers. 
They are not only used for circuit breakers and starters but 
have proven adaptable for many other types of electrical 
equipment. The body has numerous conduit hubs for 
flexibility of installation. 
COST AND TIME SAVINGS .. . The outstanding pate a 
of the unique EPC Condulet over conv 
proof enclosures all add up to lower installed cost a lower 
maintenance cost. 
All of these advantages have been available for years. 


Now Crouse-Hinds offers you 7 new improvements to 
underline the basic advantages of type EPC Condulets and 
to save you more dollars and more man-hours than ever 


before. 





( 1) Built-in Push button stations available on line starters and combinations 
of line starters with circuit breakers — START — STOP, FOR — REV — STOP and 
HIGH — LOW — STOP stations for regular, reversing, or two-speed starters. 


Built-in selector switch is available on line starters and combinations of 
' line starters with circuit breakers. Normally supplied marked HAND — OFF — 
AUTO or JOG — RUN — OFF, three-position style. Two-position selector switch 
or combinations of selector switch with START — STOP station can be supplied. 


) Back conduit entrance can be supplied by drilling and tapping the boss in 
the center of the back ... in addition to the four regular top and bottom hubs. 


Protective Neoprene gasket is available for the upper cover joint. Where 
EPC Condulets are exposed to unusually severe weather or corrosive con- 
ditions, this gasket provides additional protection. 


) A new RESET lever with threaded shaft, rotating within a 
threaded bushing, provides easier and more positive operation of the 


reset mechanism. 


5) Horizontal through-feed conduit entrances are provided by 
‘ drilling and tapping bosses on the sides of the Condulet body. 


Model M52 
Type EPC Explosion-Proof 
Condulet in 7. 9, and 11-inch 
body sizes 


) Greater ease in wiring is’ provided by increased height in the 
center body section and by universal use of open framework mount- 
ings for circuit breakers and _ starters in the new model M52 EPC 


Condulets. 


y J An A Low Yo U 
v 


~ Cofy. off 0h. Aan 2 6 ~ 


CROUSE-HINDS COMPANY 


Syracuse 1, N.Y. 


OFFICES Albuquerque — Birmingham — Boston — Buffalo — Chicago — Cincinnati ~ Cleveland ~ Dallas — Denver — Detroit - Houston - Indhanapohs 


Kansas City — Los Angeles New York — Pittsbu: 





— Portland Ore — San Francisco ~ Seattle 
— Rachmond 


St Louis — Tulsa — Washington. RESIDENT 5 REPRESENTATIVES Albany — Atianto ~ Balumore — Charlotte - New Orleans Va 


Crouse Hinds Company of Canoda Lid. Toronto. Ont 


AIRPORT LIGHTING 
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This Class 2601 Reversing 
Drum Switch is 4 “natural” 
wherever the direction of 
rotation of @ small motor is to 
be manually controlled. Itcan 
be used with single phase, 
polyphase and D. C. motors. 


Bulletin 2601-A gives complete details 


Write square 0 Company, 
4041 N. Richards St., Milwaukee 12, Wis. 
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COMING NEXT MONTH 


@ The story of how an electrical wholesaler’s sales- 
man is using a dramatic new product as the door- 
opener to industrial prospects. One result: the sale 
of maintenance supplies to a firm that had always 
cold-shouldered him before. 

e A sales training article that shows you how to 
see and create new uses for electrical products by 
recognizing and exploiting latent needs. 

e A day with a counter salesman—a photostory that 
examines the functions of the counter salesman and 
finds out what makes a good one. 

e Condensed selling data on electric motors—their 
characteristics, their applications, their best sales 
points. 

e Excerpts from “A Merchandising Primer,” a book 
to be published shortly by the McGraw-Hill Book 
Co. Through a checklist of fundamentals, this book 
spotlights the singular identity of merchandising and 
its relationship to other marketing functions. 

e A look at the Christmas lighting market—how 
advance selling plus continuous follow-up is your 
best approach. 





GET ON THE NIKOH BANDWAGON 
Votes of confidence are pouring in since the NAED Convention. 
From Maine to California, distributors all agree ... 
NIKOH has the finest E.M.T. 


NIKOH SERVICE... Nikoh’s new modern plant with the latest, most efficient equipment is geared to 
fulfill your requirements for the quantity production of highest quality electrical metallic tubing. 


Plant and executive offices—Chicago, Illinois. 


NIKOH QUALITY... Nikoh E.M.T. assures you absolute uniformity of weight, wall thickness, 
O.D., 1.D., concentricity, ductility, and strength. Nikoh E.M.T. is lightweight, easy to 
handle, form, bend, and install . . . available in a full range of sizes. Nikoh E.M.T. is approved 
by Underwriters Laboratories, Inc., and by National Electric Codes for open, 
concealed, and concrete slab construction. 
_ a | 


ALWAYS SPECIFY |MIKOH] QUALITY E. M. T. 
4 


Nikeh Tube Company ¢ 5000 South Whipple St. 
Chicago 32, Illinois « GRrovehill 6-6500 


SALES REPRESENTATIVES 


DETROMT, MICH. MINNEAPOLIS, MINN, 
GLOCK BROTHERS &. & DUNN 

81 Brody 

Temple 3-5800 
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TIME SWITCHES BECOMING INOPERATIVE WITHIN 18 MONTHS OF DATE OF MANUFACTURE NOW EXCHANGED AT NO CHARGE. 


New Low Price and 18 Month Guarantee 


For General Electric T-47 Time Switch 


PRICE LOWERED TO $11.50* Now you can offer the best service 
and a new low price where your time switch business is concerned 
The General Electric T-47 is now easier to sell than ever before. The 
15 per cent price reduction makes it possible for your Customers to 


save more money on each installation. 


NEW GUARANTEE. If your customer’s T-47 time switch becomes 
inoperative or damaged within 18 months of date of manufacture, he 
can get an exchange at no charge. And he doesn’t have to wait a 
long time. The new G-E recommended stock plan enables you to give 


your customer over-the-counter service. 


T-47 EFFICIENCY. This time switch handles one or two on-off 
operations every 24 hours. Like all G-E time switches, the T-47 gives 


you easy adjustment, simple installation, and rugged construction 


FOR ANY INSTALLATION that requires accurate, repetitive 
timing, you'll find a G-E time switch tailored to do the job. Order 
today from your local apparatus office. For more complete informa 
tion on the T-47, write for Bulletin GEC-578, Section 603-139, 
General Electric Company, Schenectady 5, New York. T-47 TIME SWITCH gives dependable performance on 


any prac tical job requiring one on off operation daily. 


*Manvtacturer's suggested retail price. 


GENERAL @ ELECTRIC 


July, 1952—ELECTRICAL WHOLESALING 





V-BELTS FLAT BELTS BELTING 
al 


A Coast-to-Coast Chain of Warehouses 


“U.S.” is really geared to deliver. You actually training and successful selling aids which in- 


can get immediate shipment—thanks to the clude catalogs and store displays 

“U.S.” transcontinental chain of warehouses. Every item in the “U.S.” Line is famous for 

And the “U.S.” Line is complete, including durability and for economy in maintenance. 

sheaves. In addition, when you handle “U.S.” Every V-Belt has the unique Equa-Tensil Cord 

you get sales engineering assistance, valuable Section which distributes the pull so evenly 
among the cords that each carries its full share 
of the load. For more complete information 

MULTIPLE V-BELTS write to address below. 

F.H. P. BELTS « SHEAVES 
FLAT BELTS AND BELTING PRODUCTS OF 


SPECIAL PURPOSE BELTS 


UNITED STATES RUBBER COMPAN Y 


MECHANICAL GOODS DIVISION « ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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at eng) 23 A 
‘We choose 5\p f] IT) [2 electrical conduit to 


isolate vibration and protect against moisture’’— J. M. Huber Corp. 


waht, 


TYPICAL OUTDOOR INSTALLATION 


IT’S WET IN BAYTOWN, TEXAS. In this Gulf Coast it more quickly than rigid conduit. You can cut it easily 
town, high humidity and heavy precipitation are the You can take it down and move it without trouble. You 
rule. Under such conditions outdoor wirmg presents a can use it in cramped quarters or where conduit must 
problem at the carbon black plant of the J. M. Huber either bend or allow for vibration and movement 
Corporation. Only a liquid-tight electrical conduit can Sealtite uses standard rigid electrical conduit fitting 
protect the wiring. At the same time vibration and con- For informative Bulletin No. C-201, write to The Ameri 
stant flexing from blower motors must be overcome can Brass Company, American Metal Hose Branch 
Sealtite*, a unique synthetic-jacketed conduit with a Waterbury 20, Connecticut. In Canada: The Canadian 
flexible steel core, meets these demands admirably Fairbanks-Morse Company, Ltd 


Sealtite is as flexible as garden hose. You can install 


specify 
Aimar 
for flexible, liquid-tight electrical conduit— Sie i ay [ec 


AN ANACONDA” PRODUCT 
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PACKAGED FOR PROTECTION.. 


ALL ROEBLING WIRES AND CABLES 
are packaged with utmost care to assure 
protection against damage during shipment. 
Reels are constructed with reinforced, plied 
heads, in accordance with IPCEA specifica- 
tions and they exceed these specifications in 
both strength and rigidity. Wrappings and 
cartons, also, are made of finest quality ma- 
terials for extra ruggedness and durability. 
And on top of that, distributors find that 
Roebling’s larger, easy-to-read labels are a 
big help to instant and accurate identifica- 
tion of wire and cable types and sizes. 
Details such as these are typical of 


Roebling’s firmly established policy to pro- 
duce an electrical wire and cable line that is 
ideal for wholesale distribution. This policy 
includes giving wholesalers a top quality 
wire or cable for every purpose... the main- 
tenance of strategical sources of supply . . . 
continuous full-page, colorful advertising 
directed to all your customers and prospects. 

Even under today’s conditions, whole- 
salers can look to us for all possible coopera- 
tion. Write for information about Roebling 
distribution in your territory. John A. 
Roebling’s Sons Company, Trenton 2, New 
Jersey. 
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-AND LABEL®) FOR READING! 


ef 
© | GOOD PRODUCTS. Using the most modern 
rf ie Rd ' equipment, the Roebling Wire and Cable Lab- 
= | a oratory is constantly developing and testing new 
methods of producing the finest of products. 











COMPLETE LINE. When you sell Roebling wires 
and cables you have a type that meets all of 
your customers’ transmission, distribution and 
service needs. 











WELL ADVERTISED—WELL KNOWN. Every 
month of every year your prospects are told 
about Roebling wires and cables in full page, 
color advertisements in a host of publications. 








ENGINEERING ASSISTANCE. Help a customer 
and you win a friend. Technical assistance by 
Roebling engineers is available to you and your 
customers whenever needed. 
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Take advantage of the 
Rome RoBarn 


Neoprene Sheathed Cable 


Underwriters’ Approved 


For non-rotting farm wiring 


oPrene’ 


All-Purpose Power Cable 


Underwriters’ Approved as Type USE 


For Underground Services and Circuits 
Between Buildings 


Typical underground farm wiring installa- 
tion. Dotted line indicates RoMarine- 
RoPrene used both as an underground 
service cable from pole to house and for 
underground power distribution from build- 
ing to building. Rome RoBarn is used to 
wire the buildings. 
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ig Market for Farm Wiring 


More and more farmers want to expand electrification to include 
barns and outbuildings. That's where Rome RoBarn comes in. 
Especially made for wiring all farm buildings, RoBarn is Under- 
writers approved for use in cow barns and other hazardous loca- 
tions where it would be subject to heat, cold, moisture and fungi. 
Insulated and sheathed with Neoprene, and reinforced with a 
special glass braid, RoBarn cannot absorb moisture . . . will not 
support flame. It also resists ammonia fumes, uric acid, mechanical 
injury and is completely non-rotting. It's easy to use, too. Diameters 
are uniformly small, providing increased space in outlet boxes. 
Sheath and insulation strip cleanly. 


Farmers also realize the advantages of underground wiring. 
They know it's safe from ice loading and windstorms. It won't 
snag tall machinery and is less of a lightning hazard. 

RoMarine-RoPrene offers the perfect solution to the farmer's 
underground wiring requirements. It is Underwriters approved for 
direct earth burial, service entrance from pole to meter and for 
underground power circuits from building to building. 

A high quality rubber insulating compound (RoMarine) gives it 
excellent resistance to heat and moisture. Its RoPrene (Neoprene) 
sheath resists soil acids and alkalies, as well as oils and physical 
abuse. Light in weight, RoMarine-RoPrene is easy to install and can 
be terminated with simple manual connections. Splicing and 
tapping are easy, too. 

Learn more about this highly effective farm wiring combination 
and how you can use it to get your share of the big farm market. 
Just mail the coupon. 


It Costs Less to Buy the Best 


ROME CABLE CORPORATION, Dept. WH-7, Rome, N. Y. 


R ©) MM E C A B L E Kw? Please send me material checked: 
- (1) RoBarn Bulletin ([) Bulletin RR-] (RoMarine-RoPrene) 
Corporation a A Name : . Title _— 
me» sb 


ROME - NEW YORK Company 
Address 
City 


TORRANCE + CALIFORNIA 


July, 1952—ELECTRICAL WHOLESALING 








fo if that 
you gef 


Efcorlets 


for easier, longer-lasting connections! 


Here are ruggedly-made Iron conduit bodies that can be Installed with 
the maximum of ease and a minimum of effort. EFCORLETS are newly 
engineered with accent on durability and trouble-free performance. 
EFCORLETS get that way, because they're made that way! Carefully 
made of high tensile strength iron, EFCORLETS are threaded so that the 
conduits will never shake loose. 


a for:——Clean, carefully gauged threads © Maximum room for wire pulling and 
splicing ® Rounded and bushed openings ® Large radii to protect con- 
ductor insulation © Threaded straight to insure perfect conduit alignment 
® Interchangeable with almost all other round bodies. 

For FREE illustrated literature and price lists, 
contact your nearest wholesaler. 
Warehouses In All Principal Cities 
Electrical Fittings Corp. Dept. 17 
Woodside 77, New York 


SOLD THROUGH WHOLESALERS ONLY! 


look for the 
attractive Red and 
Block corton 
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A PRODUCT OF 
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|-STOP RECORD, IN FEBRUARY 


Wes cis 


) "LUCKY LADY", A USAF SUPER- 


MFORTRESS, FLEW FROM FT. WORTH, 
EXAS, 23,452 MILES AROUND THE 


x. 
. “ 


by << WORLD IN 94 HOURS, REFUELING 


4 TIMES IN FLIGHT. 


JENKINS 


GUARANTEED FOOTAGE 


You get full measure with 
every roll. Tapes up tight 
and snug to the last inch. 


NO WASTE 


All Gold Seal Friction Tape 
tears evenly, does not ravel, 
molds to uneven surfaces. 


HIGH DIELECTRIC 


Less Gold Seal Tape needed 
per job. No pinholes; one 
tape thickness insulates. 


LASTING “TACK” 


Gold Seal sticks to the job 
under toughest conditions 
of cold and moisture. 


EASY HANDLING 


Gold Seal does not peel, 
dry out or smear the 
hands in hottest weather. 


SPEEDS THE JOB 


Linemen and electricians 
prefer Gold Seal Tape. It 
saves time and trouble. 


STOCK AND SELL GOLD SEAL TAPE 


for fast turnover 


for steady profit. 


FRICTION AND RUBBER TAPES 


In either 10-roll cartons or single rolls. 
Every roll sealed in cellophane, stays 
fresh. Jenkins Bros., (Rubber Division), 
100 Park Ave., New York 17. 


Jenkins Bros. also make Diamond Seal Friction and Rub- 
ber Tapes which meet ASTM and Federal Specifications. 


BROS. . » MAKERS OF 


FAMOUS JENKINS VALVES 





EATRKA PROFIT tor you---with 
PACKAGED FITTINGS 


Look for this label when you buy 
fittings. It is your guarantee of 
uniform quality. 


...YOU WIN 7 WAYS 


Easy to inventory : 
Accurate Count in filling orders 

Eliminates damage to fittings 

Unit sales are increased 

Stacked cartons save space 

No extra cost to you 


Your customers prefer Conduit of COLUMBUS 


LU fittings in cartons 
cl 

SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 
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Here’s why CleKefilel 


uses CERTIFIED BALLASTS in all their 
fluorescent fixtures 


“We equip all our fluorescent fixtures with Certified Ballasts because we find our distributors, 
the contractors who make the installation and the users all are more satisfied with results 
when Certified Ballasts are installed,” says A. F. Wakefield, president of The F. W. Wakefield 


Brass Company, Vermilion, Ohio. ai 
mm at 
His conviction is shared by many other manufacturers ump 
who have learned that CERTIFIED BALLASTS assure— a 
Full Lamp Life Rated Light Output Maximum Ballast Life 


CERTIFIED BALLASTS are made to precise specifications, then 
tested by Electrical Testing Laboratories, Inc., which certifies they 
conform to these high standards. 

Write for complete information on the types of CERTIFIED 
BALLASTS available from each participating manufacturer. 


eS € articipation in the CERTIFIED BALLAST program is open to any 
manufacturer who complies with the requirements of CERTIFIED 


| CERTIFIED] ww, BALLAST MANUFACTURERS. 


3 FATIFIED BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 





2116 KEITH BLDG., CLEVELAND 15, OHIO 
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On the button for 80 years... 


In 1872, Robert Edwards and Adam Lungen formed a 
partnership in a basement where they made bells to summon 
the servants of the rich. 


Today, that basement has become a world business . . 
the bells are one of a host of Edwards signaling products and 
devices that serve millions of Americans. The world has changed 
in 80 years. But one phase of our business remains the same. 
Today ... as in 1872 . . . we believe in making the finest 
products we know how. We believe in fair play and a fair profit 
for those who distribute and sell those products. And we believe 
in advertising them to build business for us both. 


In the future, the world will change even more. And 
Edwards will keep pace by making more and more products 
to make life safer, more comfortable, more convenient. But 
then . . . as today and yesterday . . . we will continue to work, 
live and do business by the same principles that have helped 
us grow and prosper. 


This is our pledge and promise on this . . . our 80th birthday. 


Edwards Company, Inc., Norwalk, Conn. 





i a 


> oe OOO 


ARDS 


World’s Most Reliable Time, Communication and Protection 
Produets For Schools, Hospitals, Industry and Homes. 
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TODAY'S AD _T 
IS TOMORROW'S BUSINESS 
and we're running these 
ads to assure quicker, 
easier Spang-Central 
Conduit sales for you 











took out insurance 


against wiring troubles 




















... With 70 miles of 


SPANG  ceniaco” conpurr 


Boston’s most modern skyscraper is the home of the John 
Hancock Mutual Life Insurance Company—and an out- 
standing example of good electrical planning. 

Throughout the entire 26 stories there are innumerable, Seite acta thane te tails tm bation 
ingenious electrical design features that insure the extra ARCHITECTS: Crom & Ferguson, Boston 
continuity of service and the extra safety to personnel See nee Seats Conpeny, Ceten 

; GENERAL CONTRACTORS: Turner Construction Company 

stipulated by the owner. Which makes the 100% use of Boston & New York ; 
Spang “‘Cenlaco’’ Conduit, from 500,000 CM secondary 
feeders to circuit runouts, particularly significant. 

It’s additional evidence of the reliance that prominent 
owners, contractors and architects place on the uniformity SPANG-CHALFANT 
and dependability of quality-controlled Spang ‘‘Cenlaco” ))\ Divisio 
Conduit. 

If you need conduit for any purpose, be sure and specify " Districh Glos wikis Senne me 
Spang “‘Cenlaco"’, ‘Central Black’’, ‘Central White’ or in Principal Citie 
“Central EMT"’. You'll like the consistent high quality 
and the ease with which these better conduits can be cut, 
threaded, bent. 


f The Notional Supply Compeny 
GENERAL SALES OFFICE 
GRANT BUILDING PITTSBURGH 
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WIRE BY PHELPS DODGE 
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every wire of highest quality. Com- 
plete range of sizes and types are 


BUSI SISSAALEEEaE 
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MEANS WIRED FOR LIFE! 





Specifying Habirshaw wire and cable, made materials and workmanship . . . dependable 
by Phelps Dodge Copper Products Corpora- electrical service for the life of the building. 
tion, assures highest standards of electrical As a practical businessman, you have this 
stability and dielectric strength. It’s a long further assurance: Habirshaw wire and cable 
step toward complete owner satisfaction. come to you pre-tested and guaranteed. Your 

For over 65 years, throughout the entire customers minimize installation problems— 
building industry, these famous products have — save time and headaches when they specify 


spelled integrity and up-to-dateness of design, Phelps Dodge Copper Products. 


@ Primary—varnished cambric insu- @ Heat-resistant, moisture -resistant, @ Small-diameter, moisture -resistant 
lated lead sheathed cable for bringing rubber-insulated, braid-covered cable Habirdure thermoplastic insulated wire 


power into the building. for feeders to distribution points. for branch circuits, 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 


Manufacturers of the Famous “Habirshaw” Wire and Cable 
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The RLM Standards Institute Announces its 


1952 ENLARGED EDITION 


of the RLM Specifications Book 


USEFUL 
Latest RLM Lighting Data: 
Coefficient of Utilization Tables 
Light Distribution Curves 
Typical Reflector Shapes 
UP-TO-DATE 
Two New RLM Specifications: 
No. 4 RLM 300-1500-w Porcelain Enam 
eled Reflectors for High Mounting 
No. 40 RLM 300-1500:w Aluminum Re 
flectors for High Mounting 
HELPFUL 


Clarification of Ballast and Slimline 
Lemp Standards on 

RLM Fi s 

Nos. 5, 6 RLM 48" CLOSED END UNITS 
two and three-lamp 

Nos. 9, 10 RLM 48° OPEN END UNITS 
two and three-lamp 

Nos. 22, 23 RLM 48° TWO-LAMP UNITS 
with LONGITUDINAL SHIELD open and 
closed end 

Nos. 7, 11 RLM 60° TWO-LAMP UNITS 
open and closed end 

Nos. 28, 29 RLM 72° OPEN END UNITS 
two and three-lamp 

Nos. 30,31 RLM 96" OPEN END UNITS 
two and three-lamp 


AUTHORITATIVE 


Revisions of and Additions to 
RLM | d Pas ape 








No. 1 RLM DOME REFLECTOR 

No. 2 RLM DEEP BOWL REFLECTOR 

No. 3 RLM SYMMETRICAL ANGLE 
REFLECTO 

No. 18 RLM GLASSTEEL DIFFUSER 


INFORMATIVE 


Easy-to-Read, Illustrated “Story of the 
RLM Lobel”: The need for standards in 
industrial Lighting . .. History of the RLM 
Institute iow the RLM Inspection and 
Certification Program works The Im- 
portance of Porcelain Enamel 


Piblished as a contribution to the advancement of the Science of 
Industrial Lighting, and as an aid to everyone who buys, sells, 


recommends or specifies Industrial Lighting Equipment. 


You are invited to obtain your compli- 
mentary copy of this latest reference 
work on industrial lighting equipment. 
Architects, lighting engineers, electrical 
contractors, etc. recognize the RLM 
STANDARD SPECIFICATIONS BOOK as an 
authoritative aid in the specification, 
recommendation and purchase of indus- 
trial lighting units. It is the only indus- 
trial lighting book which helps evaluate 
lighting units in terms of illumination, 
construction and performance standards. 
Further, the rim Specifications Book 
provides ready-made specifications which 
assure industrial lighting units that meet 
approved minimum standards of quality. 


22 


The 1952 Edition is designed to be even 
more helpful. It contains newly-approved 
specifications and latest revisions, and 
for the first time, valuable coefficient of 
utilization and light distribution data. 
Thus the user has at his fingertips the 
complete picture on each RLM unit. If 


RUM STANDARDS*INSTITUTE | 


your work is concerned with industrial 
lighting equipment, a copy of the 1952 
Edition RLM SPECIFICATIONS BOOK is 
available to you without cost or obliga- 
tion. Write rtm Standards Institute, 
Suite 817, 326 West Madison Street, 
Chicago 6, Illinois, for your free copy. 
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“ALL- SQUARE”... for recessing. One-piece 
die-cast frame. Light-leakproof. Wid d 

or concentrating lens... sizes 6%" eq., 8” sq. 

& 12” sq. PRE-WIRED. Removable top, as 

drop hinge bottom for servicing from above \ 
or below. Catalog 49. t ’ 





# “ALL- SQUARE” 


SEELUX ... totally indirect 
open bottom Luminaire for 
for Silver Bow!.Lamps, with 
modern ALZAK 
pane louvres; 
jor stem suspension 
or close mounting. ; GUTHLITE . 
Bulletin 864. : the revolution- 
ary “Jacknife” 
inge Lumin- 
770) ae aire that swings 
down for easy 
relamping or 
cleaning right 
from the floor! 
For 2 40- or 2 85- 
watt or 2 4-ft. SLIMLINE lamps; ceiling 
or suspension, unit or continuous mount- 
ing. Simplest fixture to install. Bulletin 


~ 


ARISTOLITE ... hinged glass panels swing 

open for easy cleaning from floor with handy a GUTHLITE* 
servicing tool. Also with center Eggcrate 

louvres. For 2, 3 or 4 40-watt or 2 or 4 4-ft. 

SLIMLINE lamps; ceiling or suspension, 

unit or continuous mounting. Write for 

Bulletins 812 and 820. 


4 ARISTOLITE® 


HY-LITERS ...recessed and surface 
types for PAR 38. Adjustable 45° from 
vertical in all directions. Can be used as 
individual units, or in conjunction with 

NEW FUTURLITER ...with GUTH our fluorescent types. Bulletin 834. 
GRATELITE® the 48” long plastic louvre 
with 45 x 45 cut off for efficient vertical il- a HY-LITERS 
lumination and low brightness diffusion at 
angles above 45°. GRATELITE is made in 
sizes up to 48” long. Easy to install on single 
fixtures or complete ceilings. Available in 
opaque or transparent densities. Send for 


information. ee ee 


4 NEW FUTURLITER“ 


TRUCOLITE ... versatile, highly efficient, 
semi-direct type; can be used open, with Egg- 
crate louvres or diffusing glass bottom. For 
2, 3 and 4 40-watt lamps...also 2 and 4 4ft. 
or 8-ft. SLIMLINE lamps. Ceiling or sus- 

nsion, unit or continuous mounting. Bul- 

letins 814 and 852. 


a TRUCOLITE” 














WYTE-LINER ... white inside and outside 
(takes gloom off ceiling). AIRFLOW chan- 
nel for longer ballast life. Reflectors 300° 
Permalux or Porcelain Enamel. Made in 
2 and 3 40-watt, 2 85-watt, and 4- and 8-ft. 
SLIMLINE lamps. Easy to install and 
clean. Catalog 48. 


a WYTE-LINER 





“LITE-BLOX” RECESSED TROFFERS ... 
for 1, 2, 3 or 4 lamps: 20-, 40-, 85-watt, or 
4ft., 6-ft., or 8-ft. SLIMLINE. Exclusive 
end KO's provide exact 48.0"; modular 
design for unlimited patterns. Wide variet 
of shielding and diffusing glass panels avail- 
able; also ALZAK odlecaes if desired. 
Bulletin 869. 


am “LITE-BLOX” RECESSED TROFFERS 


GUTH 4-FT. SLIMLINE available 


in every GUTH fluorescent fixture 


@ no starters or starter troubles! 
@ easy to handle Single-Pin lamps! 


@ light in two steps almost instantly? 
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P coum TYPE PANEL 


ACI Industrial Switches, up to and including 
200 amps., have the famous features that make 
the Federal Noark Front-Operated Safety 
Switch the best buy at any price. The Front- 
Operated ACI is by far the easiest switch to 
maintain. Its unique design assures coolest and 
safest operation. Front operation permits close 


FROM NOW ON you can slash your stock of 
switches, cut costs and boost profits to new 
highs with Federal Noark’s new simplified line 
...the Type “A” ACI Industrial Switch that 
meets every “A” and “C” requirement up to 
1200 amps. and sells at Type “C” prices! 

Each Federal Noark ACI Industrial Switch 


up to and including 200 amps. is equipped 
with a solid neutral block. All ACI switches 
have a voidable interlock. 

With the complete elimination of the Type 
“C” line and the addition of the solid neutral 
block, ACI switches fill the requirements of 
four or more switches under the old system. 


ganging. A mere glance at the man-sized handle 
indicates positively—even at a distance — 
whether the switch is “on” or “off.” 

Write for the full story on the remarkable 
new ACI Industrial Switch line... and start 
cashing in now on today’s best and most out- 
standing safety switch values! 


TYPE “’D” LINE ALSO SIMPLIFIED 
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Al MANY SWITCHES... 
“N” ACL INDUSTRIAL SWITCHES 


FEATURES OF FRONT-OPERATED ACI INDUSTRIAL SWITCHES 





COOLEST OPERATING .. . There 
are only two joints at each 
pole, both under tremendous 
pressure. As proved by field 
experience this is the coolest, 
most practical type of switch- 


blade construction. 


safest... All 100 and 200 
amp., 230V. Federal Noark 
Front-Operated ACI Industrial 
Switches have arc mufflers. 
Patented Rolarc Snuffers are 
used on all 575V. switches. 


COOLEST OPERATING ... I’res- 
sure spring of the patented 
fuse holder is located in block 
under fuse where unaffected 
by fuse heat. No screws to 
vibrate loose or to forget to 
tighten. 





SAFEST . . . Man-sized, stream- 
lined handle smoothly and de- 
pendably snaps the switch to 
“on”, “off”, or “cover open’ 
position. Handle can be locked 
with as many as three padlocks. 





SAFEST... This is the only 
visible blade switch with the 
operating cross bar beneath the 
switch blades. The operator is 
safeguarded because contact- 
ing blades are always forced 


ope n. 


EASIEST TO MAINTAIN... High 
Pressure Fuse Clamps allow 
ready “pull out” removal and 
“snap in” insertion of fuses. No 
cross bar or fibre hooks inter- 
fere with fuse removal. 





FEDERAL ELECTRIC PRODUCTS 


COMPANY 


50 PARIS ST., NEWARK 5, N. J. 
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ACCURATE PLASTIC TAPE 


Offers high elosticity, high dielec- Thin caliper plus a combination of 
tric strength ond super aging quali- good mechonical and dielectric 
ties. Made in both Standard grade strengths, Recommended for use 
ond A.S.1.M. — A.A.R. Specification wherever plastic tope is proctical, 


Features the best of material care- 
fully fabricated to provide maximum 
mechanical protection. Available in 
Standard and A.S.T.M. grades. 


for the electrical industry 

are manufactured to precision standards by 
men who have devoted a lifetime to producing 
ever Me) Mitie alelmeltt tila ae nde a (eel at) 
carefully made and constantly inspected to 
assure uniform high quality. The sure way 
to complete tape satisfaction is to specify 
ACCURATE by name — every time. Get all 
the facts on ACCURATE Tape now! Just 
call or write the Accurate Manufacturing 
Company, Garfield, New Jersey, for new 
illustrated literature which includes 
complete specifications and technical data 
covering the entire ACCURATE line of 
quality tapes. There is no obligation. 


ACCURATE - best buy in tape 


3 MORE THAN A QUARTER CENTURY OF TAPE SPECIALIZATION ' 
. tek nts aor” a rs } 
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pick "PLUG ’EM IN 








| 
a units to panel by “plugging in”. | 
F Select Multi-Breaker units required by job. 


Make up the Cutler-Hammer Type NMO 
MULTI-BREAKER “Plug-In” 


BREAKERPANELS 


on the. forte fob 


No matter what the job calls for 
when you get there, you are all set 
when you have a Cutler-Hammer 
Type N MO Breakerpanel. No matter 
whee circuit load changes may be 
required if you are called back later 
on, you are ready if you have in- 
stalled a Cutler-Hammer Type NMO 
Breakerpanel. For you make up these 
distribution centers wiih the Multi- 
Breaker Plug-Ins right on the job for 
the job. No guesswork. No mistakes. 
The Multi-Breaker units you select 
to serve your circuits just plug into 
lace. Where you want a 15 ampere 
reaker, you plug in a unit contain- 
ing the exact number of 15 ampere 
single pole breakers required up to 
four. These units are available in 29 
different circuit combinations making 
it possible to obtain the exact quan- 
tity and rating of branch circuits 
with a minimum of effort. 
Cutler-Hammer Type NMO 
“Plug-In” Breakerpanels are now 
offered in sizes with from 8 to 42 
single pole branch circuits in incre- 
ments of 2. They are available in 
120/240 Volts a.c., with 50, 100 and 
200 ampere mains (lugs or circuit 
breaker) with 15, 20 and 30 ampere 
single and double-pole branch cir- 
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cuits; also, 40 and 50 ampere double- 
vole branch circuits. Multi-Breaker 


units are of the thermal-magnetic 
type that provide a lag on harmless 
overloads but instant trip on shorts. 
Wiring these Type NMO Multi- 
Breaker units is also a cinch. You can 
wire them right in your hands before 
you plug them in...or you can 
simply swing them out for wiring as 
shown, using one of the positive- 
pressure contact jaws turning on the 
silvered bus bar as a hinge. And 
despite the small size of these 
Breakerpanels that better utilize wall 
and column space, you get muc h 
more gutter space (5¢” in the 15” 
box) with more circuits. The narrow 
column type actually has double the 
number of circuits previously avail- 
able in cabinets of similar height. 
Beyond any doubt, this is the finest 
protection, the easiest to install, the 
most flexible, the most compact, and 
the most modern it is possible to ob- 
tain where a large number of branch 
circuits must be served, asin commer- 
cial and industrial buildings, hote Is, 
schools, hospitals, large homes, 
CUTLER-HAMMER, Inc., 
St. Paul Avenue, Milwaukee 
Wisconsin. 


SS 


CUTLER’ HAMMER 


BREAKERPANELS 
™ 














RIGID POLES 
with single, 
double, long 
or short arms 


HINGED 
POLES in 
3 heights 





Rigid and Hinged a 
POLES | ; 


QUALITY...THAT IS EVIDENT 
DESIGN...THAT IS SOUND 


Including 
a complete line of Luminainres 


MERCURY-VAPOR OR INCANDESCENT LAMPS 


Reuere Equipment Serues Bestand is Most Profitable 
There's a Reason ..WHOLESALERS KNOW— LEARN WHY! 


REVERE ELECTRIC MFG. CO. + 6011 BROADWAY - CHICAGO 40, ILLINOIS 


The Greatest Name in Lighting . Sports + Aapod - Serwice Slation + Steel + Industrial 
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@ KLAMPswitcHFuZ 

30 to 600 amps, 250 volis 

AC or DC, SNUFARC 30 to 200 
amps, 600 volts. 


Standardized @ Switchboards are noted for 
their safety, efficiency, dependability and econ- 
omy of operation. 


The result of more than 60 years of manufac- 
turing experience, these sturdy, long-lasting 
and trouble-free power centers embody all the 
latest features in design and operating units 
to assure maximum service. 


Standardized @ Switchboards are of three 
types—The Shutlbrak, a safety-type switch- 
board designed for frequent operating use; the 
Klampswitchfuz, which features a dependable 
hinged type, pull-out switching unit for dis- 
connect service on lighting and power cir- 
cuits, and the Circuit Breaker, another safety 
type featuring the latest developments in auto- 
matic circuit protection for main and branch 
feeder circuits. 


@ SHUTLBRAK 
30 t01200 amps. 250 volts 
AC or DC and 600 volts AC, 


MAXIMUM EFFICIENCY-DEPENDABILITY-AND ECONOMY 
that’s what you get with 


SWITCHBOARDS 


All are built from standardized, pre-assem- 
bled units. This flexible system of assembling 
complete sections and units into standardized 
enclosures not only provides all the advan- 
tages of “tailor-made” switchboards but affords 
substantial savings in cost. 


All standardized €§ Switchboards are fac- 
tory-assembled and shipped ready for connec- 
tion to main and branch circuit cables. Units 
can be arranged singly or grouped, because 
all sections readily fit together. Removable end 
walls permit the addition of sections on either 
side. The number and capacity of switches are 
supplied according to specifications. 


Want to know more about these efficient, 
long-lasting power centers? Your nearest @ 
representative listed in Sweets, will be glad 
to give you complete information. 


@ CIRCUIT BREAKER 
15 to 600 amps, 250 volts 
ACor DC; and600volts AC. 
For larger capacities air 
circuit breakers are used. 


Srank eCdam Electric Ca. 


P.O. BOX 357 ST. LOUIS 13, MISSOURI 


July, 1952—ELECTRICAL WHOLESALING 








Dm BRIGHTER CHRISTMAS CHEER 
Ca Westinghouse | 


WONT CHIP O8 PEEL BULBS 


PLUS THIS 
ICHANDIS 





SPECIAL HIGH-PROFIT STOCK 
Quontity Bulb List Price 
60 C-6 075 ec Sturdy, corrugated construction; two colors; 
150 C-7"” 14 ec 16" deep, 10" wide, 24" high. Shelves separate 
40 C-9'A 17 ea. packages. Open platform tray 
$32.30 total list valve (plus $2.77 tax) 











Here's the perfect packaged assortment to keep holiday sales 

up. This attractive merchandiser gives you a complete 

Christmas bulb department in compact counter form REMEMBER 

... gives you a better percentage of high-profit, ONLY % 
high-demand bulbs than any competitive offer. If you a - oo) 
ae a big, busy counter, pebcn two merchandisers. Westinghouse 1 
You get a fast moving stock of assorted colors. And gives cesiomers PERMACOTE i : s 
besides, you get top-drawing point of sale aids to The only Christmos tree bulb 
point up the new Permacote finish. Let this tte mht 
special Westinghouse offer be Santa Claus 

to your sales! Westinghouse Lamp 

Div., Bloomfield, N. J. 


ORDER NOW...FOR A BRISK, 


BRIGHT BUSINESS IN WESTINGHOUSE BULBS 
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YOU CAN OFFER YOUR CUSTOMERS 
THEIR CHOICE OF HUNDREDS 
OF STANDARD SIZES AND TYPES 


—plus countless custom variations . . . 
when you handle CAST BOXES by HOPE 


H1200 TYPE * 164 SIZES 
Surface mounted 


H7000 TYPE * 51 SIZES 
Flush mounted 


H8000 TYPE * 87 SIZES 
Surface mounted 


6000 TYPE * 84 SIZES 
Surface mounted 


H3200 TYPE * 128 SIZES 
Surface mounted 


. . . AND EVERY ONE OF THEM MADE OF CAST IRON, HOT DIP GALVANIZED 


The Quality and Durability that build repeat 
business are built into every BOX by HOPE 


Here’s just a quick preview of what you can offer your custo- 
mers — easily, promptly, profitably — when you distribute the 
extensive line of BOXES by HOPE. 


First, you give them their choice of hundreds of stock sizes 
ready for prompt shipment. Whether they want outlet boxes 
and fittings, junction and pull boxes, hinged cabinets, terminal 
boxes or explosion housings, there’s a Box by Hope that will 
handle the job. 


Next, you can meet their needs for custom-made boxes at a 
moderate cost to them — and can get quick delivery from the 


Hope factory. And you can be sure that every Box by Hope 
will give your customers the service that you and they expect. 
Boxes by Hope are of strong, dense cast iron that far outlasts 
steel, machines easily. Every box is hot dip galvanized for last- 
ing protection, attractive appearance and freedom from the 
need of recoating. 


REMEMBER, TOO, when you handle the Hope line, you're protected by 
a 100% distributor policy. You receive favorable discounts. You make sales 
without tying up space or capital to carry stock. And you're backed up by 
consistent, aggressive Hope advertising to your customers and prospects. 


GET THE FACTS ON THE LINE OF BOXES BY HOPE—MAIL COUPON FOR 26 PAGE ILLUSTRATED CATALOG LISTING STANDARD SIZES AND TYPES AND CUSTOM MODIFICATIONS 


HOPE 


ELECTRICAL PRODUCTS CO., INC. 
338 Wilson Ave., Newark 5, N. J. Mitchell 2-4426 
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Hope Electrical Products Co., Inc. 
338 Wilso 
GENTLEMEN: Please 


ork 5, N. J. ‘ 
— pos me your catalog of Boxes by Hope 


Company... <n 
Street AGETOSS-.n--cnnenneenneernnrn" _— 





If Your Customer Wants THE BEST--: 
EXPLOSION-PROOF EQUIPMENT 


Specify APPLETON on your order 


Left: “NFB” Series Explosion-proof Circuit Pro- 
tector and Switch 
Right: Type “FLS" Explosion-proof Switch 
“CPSI" Series Explo- Type "FSQX" Explo- 
sion-proof Receptacles sion-proof Switch and 


and Plugs Receptacle, also Plug 


“CES” Series Explosion- ee ee 
proof Receptacles and Plugs 
Type "EVHS” Explosion-proof 
Hond Lamp 


wing aon 
: ‘ Mh “EFD" Series 
, Explosion- proof 
ae Pilot Lights 
| Type “ARTC” 
H Explosion-proof Tumbler and Push 
Button Switch Unilets : 
a 


|} 
“AA-51" Series Vented Type Explosion-proof Lighting = P ( / 
Fixtures, also Type “EVGL" Explosion-proof Gauge . 7 
Lamps f e te 
om - F 
GRU” SERIES FLANGED UNI ’ . f pfs 0 


Type “VSUF" 
Explosion-proof 
F ; 4 Visible Sealing 
FOR “GRU” SERIES UNILETS . A Unilet 


r SH” SUPP: 
FIXTURE CANOPY UPPORT 


Type "FLPU" Explo- 
sion-proof Panelboard 


Patented Jan. 1, 1946 
Patent 2,392,202 
Type “EFU" Explosion-proof Fluorescent Lighting Fixture suspended more i ” . 
than 12 inches from Canopy with “GRU” Flanged Unilet, Fixture Canopy Type "TGPR" Grounding Plug and Receptacle "Type "AE" 
and Type “ESD” and “ESS” Swivels Explosion- 
proof Reelite 


SOLD THROUGH ELECTRICAL WHOLESALERS 


APPLETON ELECTRIC COMPANY 


1734 WELLINGTON AVENUE °* CHICAGO13, ILLINOIS 
CISCO . t ANGELES, 
imeers: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd. * CLEVELAND, 1836 Euclid Avenue ¢ SAN FRANC SCO, 655 Minna St ST. LOUIS 227 Frisco Bidg. « LOS AN 7 
te Fe oll « ATLANTA, 724 Boulevard, N. E. © BIRMINGHAM, 809 Brown-Marx Bidg. * MINNEAPOLIS, 305 Fifth St, S. ¢ PITTSBURGH 412 Be semer Bidg. © BALTIMORE, 100 East 
Pleosont $1, ¢ BOSTON, 10 High Street * DENVER, 1921 Bloke Street ¢ PHILADELPHIA, 231 South 20th ¢ CINCINNATI, 608 Americon Bidg. * HOUSTON, 717 M. & M. Bidg. © HAVANA, Cube, 
' Molecon No. 9. © BINGHAMTON * DALLAS « INDIANAPOLIS + KANSAS CITY * ORLANDO © MILWAUKEE * NEW ORLEANS © SEATTLE * PORTLAND, ORE 
Export Representatives: international Stondord Electric Corp., 67 Broad St., New York 4, N.Y 











EFFECTS OF STEEL STRIKE e¢ Production of needed transformers and switchgear has been 
slowed down by the nation-wide steel strike. Serious shortages of silicon steel sheet, 
used in the manufacture of the two components, have already developed. Immediate 
shipments of transformers and switchgear will not be affected, however. The big pinch 
will be felt two to three months after the strike. 

Heavy motors will be affected more immediately. So will conduit, the largest single 
electrical user of steel. Integrated steel producers who manufacture conduit, of course, 
quickly shut down when the steel strike began. Other conduit manufacturers are hang- 
ing on by their teeth. But recovery is expected to be rapid as soon as the Strike 
is settled. 

There’s now a definite shortage of rigid conduit, particularly in the larger sizes. 
Even before the strike, supplies were comparatively tight. Supplies of thin-wall conduit 
(EMT), om the other hand, have not been affected. Heavy inventories had been 
piling up prior to the strike’s start. 


EFFECT ON METALS ALLOTMENTS e Fourth quarter metals allotments were due out on 
July 18, but will probably be held up by the steel strike. Copper and aluminum rations 
may go out alone, however, and in bigger quantities than in the third quarter. But 
this won't mean much in realized production since so much output is tied down to steel. 

The supply outlook for copper and aluminum has improved markedly. Consumer 
durable goods manufacturers got a ten per cent hike in third-quarter allotments (bring- 
ing them up from 35 per cent pre-Korea use to 50 per cent). 


SELF-CERTIFICATION BOOSTS ¢ Priority allowances for small users were upped from 500 
Ibs. of copper to 10,000 lbs., and copper restrictions on construction were liberalized. 
Similar relaxations were made for aluminum. Self certification privileges for small 
users were boosted from 1,000 Ibs. to 20,000 Ibs., and construction restrictions were 


sharply eased. 


WEIRD COPPER FORMULA « The increased refined copper allocations to wire mills, brass 
mills and foundries, and the recent ten per cent hike in third-quarter copper allotments 
to consumer goods producers all stem from an anticipated step-up in copper imports. 
The shot in the arm for this: revised pricing and allocation regulations, made necessary 
by Chile’s cancellation of agreement to sell us 80 per cent of its copper output at a 
fixed price of 2742 cents a bb. 

Chile had been selling the remainder of its output for as high as 55 cents. But the 
world price fell almost to 20 cents, and in May, Chile asked for more on its U. S. sales. 
Then an embargo was put on shipments here. To get the Chilean copper flowing again, 
the Office of Defense Mobilization came up with this weird formula: 

Refined copper consumers will buy 60 per cent of their monthly allocation from 
domestic producers at the 2414 cents a Ib. ceiling price. If they want more copper, 
they must buy the 40 per cent from foreign sources at the world market price (most 
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consistent quotation is 3642 cents). They're allowed to pass on 80 per cent of the dif- 
ference between the two refined copper prices in the prices of their own products. 
This means an average price boost of 3.84 cents a lb. for brass mill and wire mill 
products. 

Whether or not they actually buy the higher priced foreign copper, the fabricators 
will be allowed to raise their prices. But it’s doubtful that manufacturers who use the 
semi-finished copper products will be able to pass on their new costs in increased prices 
for their end products. Another complication: fabricators who are subsidiaries of do- 
mestic copper producers have to buy the higher priced foreign metal if they want 
to make full use of their NPA allocation. 

The brighter outlook for copper depends entirely on whether refined copper con- 
sumers buy up their full entitlements to copper from abroad during July and August. 
NPA thinks they will. 


BUILDUP OF COPPER WIRE INVENTORIES ¢ Beginning this month, electrical whole- 
salers will be able to build up inventories of copper wire mill products to pre-Korea 
levels again. But they'll have to pay more for the material. This points up how the 
copper problem has been tied to price, not necessarily to a physical shortage of metal. 

July allocations of refined copper to wire mills (63,722 tons) are the biggest since 
the start of controls. August allocations are expected to be as high. NPA will amend 
Order M-86 this month permitting electrical wholesalers to order new stocks equal 
to 150 per cent of the previous month's sales. Orders are now limited to 100 per cent 
—a restriction that has prevented the buildup of inventories. NPA says the amendment 
should enable the buildup of 45-day supplies, which was what the wholesalers normally 
maintained as a minimum before the outbreak of the Korean war. 


BUSINESS PEAKS IN ELECTRICAL MACHINERY e The peak has been reached for mo- 
tors and controls, but has yet to be attained in switchgear and power and distribution 
transformers, according to Luther Shank, acting director of NPA’s Electrical Equipment 
Division. The rate of incoming orders is dropping for the first two and now trails 
shipments. Orders are still in excess of shipments for switchgear and transformers. 

For machinery industries in general, Washington thinks the peak has been passed 
and that the trend for the second half of 1952 is downward. But it’s only a weak dip, 
and there are exceptions for certain segments of the field. The machinery and Allied 
Products Institute recently sampled 300 of its manufacturer members on their views 
on the outlook for capital goods. The consensus: the peak was reached during the 
first half of 1952. They expect a moderate decline in the second half and will begin 
1953 on a slight downtrend. But there'll be “no sharp ups or downs” for the market 
in the near future. 


25-YEAR PROJECTION ON COPPER ® In projecting copper demand over the next 25 
years, the President's Materials Policy Commission (William S. Paley, chairman) has 
estimated that requirements will grow about 45 per cent (between 1925 and 1950, U.S. 
copper demand went up about 70 per cent). A half-million more tons may be required 
each year from domestic mines and imports by 1975. 

“Strong efforts,” said the commission, will be needed to sustain domestic output. 
The highest average annual production that can be expected: 800,000 tons—somewhat 
below 1950 and 1951. To meet demand, the U.S. will have to double copper imports 
by 1975, bringing them up to about 1 million tons. 


TIN CONTROLS TO BE RELAXED e Relaxation of controls on tin is in the cards. But 
it’s still only in the talking stage. Recent spot tin purchases by the Reconstruction 
Finance Corp. will boost total imports for the year to at least 75,000 tons. Excluding 
stockpile needs, minimum U.S. tin requirements are only 62,000 tons. RFC will probably 
be making additional spot purchases soon, increasing the total tin supply in the US. 
even more. 


( Washington, D. C—July 3, 1952) 
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anaes Slum A 


Better Light Plus Everlasting Service 


Twin Highlite—For high levels 
of illumination from a i 
number of outlets in high boy 
industrial interiors. Available 
with porcelain enome! or Alzoc 
aluminum finish. 





V-51 Convertible Vapor-tight Fix- 
ture—Exclusive Unit Assembly mokes 
receptacle, globe, gvord instantly 
detachable for relamping. Converts 
to higher or lower wottoges jvst 
os easily. 


INDUSTRIAL LIGHTING 





Efficiency, durability, simplified installation and main- 
tenance... these are the musts of good industrial lighting. 
You will find them all in Appleton Lighting Fixtures. 


To meet exactly the varying needs of indoor and out- 





door illumination, each Appleton fixture is specifically 
designed for a specific lighting function. For any lighting 
requirement—including highest quality equipment for 
hazardous locations—specify Appleton, The Standard 
For Better Lighting. 





RLM Standard Dome Reflector — Made of 
Rust-resisting iron with three coats of 
baked porcelain enamel. Sectionclized 
construction permits easy installation, con- 
venient servicing. 


Type EFU —First and still finest Explo- 
sion-Proof Lighting Fixture. Available 
for two 40 Watt, 48” lamps or two 
100 Watt, 60” lamps. 


Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY APPLETON 


1714 Wellington Avenue ¢ Chicago 13, Illinois 
Sales Engineers: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd. © CLEVELAND, 1836 
Euclid Ave. © SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bidg. © LOS ANGELES, 
100 N. Santo Fe Ave. © ATLANTA, 724 Bouvlevord,N. E. © BIRMINGHAM, 809 Brown-Mora Bidg. 
MINNEAPOLIS, 305 Fifth Street, S. © PITTSBURGH, 412 Bessemer Bidg. © BALTIMORE, 100 E. 


Pleasant St. © BOSTON, 10 High St. © DENVER, 1921 Bicke Street © PHILADELPHIA, 231 South 20th 
CINCINNATI, 608 American Bidg. * HOUSTON, 717 M. & M. Bidg. © HAVANA, Cuba, Malecon No. 9 


BINGHAMTON ¢ DALLAS «© INDIANAPOUS © KANSAS CITY * ORLANDO © MILWAUKEE 
NEW ORLEANS © SEATTLE © PORTLAND, ORE 
Export Representatives : Internationa! Standard Electric Corp. 67 Brood St, New York 4, N. ¥. 
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T PUTS THE\|}J]Z/ ON MAINTENANCE COSTS: 


/ | MODEL 
633 


 \ CLAMP VOLT-AMMETER 


‘ 


A-C Current—five full scale ranges of 1000 
250/100/25/10 amperes, with range over- 
lap for good readability. Measurements un- 
der 10 amperes readily obtained. 


A-C Voltage —three self-contained ranges of 
700/350/175 volts insure accurate reada- 
bility, in the upper half of the scale. Instru- 
ment insulated for 750 volt service. 


Isolated Voltage and Current —with circuits 
insulated from each other, instrument can 
be connected to both voltage and current 
sources at same time. 


Convenient 6 position switch—easily operated 
with gloved hand, a flick of the thumb se- 
lects any of the 5 current ranges, or the 
Volts position. 


Adjustable pointer stop—red stop facilitates 
measuring starting current of motors. 


Here’s the instrument that produces big savings 
by slicing hours off maintenance schedules .. . 
produces worth-while revenue by forestalling 
costly repairs and shutdowns. Being so quick 
and simple to use, scheduled maintenance 
measurements are made more accurately... 
and trouble-shooting is simple and sure. Built 
to WESTON standards of safety, accuracy and 
dependability. Also available for A-C Ampere 
measurement only. ... WESTON Electrical 
Instrument Corporation, 617 Frelinghuysen 
Avenue, Newark 5, New Jersey . . . manufac- 
turers of Weston and Tagliabue instruments. 
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ALL-STEEL EQUIPM, NT Inc.—s00 Kensington Ave., Aurora, Illinois 
""A BOX FOR EVERY NEED" 
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MANUFACTURED BY 


& HEGEMAN ELECTRIC CO. 


HART- or 


ZZ 4D 
At 7 
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TELL YOUR CUSTOMERS 
Vlou Livorls | Why tiv bel 


EXCLUSIVE, ONE-PIECE “‘CON- 
TROLLED TENSION” INNER 
CONTACTS. Simpler and stronger. 
Better electrically and mechanically. 


BACK-WIRED, SIDE- 
WIRED. Optiona! back or 
side wiring with handy, 
wire stripping gage on 
back plate. 


HEAVY, HIGH QUALITY 
CONSTRUCTION. For 
long life and dependable 
service. 


APPROVED. Listed as 
Standard by Underwriters’ 
Laboratories. 





FOR ALL REQUIREMENTS. 

Grounding types are available . . . all connectors can be used 
with polarized or non-polarized caps . . . all units are interchange- 
able, if necessary, with older types of locking devices. 





Offering more advantages and impr ts than any other existing type of inter- 


locking device, the HART-LOCK is manufactured by The Arrow-Hart & Hegeman 
Electric Company to meet an already existing large demand. 

This newer, better device is being effectively promoted to your trade. An 
aggressive advertising program has started in the tradepapers your 

customers read most. An attractive promotional folder and new catalog 


sheets are available for distribution. 





You can take advantage of this established demand and of the 
interest in HART-LOCK created by our advertising. Order your stocks 
NOW ... remind your customers of HART-LOCK advantages . . . 
and let them know that you are in a position to fill their orders . . . 
and you will make many profitable HART-LOCK sales. 














FOR COMPLETE INFORMATION ON THE HART-LOCK LIKE 
THE ARROW-HART & HEGEMAN ELECTRIC COMPANY 


# S 1607 LAUREL STREET 
ARROW FE | HARTFORD 6, CONNECTICUT 


et ee Branches in: BOSTON, CHICAGO, DALLAS, DENVER, DETROIT, LOS ANGELES, 
P NEW YORK, PHILADELPHIA, SAN FRANCISCO, SYRACUSE, In Conede: ARROW. 
HART & HEGEMAN (CANADA) LTD., MT. DENNIS, TORONTO 15, ONTARIO. 


July, 1952—ELECTRICAL WHOLESALING 








e @ ¥ 
Eater to Maintain! 
EVERY PART REMOVABLE FROM FRONT 
in NEW CLARK type “CY” AC STARTERS 


Besides featuring an entirely new principle of arc 
interruption which substantially lengthens coniact 
life, CLARK Type “CY” AC MOTOR STARTERS pro- 
vide faster and easier inspection and maintenance 
by a new design which permits removal of every 
part from the front. No special tools are required. 


Figure 1 shows the clean-cut open construction with 
easy access to wiring terminals and all components. 


7 To inspect movable contacts, simply push down 
contact bars to depress springs “I”. 


To inspect stationary contacts, open snap-action 
cover clips B” releasing lower arc shield “C” 
(Figure 2). 


To replace movable contacts, loosen captive 
screws ‘D” and remove contact arm. Contacts 
are now quickly removed by twisting in either 
direction. (Figure 3). 


With contact arm removed, stationary contacts 
can be replaced by dropping lower arc shield 
and turning contacts with wrench. 


Magnet coil is easily changed by removing coil 
connections and loosening captive screws in 
coil clamps “G’. Now remove armature “F” 
by pushing snap-in pin “E” in direction of 
knurled head. (Figure 4). 


Stationary Magnet Frame "H” can now be 
removed by taking out four screws holding it 
to base plate. 


To insert or replace an overload heater coil, 
remove one screw “J” and lift off cover plate. 


An entire overload relay assembly can be 
removed by disconnecting wiring and taking 
out two screws holding it to the base plate. 


Control circuit relay block can easily be 
removed from the front by taking out one 
screw, after moving contact arm has been 
removed as in Figure 3. 


Entire control unit—on base plate—can be lifted 
from cabinet by loosening three screws "A”. 


Could anything be simpler? 


These and other exclusive features of CLARK Type “CY” AC mofor starters, 
make them the ideal line for distributors. Sizes 0, 1, 2 and 3. Write for details. 


tHe CLARK CONTROLLER co. 


CG; 
'NEERED ELECTRICAL CONTROL + 1146 EAST 152N° STREET, CLEVELAND 10, OHIO 
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| BLACKBURN 
GROUND ROD 


Underground 
Story... 


ON LASTING PROTECTION! 


’ 
It S$ completely covered with a heavy copper 





sheath, molecularly bonded to the steel core 


for permanent protection. 


It has an extra-rigid, strong steel core which 





will not bend on driving. 


Its copper sheath is cold-rolled, hard, and 
scar-resisting, for driving in rocky soil. 





It’s produced in the middle west, strategi- 





cally located for quick delivery to all parts 
of the United States. 


Stocked by Leading Wholesalers 


JASPER BLACKBURN CORPORATION 


35 Madison St., St. Lovis 6, Missouri Phone CEntral 3007 


Distributed on the West Coast by KORTICK Mfg. Co. 
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BULLDOG Reduces 


No change whatsoever in products, no sacrifice 
in quality! Sell genuine Pushmatic Circuit Breakers, 
Electri-Centers, Accessories at up to 35% less! 


Yes, all Pushmatic prices have been dras- 
tically reduced. 

You can offer savings of up to 35% on full- 
quality Pushmatic® Circuit Breakers, Elec- 
tri-Centers and Accessories. Sell all the 
famous Pushmatic features at prices paid 
for ordinary circuit breaker equipment. 
Your customers get the savings ... you 
get extra profits from extra sales. 

Popular demand, plus new production 
facilities, makes these reductions possible 
on genuine Pushmatic equipment. A new 
BullDog plant (Bellefontaine, Ohio) is 
devoted exclusively to producing the Push- 


matic line. Production is up, costs are 
down; both you and your customers benefit. 

Give immediate delivery on panelboards 
to fit exact needs and specifications. Types 
P2B and P3B Electri-Centers handle indus- 
trial lighting up to 42 circuits. Type XD 
and PB Electri-Centers, up to 18 circuits, 
handle lighting and service equipment in 
homes, small businesses. Service Electri- 
Centers, up to 8 circuits, for lighting in 
homes and shops. 

Profit from new low prices; stock and 
sell the BullDog line. Write today for in- 
formation-packed Bulletins 513 and B-360. 


a 
f™ sei 


a Se. 


JUST PUSH THE BUTTON! 


Famous, foolproof Pushmatic Circuit Breakers 
are individual, interchangeable units that pro- 
vide automatic, trip-free circuit protection always. 
Rupture circuits instantly when trouble occurs. 
Need no resetting. A simple push restores service. 
Available in 15, 20, 30, 40 and 50 amps.; identical 


in appearance, dimensions; give unmatched flexi- 
bility to all BullDog Electri-Centers. Easy to 
stock; packaged separately. Guaranteed. Listed 
by Underwriters’. 


NEW LOW PRICE! 
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Pushmatic Prices! 


P2B Electri-Centers 


with Pushmatics for indus- 
trial, office lighting. From 
just five basic devices, you 
can give customers immedi- 
ate delivery on any lighting 
panel requirement up to 42 
circuits. 


XD Electri-Centers 


for homes, small businesses. 
Feature split bus bars, Push- 
matic protection, one central 
control for all home circuits, 
both service equipment and 
lighting. Accommodate up to 
18 circuits. 


Service Electri-Centers 


also equipped with modern, 
safe Pushmatic Circuit Break- 
ers. Sell fast; adapt quickly, 
easily to customers’ present 
and future needs. Wiil handle 
up to 8 circuits. Attractive, 


compact appearance. 


NEW LOW PRICE! NEW LOW PRICE! NEW LOW PRICE! 





CHECK THESE ADVANTAGES 


of 
BullDog Pushmatic Electri-Center Panels 


For plants, commercial buildings, institutions, 
homes. 





Push-button switching and automatic circuit 
protection. No reset position. 


Underwriters’-listed up to 42 circuits. 


Individual Pushmatic units (Thermal Magnetic) 
rated 15, 20, 30, 40 and 50 amps.; quick- 
mounting, fully interchangeable. 


Meet Federal Specifications WP 131a Class A. 
Wide gutters for easy wiring. 


Individual, Interchangeable 


Pushmatic units can be added 

or removed in minutes to “ 

meet changes in circuit re- ° 
quirements. Rugged Push- | 
matics bolt to bus bars 
quickly, never shake loose, 
need no servicing. 


o 
oo 
®@ Code Gauge steel fronts, flush or surface type. 
* 


Code Gauge steel boxes with ample knockouts 
in removable ends. 


Provision for Main Lugs at top or bottom. 


@ Flexible from every standpoint. 





NEW LOW PRICE! 


BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN © FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 


BULLDOG | 


1902-1952 . . . SERVING INDUSTRY FOR 50 YEARS WITH FINER ELECTRICAL PRODUCTS 


PIONEERS IN FLEXIBLE ELECTRICAL DISTRIBUTION SYSTEMS 
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B-M 7i% 


ARE APPROVED AS 


CONCRETETIGHT 


When setting E. M.T. in concrete 
you can make each job easier and 
more profitable by using Briegel 
All Steel Indenter Fittings that 
have UL approval as CONCRETE- 
TIGHT. Contractors the world 
over recognize their cost cutting 
qualities and the fact that they 
make each wiring job a better job. 
It is only natural that Briegel 
Fittings are the most widely used 
E. M. T. connectors and couplings. 


@ BMIGtl & 


GALVA,* ILLINOIS 


Cross Section 
Showing 
indentations 





The M. B. Austin Co., Northbrook, Ill.; Cleyton Mark & Co., Evanston, Ill.; Clifton Conduit Co., Jersey City, N. J.; General Electric Co., 
Bridgeport, Conn.; The Steeld Co., ¥ 9 Ohio; Pittsburg Stendord Conduit Co., Pittsburgh, Penn.; Wagner Malleable 
Products Co., Decatur, lil.; J. R. Richards Co., Carnegie, Penn.; Konduy Mfg. Co., Lid., Preston, Ont. 
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*This number constantly increasing 


you can specify exactly the units you need 


You can get precisely the luminaires you need for any school, hospital, office 
or store installation from the nearly 300 different FLEUR-O-LIER 
fixtures made by 22 leading manufacturers. 


AND ON EVERY UNIT YOU SPECIFY, YOU GET 
THESE EXCLUSIVE FLEUR-O-LIER ADVANTAGES: 


1. The FLEUR-O-LIER Index System 
Rating. This evaluates illuminating 
characteristics, shielding, brightness, etc. 


2. Complete photometric test data 
including distribution curves and 
coefficients of utilization. 





3. Certification. Electrical Testing Labora- 
tories certifies the units comply with 
rigid specifications covering electrical 
and mechanical construction. 





4. All FLEUR-O-LIER fixtures use 
Certified Ballasts and Certified 
Starters. 


“fie Stat is assured when you specify FLEUR-O-LIER 


(aig ritawones -O-LIER 


Manufacturers 


yee ee 2116 Keith Building 
units and new F 
beoklet giving 
details of 
Fleur-O-Lier 
Index System. 
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Cleveland 15, Ohio 








6 reasons why Gedney brings . . 


WHOLESALERS who sell Gedney Fittings are in an exception- 
ally strong position to win goodwill, boost sales and increase their 
profits. Gedney recognizes the strategic and highly essential role 
of wholesalers in the electrical market, and maintains an active 
and efficient program of cooperation. On the next page you 
will find an outline of this program ... six reasons 
why wholesalers are today going farther and 

and faster with Gedney. 


MALLEABLE IRON 
HOT DIP GALVANIZED 








Threaded Entrance Fittings Sec Fittings 
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-more sales, more profits 


It is a foremost purpose of Gedney Electric 

to manufacture a complete line of electrical 
fittings and, by means of constant improve- 
ments, to keep it the genuine, unsurpassed 
leader for wholesale distribution. 


Gedney has but one price—its published 
price. You may always be sure that you are 
paying exactly the same price for Gedney 
products as does every other Gedney whole- 
saler. If Gedney elects to meet a competitive 
market condition, Gedney will promptly pub- 
lish and issue a new price list. 
Gedney sales representatives DO NOT 


Gedney is backing up its wholesalers with 

a bigger and more aggressive advertising 
program than ever before. Whenever your 
customers and prospects open their trade 
papers, they are learning about the superior 
features of Gedney fittings...and of the sav- 
ings that Gedney brings in installation costs. 


Last, and very importantly, Gedney fittings 

are sold entirely through wholesalers. You 
get only sales cooperation—absolutely no com- 
petition—from Gedney itself. The market for 
Gedney fittings belongs to Gedney whole- 
salers alone. 


undertake to establish the wholesaler’s resale 
price. This is the function and prerogative of 


Gedney wholesalers alone. . ; , 
Let’s get together and go into details. A phone 


call or letter can lead to more business for 
both of us. 





Gedney fittings are consistently made of 

the best and most suitable materials, and 
only the highest standards of workmanship 
are employed. The quality of Gedney products 
assures maximum service life and economy... 
minimum installation time, always. (All 
Gedney threaded conduit bodies, covers, 
straps and clamp backs are now hot dip gal- 
vanized for superior resistance to corrosion. 
Gedney will continue to make its products of 
the highest quality malleable iron castings.) 





4 Adequate stocks of the complete line of 
Gedney fittings are kept on hand at all 
times. Wholesalers are assured of prompt, full 
deliveries to enable them to fill all orders, as 


wanted, and when wanted. 
RKO BLDG. + RADIO CITY + NEW YORK 20, WN. Y. 
Foundry, Factory and Shipping Point: Terryville, Conn. 


& alt SF 


Ground Fittings 








Soo 


Non-Metallic Cable Fittings 


ere 


Armored Cable Fittings 


& ORs 


EMT Fittings 
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lackhawk 
Jadustries FITTINGS AND FIXTURES 


Blackhawk Connectors 


Top quality all the way through 
for profit-building repeat sales 


Look at these features that make Blackhawk Connectors 
the best on the market. Made from special cast alloy, 
they’re strong, durable and will not rust. Precision fin- 
ished with full positive threads. Formed steel clamp 
and solid steel locknut with positive locking feature are 
heavily zinc plated. Full length filister head tapered point 
screws make installation quick and easy. Size 34” for 
1/,” K.O. Max. I.D. 9/16”, Min. I.D. 5/32”. Push Black- 
hawk Connectors today and every day. Once your cus- 
tomers have tried them, they'll be back for more. 


BLACKHAWK No. 470 BLACKHAWK No. 425 


For use with “ABC” cable or flexible conduit. For use with non-metallic sheated cable, portable cords, 
Hos accurote red head stop. loom, or armored ground wire. 


Immediate Delivery from Adequate Stocks to Electrical Wholesalers Only. 
Write for Free Catalog. 


oat WHEN YOU BUY ASK FOR B-I 





lackhawk* BLACKHAWK INDUSTRIES pusuaue, IOWA 


d t H Entrance Coble Fittings . Stoples . Yard Lights . Sill Plates . Locknuts ond Bushings . Wire Holders 
n us ries Fiuorescent Brackets . Cable ond Conduit Strops ° Connectors . Box Supports . Conduit Entrance Ceps 
A “ sO 
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ANOTHER 
NEW 





- 


PRODUCT 


HERE’S *packag od sowumione 
TO INCREASING LOADS 


Murray's Combination" units will solve your customers’ 
main switch and distribution panel problems — 


THEY PROVIDE BOTH SERVICE 
ENTRANCE AND BRANCH DIS- 
TRIBUTION IN ONE UNIT. 


These Murray “Combination” service entrance 
end branch distribution units provide 100 
Ampere main circuit breaker, fusible range and 
water heater pullouts, lighting and appliance 
plug fuse branch circuits —with or without o 
dryer pullout! 
THEY PROVIDE FOR GROWING 
ELECTRICAL LOADS. 
Any one of these five compact units offers o 
packaged solution to increasing loads. They are 
ideal for small commercial and large residen- 
tial installations. 


THEY SAVE TIME AND MONEY 
IN INSTALLATION. 


Murray “Combination” units will save you and 
your customers time and money all along the 
line. Just one unit to buy — just one unit to 
install — just one unit to wire! 

Factory bussing makes these units easy to 
wire. There's plenty of wiring room and all 
K. O's are conveniently located. Hook-on cover 
uses only two screws. Compact! Only 12-% 
inches wide, designed to fit between build- 
ing studs. 

THEY GIVE DEPENDABLE CiR- 

CUIT PROTECTION AT ALL TIMES. 


Fully magnetic circuit breaker main consists of 
two independent trip, 1 pole, 100 Ampere 
120/240 volt AC fully magnetic circuit break- 
ers. Carries full rated load continuously. Handle 
bor permits simultaneous manvol tripping to 
“Ar 

Murray's well-known fusible pull-out construc- 
tion provides positive electrical contact. One 
piece fuse clip and blade prevents overheating. 





















































100 Ampere 
Service Equipment 


Cat. No. PC316A 
List Price —- $74.00 


Cat. No. PC212A 
100 Ampere main, fully magnetic circuit 
breakers 
60 Ampere range fusible pullout 
30 Ampere water heater fusible pullout 
12 plug fuse branch circuits 
List Price — $57.00 


Cat. No. PC216A 
100 Ampere main, fully magnetic circuit 
breokers 
60 Ampere range fusible pullout 
30 Ampere water heater fusible pullout 
16 plug fuse branch circuits 


List Price — $64.00 
Cat. No. PC220A 


100 Ampere main, fully magnetic circuit 
breakers 
60 Ampere range fusible pullout 
30 Ampere woter heoter fusible pullout 
20 plug fuse branch circuits 
List Price — $71.00 


Cat. No. PC312A 

100 Ampere main, fully magnetic circuit 

breckers 

60 Ampere range fusible pullout 

30 Ampere water heater fusible pullout 

30 Ampere dryer fusible pullout 

12 plug fuse branch circuits 
List Price — $67.00 


Cat. No. PC316A 
100 Ampere main, fully magnetic circuit 
breokers 
60 Ampere range fusible pullout 
30 Ampere water heoter fusible pullout 
30 Ampere dryer fusible pullout 
16 plug fuse branch circuits 
List Price — $74.00 


MURRAY MANUFACTURING CORPORATION 
1250 ATLANTIC AVENUE * BROOKLYN 16, N.Y. 
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M. H. Sharlin, right, Dominion Electric, talking to Honeywell representative Jack Long 


“We're in the heating control business 
because of customer demand” 





says wholesaler M. H. Sharlin, President, Dominion Electric Supply Co., Arlington, Va. 


“We went into the heating control business 
because our customers kept asking for heating 
controls. It was as simple as that. 

“We saw that more and more electricians 
were becoming control-conscious—that today 
it’s the electrician who is doing a lot of the 
work on heating controls. 

“And there wasn’t much of a problem about 
what /ine to carry. Our big contractor custom- 
ers were asking for Honeywell. That suited us 
fine, because we prefer to handle name prod- 
ucts. And nationally known Honeywell is 
certainly tops in its field. 


“In three short years Honeywell heating con- 
trols have become one of the most profitable 
lines we handle. Our volume has increased 
every year. And the outlook for the future is 
even better.” 

° . 

Dominion Electric Supply serves the North 
Virginia, Washington, D. C., and Southern 
Maryland areas, has 26 employees headquar- 
tered in its modern Arlington offices. 

Get your electrical dealers to buy their heat- 
ing controls the same place they buy their other 
electrical supplies. And offer them Honeywell! 


Take on the Honeywell 
plus-profit line! 
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“Today Honeywell heating controls are among 
the most profitable items we handle!” 


“Many lines are fast becoming so competitive that it's 
getting difficult to make a fair profit with them. 


“But this is not true of heating controls. Their profit 


returns are excellent. 


“Today we stock the complete Honeywell line and 
sell controls right along with our other electrical 


equipment. 


“They're over-the-counter items that move quickly 
and easily without service or warranty headaches.” 


Chronotherm TM850 

There's nothing like the Honeywell electric 

clock thermostat for any standard oil, gas or 

stoker installation. It has automatic night set- 
ck and morning pick-up which gives home 

owners a nice warm house to get up in. 


Universal Relay R182 

The universal relay is used extensively by 
dealers where the job involves control of line 
voltage loads, from low voltage thermostats 
or controllers. It's available to electricians 
with a variety of switching actions. 


For more detailed information—and complete application 
data—on these and other famous Honeywell 

controls to sell your electrical dealers, call your nearest 
Honeywell office. Or write Minneapolis-Honeywell, 
Dept. EW-7-156, Minneapolis 8, Minnesota. 
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Line Voltage Thermostat 144 

This snap-action job can’t be beat for light- 
duty line voltage installations. It really solves 
the problem for electricians where direct 
control is needed for small motors, unit heat- 
ers, line starters, etc. 


Electronic Relay R7012 


Line Voltage Thermostat TA42 

For an accurate, dependable thermostat to con- 
trol line voleage devices in either heating or 
cooling applications, electricians consider the 
Honeywell TA42 in a class by itself—the best 
control on the market. 


Electronic Weathercaster 17001 


Here are two of the most important controls used in the famous Honeywell Electronic 
Moduflow system — the most sensitive system for maintaining ideal house temperatures yet 
devised. The Electronic Weathercaster, stationed outside the house, senses and sends temperature 
changes to the Electronic Relay, indoors. The Electronic Relay, in turn, averages these with 
the signals sent by the inside thermostat...and sends the heat messages to the heating plant 


MIitienwneagrPotits 


Honeywell 


Fouts in Coutiols 





Sell em faster | 
Sell more: 


S » / 
SS compact G-E counter merchandiser - 


JOBBERS like it: factory packed . . . reduces handling and broken 
package shipments . . . a volume order for salesmen 


DEALERS want it: attracts attention... easy to set up... makes 
more 10-lamp sales ... boosts volume 


Step up your sales of G-E Christmas Tree Lights with this colorful, pre- 
packed, attention-catching merchandiser! 


Sells 10 lamps at once—in the new, popular G-E assorted color 10-lamp 
package that needs no wrapping. Also displays and sells individual lamps. 
Makes it easy for customers to buy more lamps, faster! 


Pe 
iy 


Be sure to order Christmas Strings and 
lighted devices that include G-E Christmas Tree Lights! 


Nee Y Tree Lights. Their long, satis- Tree Lights will be stimulated 
_— factory experience with G-E by full page, full color advertis- 
a lamps of all kinds make G-E their ing in major mass circulation 
> * preference. They know General magazines. There'll be plenty 
Electric Lamps benefit from re- _ of television and radio adver- 

is search that assures top quality. tising, too! 


LN Customers want G-E Christmas Demand for G-E Christmas 


ELECTRICAL WHOLESALING—July, 1952 





Ask your G-E 

Lamp supplier NOW 
fo order one so 
you'll get it in time! 
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STOCKS! This attractive mer- 
chandiser is pre-packed with 
500 G-E Christmas Tree 
Lights... pre-selected accord- 
ing to normal dealer needs! 
List $68.02, tax included. 
Makes 24”’ space high profit. 


26) 


PROMOTES! With the mer- 
chandiser is packed: Colorful 
window streamers, 25 Christ- 
mas Lighting Idea booklets, 
and 3 Large Lamp cards. 
Knockouts let you insert 
lighted bulbs for extra display. 





ANOTHER ABOLITE FIRST! 


noiaron VENTULATION 


definitely increases light efficiency! 


TESTS PROVE... 


Actual on-the-job scientific tests made under 
identical conditions by impartial research analysts 
prove conclusively that dirt fogging and discolor- 
ation film ts drastically reduced when the reflector 
unit is properly ventilated. Maintenance costs are 
drastically minimized and lighting efficiency is 
improved beyond all previous experimental appli- 
cations. In these series of impartial tests, con- 
ducted by a leading lamp manufacturer, accurate 
CN : records were compiled showing the dirt and 
ao 





NO VENTILATION grime accumulation on inside surfaces of the re- 


GRIME AND flectors designed with different types of venting. 
FOGGING PREVAILS 


C\. 
y 
VENTILATED 


TOP ONLY — STILL A B 
fy = OLITE VENTILATED 
\ a \ This ABolite designed ventilated reflector shows very 
\ little discoloration film and dirt collection on the re- 
flecting surface — proving conclusively that ventilation 
is one of the most important factors in determining 
good lighting and maintenance service. o0erte, 
WHITER’, 
Complete engineering reports $ THAN 
will be sent upon request % WHITE , 





RLM STANDARD DOME SHALLOW DOME SYMMETRICAL ANGLE DUO-MOVE SYSTEM GLASS STEEL DIFFUSERS MERCURY VAPOR UNITS 


























SOLD ONLY 


mout Sn NXg = 
ELECTRICAL ” . . 
ost (GAUHNG DIVISION 
WHOLESALERS = thi 
THE JONES METAL PRODUCTS CO., West Lafayette, O, 
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Sneyy 


jplablicend.-lablico’ 
WIRES «i CABLES: 


a 


TW BUILDING WIRES 
ALARM and SIGNAL WIRES 
WEATHER-PROOF WIRES 


Poms ponds 


THERMOSTATCABLES ER Seerylhing in unting 


Oil BURNER IGNITION CABLE | More and more—engineers, 


designers, production men and 
purchasing officials have come to 
: j Pe regard Plasticord and Plasticote 
eee Pate’! a Wires and Cables by Chester as 
TELEPHONE WIRE 5 — ess. f md the standard of comparison. This 
WIRE va = 15 is because every inch of these 
Oe dependable insulated conductors 
FIXTURE — ! is made to conform to exacting 
quality controls that assure long 
OFFICE and BELL WIRES service life, and performance as 
- ill specified by the factory. That’s 
ees the reason electrical men, every- 
NEON SIGN CABLE re. ; where, look for the Chester 
oe as trademark when they’re looking 
pe ne ah atl for the best! 


says= 
Our new catalog is a complete guide to 
plastic insulated wire and cable for every © 


purpose. Write for a copy of this impor- 
tont data compilation for your files today. — 
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P&S WIRING DEVICES 


WIRE THE P&S. DESPARD WAY... 


EXPERIENCED 
ENGINEERING 


PRECISION 
MANUFACTURING 


a ¥ 
Phiattt | 
: 


CONSTANT 
TESTING 


ELECTRICAL WHOLESALER 
DISTRIBUTION 


To be sure 
ORDER BY P&S 
CATALOG NUMBER 


Write for 


a Catalog 


with the most modern, 
the smartest-appearing 
wiring devices on the 
market today .. . 


Aeres Hou 
You Genefet 


© Combinations of two or 
three compact, “specification” 
type P&S-Despard devices can 
be assembled under a single 
gang wall plate. You save on 
boxes — and on multi-gang 


A. 
Uy’ 


wall plates. 


® Practically any desired combination can be made up right 
on the job from a small stock of standard catalog numbers — 
no long waits for special combinations or special plates. 


® P&S-Despard interchangeability makes it possible to give 
prompt service with a relatively small inventory — quicker 
turnover of your investment. 


© The P&S-Despard Line gives you something to SELL — not 
just switches and outlets — but smart-appearing, compact com- 
binations — modern, adequate wiring that looks good and 
is good. 

@ The P&S-Despard Line is not cheap — BUT IT IS ECONOM- 
ICAL. You can install quality, “specification” type devices — 
T-rated switches, double grip outlets —for only a few cents 
more, due to the savings on boxes and wall plates. Where low 
cost is the prime consideration, use residential type switches 
(1391 Line). You'll find a one-gang installation of two 1391 
switches will cost less than a two-gang installation using com- 
petitively priced strap type switches — and you'll have a better 
looking job. 


Why Not Investigate the Possibilities of Wiring 
the P&S-Despard Way? 


*F INTERCHAN® 


\3 


Assemble combinations 
quick-as-a-flash with the 


new Camstra> 


@ CLOSE CAM 


Write Dept. W. for 
complete information. 


PASS & SEYMOUR, INC. 


SYRACUSE 9, NEW YORK 


SOLVAY STATION ° 


THE BEST COSTS LESS in the long run 
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Each component in every 
Advance Ballast is tested 
separately before use 

to insure its faultless 


functional 





Advance Ballasts are under 
constant surveillance 
during their construc- 
tion guaranteeing re- 
liable performance 

under the most 


rigid scrutiny. 


Chth... 


Doubly Protected 
by our own “Vacuum Impregnation” 


Ao U g n Cc ia maagey toe sara ny and vibration, 
—_ | Bk part CABLE ADORESS: 
: qe” Ea Eu ADTRANS 


1122 W. CATALPA AVE., CHICAGO 40, ILL., U.S.A. 
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with DURASHEATH 


ALL-PURPOSE DURASHEATH* can be used for every type of power 
and lighting application. In combined duct, aerial and direct-burial 
use, Durasheath effectively resists electrolysis, condensation, 
weathering, sunlight, organic decay, abrasion, and mechanical injury. 


DURASHEATH COSTS LESS to install . . . because it is flexible, easy 
to handle, light in weight. It may be run in one continuous 
length without expensive splicing. It costs less to maintain . . . 
because its tough neoprene jacket can take terrific punishment 
in any use. It costs less to stock . . . because, instead of three 
cables, one — versatile Durasheath — meets every electrical 
distribution requirement. 


STOCK AND SELL DURASHEATH for economy, reliability, and durability. 
Consult your Anaconda Representative. Anaconda Wire & Cable 
Company, 25 Broadway, New York 4, New York. ci 


the right cable for the job 


‘wire and cable 


for traffic control, airportt 
power and lighting, mines, 
industrial plants, railroads, street 
lighting, and many other uses. 


available in all sizes—from 
large to small—single and 
multi-conductor. 

*Trademark 


twhen ordered te CAA 
Sovecification L-&24 
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TIMES and TRENDS 


The 1952 Convention 


Each year this page informs the industry that another 
convention of the National Association of Electrical 
Distributors has come and gone and that it was the 
biggest and best meeting in history. Annually, the editor 
finds himself searching for new superlatives in order to 
accurately describe the assembly. The Atlantic City meet- 
ing last month was no exception. Again, the attendance 
(almost 3000), the program, the conference booths and 
general arrangements were better than ever. 

Officially the convention recorded one action that de- 
serves special comment here. The record states that W. G 
Peirce, Jr., having served two terms as president of the 
organization, was permitted to unshoulder the heavy 
burden of this important office through the election of 
a new president. 

The two years under the able and inspiring leadership 
of Jim Peirce have been fruitful ones for the association 
No man ever worked harder or with more sincerity to 
further the cause of the electrical distributor. The fact 
that tremendous gains were made by the association dur- 
ing a period when the distributor was compelled to 
operate under many complex rules and regulations and 
at the same time cope with a host of merchandising and 
selling problems, stands as a tribute to his leadership. 

During his terms as president, Jim Peirce spent many 
hours away from his own substantial business, at great 
personal expense, in order to foster a close working 
arrangement with Washington officials and insure the 
equitable consideration in the government's defense pro- 
gram. His methods of attacking the second set of prob- 
lems, namely “trade malpractices,” can best be described 
by reviewing some of the discussion during the recent 
convention. 

The annual meeting of the distributors has long been 
a sounding board for a discussion of industry problems 
and programs. This was a serious meeting for the elec- 
trical wholesale distributor. Faced with the problems of 
inadequate margins, shrinking profits, mounting oper- 
ating costs and mindful of possible economic readjust- 
ments next year, the distributors came to Atlantic City 
to “exchange thoughts and ideas and strengthen their 


own basic thinking.” In the hotel lobbies, in the meeting 
rooms, at the conference booths—wherever a distributor 
from one section of the country met another from a dis- 
tant city, the two could be seen talking over mutual 
problems. 

There was an almost unanimous agreement that selling 
efforts would have to be increased. Many distributors 
readily acknowledged that some honest-to-goodness sales 
prospecting would have to be done. 

The market today demands an inquiring, restless type 
of salesman ready to accept the challenge and charac- 
terized by an insatiable appetite for sales. 

In addition to the sales programs planned and carried 
out by the individual concerns, many distributors rec- 
ommended more active participation in the industry 
programs. 

A number of the more courageous members pointed 
out that much of the blame—although not all of it—for 
the shrinking profit margins was caused by the distrib- 
utors own unwise buying practices. Increasing the line 
coverage in order to broaden the appeal to more buyers 
is sound only if it can be done while still taking advan- 
tage of the extra discounts for quantity purchases. It 
appeared that some careful studies of buying policies 
would be advantageous today. 

Much of the “off-the-floor” discussion was concerned 
with methods for reducing operating costs. Economy was 
certainly uppermost in the minds of the distributors 
Discussions of ideas that represent savings were heard 
constantly. 

The subject of trade practices was another topic dis- 
cussed thoroughly throughout the convention. Benjamin 
Gross, chairman of the appliance division summarized 
much of this discussion when he asked the assembly 
“Isn't the time ripe for distributors to recognize their 
moral responsibility on each line they handle to build up 
their business conscientiously within their own natural 
operating areas, by stimulating maximum capable selling 
effort therein by their own dealers? And isn’t the time 
ripe for each manufacturer to put forth the necessary 
sincere effort to support and encourage, and I add, 
protect those distributors who recognize that moral 
responsibility?” 


QaAo hee gon 


EDITOR 
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PYLET 
PRACTICAL DESIGN : 
FEATURES A Modern Line of Improved 


Heavy-Duty Conduit Fittings 


A Full Range of Types and Sizes for Industrial Wiring 


1. FS AND FD PYLETS AND COVERS—1, 2, 3 and 4 gang, 


Accurate, ferrous alloy castings made square corner types, take all standard switch and receptacle 
in Pyle-Nationsl’s own foundry. Double plates. 


weather-proof protection — first, galvan 

ized . k . 

ae > nena tala ated 2. ROUND BASE PYLETS AND COVERS-—Ideal for Vapor- 
tight junction boxes—Flush and surface mounting. Take stand- 
ard 4-inch outlet box cover; also vaportight fixtures, plug 
receptacles and Flexible fixture hangers. 


3. VAPORTIGHT LIGHTING FIXTURES—With heavy cast 
metal bases, weathertight sealing and sturdy guards. Complete 
line, for 10 to 200 watt lamps, for conduit or wall mounting, 
universal 4 and 5 hub types, two and three gang, handrail and 
outlet box types, also midget fixtures. 


Smooth interiors, round edges and large ; 4. FLEXIBLE FIXTURE HANGER PYLETS — Universal joint 
wiring spaces prevent damage to wires l f f f . 
Ribbed sidewalls provide extra strength. hub allows easy removal of fixture, free swing movement of 
ay fixture with stop to prevent wire injury, also cushion type for 
protection against vibration. Also rectangular Pylets with 
suspension hanger. 


5. CAST METAL SAFETY SWITCHES AND CIRCUIT 
BREAKER PYLETS—Heavy duty safety switches and fuse 
boxes with or without plug receptacles and circuit breaker 
Pylets with all features for reliable service under severe 
conditions. Safety switches have quick make and break, inter- 
locked cover and weathertight gaskets on both cover and hub 


S D d Cc d d 
stat: heseser lina cca. cee ns eon plates. Available with interlocking plug receptacles. 


Body Cover Joints are ground flat for tight 
gasket seal. Heavy hub sections of ample 
cross section are tapped straight and true sas 
with accurate, cleancut, TAPERED threads. . 


eeeeeeeeeereeeeeeeeeee eee 


Refer to your Pylet Catalog 1100 for complete listings includ- 
ing plugs and receptacles — explosion-proof pylets, cord and 
cable grips — flexible conduit couplings — unions — reducers— 
elbows and grip handles — portable hand lamps. 


THE PYLE-NATIONAL COMPANY 


1352 NORTH KOSTNER AVENUE, CHICAGO 51, ILLINOIS 
Dowl-pin type self retaining screws pro DISTRICT OFFICES and REPRESENTATIVES in Principal Cities of the United States 
vide easy alignment of covers—hold cov- EXPORT DEPARTMENT: International Railway Supply Co., 30 Church St., New York 
er and gasket together during handling CANADIAN AGENT: The Holden Co., Ltd., Montreal SINCE 1897 


PLUGS and RECEPTACLES e FLOODLIGHTS e EXPLOSION PROOF FITTINGS e MULTI-VENT AIR DISTRIE 
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May-June Projection by ELECTRICAL WHOLESALING 


Data: Bureau of the Census 


Electrical Wholesale Distribution 
April 1952 


SALES April sales of electrical goods wholesalers, all 
classes of houses combined, dropped 1 per cent below the 
March level and were 8 per cent under April sales a year 
ago (which, in turn, were 22 per cent greater than April 
1950 sales). Cumulative sales for the first four months 
of 1952 lagged 20 per cent behind last year's record. 

Considering each class of house separately, April sales 
indicated the following levels: 

e Full-line wholesalers matched the combined percent- 
ages—1 per cent under the previous month and 8 per cent 
below April 1951. In cumulative sales for 1952, however, the 
full-iiners were 18 per cent behind 1951, a 2 per cent better 
showing than the record for the three classes combined. 

e Wiring supplies and construction materials distribu- 
tors did the best in all three comparisons. Their April 
sales were 3 per cent higher than those of the previous 
month and equaled the level of April 1951. And their sales 
for the first four months of this year were only 3 per cent 
under the record for the corresponding period of 1951. 

e Appliances and specialties wholesalers continued to 
take the worst beating. April sales of this group were 7 
per cent below March and 13 per cent under April 1951. 
The class's cumulative sales for 1952 dipped 34 per cent 
under the level for the first four months of last year. 

Estimated total sales of all electrical goods wholesalers 
for April amounted to $385 million as compared with 
March sales of $393 million and April 1951 sales of $424 
million. 


(Business Index: April 1952—454; April 1951—501) 


Other Figures of the Month 


Housing Starts (in thousands) 

Private Expenditures for New Construction (in millions) 
Public Expenditures for New Construction (in millions) 
Farm Income (seasonally adjusted, in billions) 
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INVENTORIES As of April 30, inventories (valued 
at cost) of electrical goods wholesalers, all classes of houses 
combined, remained at the same level as a month earlier 
but were 2 per cent below the stocks on hand level of a 
year ago. 

Using the same two months as yardsticks, April inventor- 
ies of the three classes of electrical distributing houses 
measured up as follows: 

e Full-line wholesalers conformed to one of the combined 
percentages, showing no change from the March inventory 
level. They topped the other three class figure, however, 
indicating a 1 per cent inventory increase for April over 
the same month a year ago. 

e Wiring supplies and construction materials distribu- 
tors didn’t stray far from the overall inventory levels either 
Their April stocks decreased 1 per cent from March and 
showed a 2 per cent gain over the level for April 1951. 
The wiring supplies and construction materials group indi- 
cated the smallest amount of merchandise on hand—a 53 
days’ supply—of the three classes. 

e Appliances and specialties wholesalers managed to be 
both high and low man on the inventory totem pole. Their 
April level was 2 per cent over the previous month and 19 
per cent under April 1951. 

Ac the current rate of sales, stocks on hand represented 
approximately 65 days’ business, about 2 days’ supply less 
than reported for March but 3 days’ supply more than on 
hand at the end of April last year. 


(Business Index: April 1952—699; April 1951—702) 


Latest 
Month 


Year 1946 
Ago Average 


Preceding 
Month 


107.0 
$1,802 
$ 947 
$ 20.1 


108.0 
$1,687 
$ 842 
$ 19.8 


101.0 
$1,837 
$ 810 
$ 21.2 


55.9 
$ 803 
$ 197 
$18.9 











Electrical Wholesale Distribution 


REGIONAL ANALYSIS 


PRIL sales by regious compared with those of the pre- 
tie ball game: four areas 
registered gains, four indicated decreases and one showed 
no change. The East South Central region led the up side 
with a 9 per cent increase while the Middle Atlantic divi- 


vious month resembled a 


sion headed the down side with an 8 per cent drop 

A comparison with April 1951 sales, however, shows the 
down side way out in front. Six regions indicated de- 
creases; only two registered gains. These ranged from an 
18 per cent increase for the East South Central area to an 
18 per cent drop for the West North Central division 

In terms of cumulative sales, all regions lagged behind 
1951. Farthest in the rear was the West North Central 
area with a decline of 27 per cent 

Five regions indicated inventory gains over March levels 

all by 1 per cent. Three areas reported inventory declines 
Of the North Central showed 


the biggest drop, 2 per cent 


three, the East division 


Compared with April 1951 levels, inventories were up 
in five regions with the Pacific area’s 7 per cent gain the 
greatest. But for the first time since October 1950, decreases 
were reported against year ago stocks. Leading the three 
indicated declines was the Middle Atlantic 


regions that 


division with a 15 per cent drop 


KEY 
States comprising Geographic Regions 
Ve., N. H., Mass., R. 1, Middle Atlantic N. Y., 
N. J., Pa.; East North Central (3 )—Ohio, Ind., Ill., Mich., Wis.; 
West North Central (4) Minn., lowa, Mo., N. D., S. D., Neb., 


TO MAP 
New England (1 Me., 


Conn 


62 


APRIL 1952 


Figures in this table apply to the 
geographical divisions as outlined and 
numbered in white on map above. 





INVENTORIES 
April 1952 
Trading Compared in % with 
Region Mar. Apr. 
(See Map) 1952 1951 
+ 2 
15 


+ 


SALES 
April 1952 
Compared in % with 
Mar. Apr. 
1952 


WONAUPWN — 
eet et est est © A es es 











Md., D. C., Va., W. Va., N. C., 
—Ky., Tenn., Ala., Miss.; 
Okla., Tex.; Mountain (8) 
Ariz., Utah, Nev.; Pacific 


South Atlantic (5 Del 
Fla.; East South Central 

Ark., La., 
M., Colo., 


Kan.; 
S. ©, Get 
West South Central 
Mont., Idaho, Wyo., N 
(9)—Wash., Ore., Calif 
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Proudly ... we announce 
our new company name, and 
our ultra-modern new Plant! 


Morrisville (Philadelphia), Pa. 





ff 
ao 
( 


MORRISVILLE, PA. (Philedelphia) PLANT 


Two PROUD EVENTS in our 50-year history—(1) the construc- 
tion of our new plant adjacent to the Fairless steel works at 
Morrisville, Pa.—and (2) the conversion to using our nation- 
ally-accepted “‘Brand Name” as our new official company 
name . . . PITTSBURGH STANDARD CONDUIT 
COMPANY. The quality of manufacture so inherent in our 
Enameled Metals Company name—is now to be increased 
with new capacity, new modern equipment, greater steel 
tonnages, and faster service to our nation-wide markets. 


Now more than ever, for better wiring protection, look to 
PITTSBURGH STANDARD—“'The Standard of The 
Trade.” 


Rigid Steel Conduit and E.M.T. 
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MANUFA 


Chicags 12. Ulimocs 








about LOW COST 
TRENCHWIRE 


for underground use 


Get all the information you can NOW on the ad- 
vantages of 


CRESCENT 
IMPERVEX 
TRENCHWIRE 


Approved by Underwriters Laboratories as Type USE Underground Service 
Entrance Cable. Conforms to N.E. Code 


By all means, you should have complete information 
on this low-cost durable wire, of which tens of millions of feet have been 


installed over many years with an outstanding record of service. 


This Bulletin gives you readily understood, technical information 
on the selection of the proper size of conductor, method of installation, 


etc. Your files are not complete without it. 


CRESCENT. 
WIRE & CABLE CG) 


CRESCENT INSULATED WIRE & CABLE CO. 
TRENTON, N. J. 
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LUMINOUS INDIRECT FLUORESCENT LUMINAIRES 


NEW RT "EYE COMFORT” 5000 SERIES 








ca APPROPRIATE BRIGHTNESS CONTROL 


.-. Quality lighting with comfortable bright- 
ness ratios providing... 


Ed EYE COMFORT 


...in seeing by scientific shielding, diffusing 
and distribution of the lamp light through 


* LOW BRIGHTNESS 


... illumination that gives you lighting com- 
Curtis “Tong Hangers’* parable to diffused daylight. 
allow unlimited flexibil- 
ity in placement of hang- The new luminous indirect “Five Thousand” 
ers and keep installation : ma . 
cost at a minimum Series has Curtis quality construction and 
“Pot. Applied For workmanship throughout... with wire chan- 
nel constructed of heavy gauge steel finished 
baked white “Fluracite” enamel. Side panels 
are fine ribbed durable polystyrene plastic 
Cotaleg No. and Type of L , , 
Number oe ee oe ee to softly diffuse the light and provide low- 
5002 Two, 96”, T-12, 72W Slimline brightness ratios between the ceiling and 
nN es wea ogy ea luminaire. Curtis “Five-Thousand” Series 
5003 Two, 48”, T-1 2, 40w Bi-Pin Instant Start luminaires are available to accommodate 
5004 Two, 48”, 1-12, 36W Slimline = 4, tints fluorescent lamps. Write for 
pg cape escriptive literature. 
5005 Two, 60”, T-17, 85W Bi-Pin Starter Type 


5007 Two, 48”, T-12, 40W Bi-Pin Starter Type 


___5008* Four, 48”, T-12, 40W Bi-Pin Starter Type 
5009* Four, 48”, T-1 2, 40W Bi-Pin Instant Start —_— 
5010* Four, 60”, 1-17, 85W Bi-Pin Starter Type ae om 


a uoHTic,1c. Pao 
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A MESSAGE TO AMERICAN 


INDUSTRY @ 


ONE OF A SERIES 


Aid or Trade? 
A CRISIS AHEAD 


A crisis in the foreign trade relations of the 
United States is in the offing. It is a crisis 
caused by: 


1. Efforts of producers in friendly nations 
to earn more dollars by increasing ex- 
ports to the United States, and 


2. Efforts of industries in the United 
States which would be hurt by competi- 
tion from these imports to keep them 
out. 


This crisis is a threat to the effectiveness of 
American leadership in the crucial effort to 
build the nations of the free world into a strong 
and unified group. It is the purpose of this 
editorial to advocate a constructive approach 
to the difficult situation that is developing. 


Background of the Crisis 


Most countries in the free world—with 
American aid—have managed to push their 
outputs well above prewar levels. As they 
have done so, they have been urged by our 
highest government officials to increase their 
exports to us. Sales in our market enable these 
countries to earn dollars which they use in 
turn to buy the products of America’s farms 
and factories. Thus, as they become self-sup- 
porting, the need of American aid is reduced. 


But as these efforts to export more to the 
United States have promised increasing suc- 
cess, competitive American producers have 
become increasingly alarmed about what that 
success might do to them, Consequently, they 
are seeking more protection—by appeals to 
the U. S. Tariff Commission to recommend 
higher import duties and by appeals to Con- 
gress for new laws to discourage imports. 


Our Friends Protest 


A year ago Congress answered one of these 
appeals by imposing a quota on imports of 
dairy products. Now, among many other legis- 
lative proposals being strenuously pressed is 
a move to extend the scope of “Buy American”’ 
legislation. A year ago the U. S. Tariff Com- 
mission had only four petitions for increased 
import duties on its docket. Since then four- 
teen more petitions have been filed and others 
are definitely on the way. 

Faced by these mounting efforts to block the 
sale of their products in the American market, 
no less than eleven friendly nations, including 
Great Britain, France, Italy, Canada, the Neth- 
erlands, Switzerland and Denmark, have filed 
protests with our State Department. Through 
many of the protests runs one refrain. 
Although stated in diplomatic language, it 
might be correctly paraphrased to say: “In 

















sending us aid you have made it very clear that 
you want us to get on a self-supporting basis at 
the earliest possible moment. But, when we 
begin to make headway in that direction by 
trying to sell you more of the things we are 
equipped to produce, you start closing your 
market to us.” The threat of European resent- 
ment against the United States being stirred 
up by this argument is obviously great. 

At the same time there exist grounds for 
special resentment in the United States against 
certain prospective imports of European man- 
ufactured goods—those of machine tools, for 
example. In part these will be produced with 
machinery that has been sent to Europe as 
part of our economic aid program, With abso- 
lutely no diplomatic language involved, the 
argument, which will be extended much far- 
ther than the facts would justify, will run: “We 
gave those people the equipment that they now 
use to cut our throats!” This line of argument 
will find response among workers as well as 
employers in industries faced by more compe- 
tition from imports. Labor, too, is keen for pro- 
tection against more foreign competition. 


Aid or Trade? 


As between continuing direct economic aid 
to Europe or accepting the imports that would 
make those countries self-supporting, some 
would prefer to continue the aid program. 
They argue that the tax machinery of the fed- 
eral government can spread the burden of aid 
broadly, while we have no comparable ma- 
chinery that can cushion the shock to individ- 
ual industries, firms and communities that may 
result from stepped-up imports of competitive 
products. 

As we see it, this position is untenable. It 
would make rubbish of our Atlantic Charter 
promise “. , . to further the enjoyment by all 
States, great or small, victor or vanquished, of 
access, on equal terms, to the trade and to the 
raw materials of the world which are needed 
for their economic prosperity.” It would be 
an admission that, for all our profession of 
faith in competition and our opposition to 


European cartels, we really don’t believe in 
competition. 


U. S. Self-Interest 


The people of this country have invested 
billions of dollars and seven years of hard 
work in the attempt to put our allies on a self- 
supporting basis. If we keep their goods out by 
raising trade barriers, we are directly defeating 
our own purposes. 

Also, in moving to protect some groups of 
American producers we should be hurting 
others. For many American producers the ex- 
port market, which this year will take about 
$14 billion of civilian goods, spells the differ- 
ence between operating at capacity and closing 
down 25% of their facilities. When we discour- 
age imports we cut off dollar earnings by other 
nations which are spent here to keep some of 
our factories and farms going. 

At the same time, it must be recognized that 
certain American industries and their capacity 
to maintain employment will be hurt by in- 
creased imports. Hence it becomes critically 
important for the United States to formulate 
a national program designed to help these in- 
dustries and communities take up the shock. 

There is no neat and simple prescription by 
which this can be done, but several possibili- 
ties have been suggested. One on which there 
is general agreement is that tariff reductions 
should be gradual. To cushion their impact, the 
government might well give preference on de- 
fense orders to industries and areas adversely 
affected by an increased volume of imports. 
Direct assistance to workers and companies in 
shifting to different lines of business may be 
worth consideration. 

These are by no means all the possibilities. 
They may not even be the best. But they do 
serve to suggest the necessity for flexibility 
and imagination in dealing with the growing 
crisis in trade relations. Our ingenuity in de- 
veloping new ideas to meet this crisis may well 
be a decisive factor in our effort to weld the 
free nations into a strong and durable alliance. 


McGraw-Hill Publishing Company, Inc. 














This advanced new starter assures maximum fluorescent 
tube performance. It keeps good tubes on the job. . . 
cuts out bad ones, and then resets itself automatically 
when a tube has been replaced. 


Catalogued FS4-NA, this is a new starter in the famous 
Sylvania COP (Cut Out Premium) family. 


Protects ballast . . . Saves maintenance labor 


Your customers will like this new starter because it stops 
annoying flickering and protects their ballasts from over 


SYIVANIA 


x 
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FLUORESCENT TUBES, SIGN TUBING, FIXTURES, WIRING DEVICES; LIGHT BULBS; 
RADIO TUBES; TELEVISION PICTURE TUBES; ELECTRONIC PRODUCTS; ELECTRONIC 
TEST EQUIPMENT; PHOTOLAMPS; TELEVISION SETS 


Sylvania’s New 


AUTOMATICALLY 
RESETS ITSELF! 


ae the : 
_-building st"? 


shat cuts ov! 


heating. It assures positive, automatic starting of re- 
placed tubes in the simplest and most direct way possible 
So, stock these ROBOT-COP starters now! Tell all your 
fluorescent lighting customers about them. You'll find 
they are a wonderful “starter” of extra sales of Sylvania 
fixtures and Sylvania long-life tubes. The coupon brings 
you full information. Mail it NOW! 


Sylvania Electric Products Inc. 
Dept. L-3207, 1740 Broadway, New York 19, N. Y. 


Please send me new catalog page describing Sy! 
vania’s ROBOT-COP Starter 


Name 


Street 





THIS COMPLETE LINE meets EVERY NEED FOR 
DRY TYPE — AIR COOLED 


TRANSFORMERS 


@ Name your transformer requirement, 
there's an Acme Electric design to do the job exactly. 


Whether the application is to eliminate double 
Design A — 1/ 10th to 2 KVA. Class 


wiring, distribute power at high voltage, provide i ae ra A" 55°C insulation, Heavy duty, 


may be mounted vertically or 


3-wire secondary circuits, operate 120 volt equip- 
horizontally. 


ment from power circuits, boost voltage, balance 
voltage or insulate circuits. Acme Electric dry type 





transformers provide an economical way of solving 
the problem. 


Available in capacities from 1/10 KVA to 167 KVA 
single phase and 9 KVA to 500 KVA 3 phase. 

, Design C — Compact, with 
This capacity range meets the needs for 99% of mounting feet an integral part 
of housings may be installed 
vertically or horizontally. Class 


The all-steel construction results in more capacity “A” insulation 55 C temperature 
rise. 1 KVA to 10 KVA. 


all applications. 


per pound, greater efficiency and long trouble- 
free service. 


There are hundreds of sales opportunities where 
you can supply profitably Acme Electric dry type 
transformers. 


Acme <1i}> Flectric 
Design G—Totally enclosed in shock 


ACME ELECTRIC CORPORATION proof steel case. For indoor or 
677 WATE R ST. CUBA, N. Y. outdoor service. Wall or platform 


installation. Class ‘'B’’ insulation. 3 
KVA to 10 KVA 


Design J — Full 
enclosed, drip proof 
for floor or platform 
mounting. Class ‘'B 
insulation only, 80 C 
temperature rise. Up 
to 167 KVA. 


Design F— For three phase service. Enclosed type ky 


with drip proof covers. Class “B"’ insulation. Capacities > 
A 


dit 
up to 500 KVA Anes 

\ 35 wecmer Rime Y 

process . 4 


TISMED 10> 
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YOU can increase your chances of making successful sales presentations to groups by learning . . . 


The Art of Group Selling 


By Edmund Mottershead 


N increasing amount of profitable 
business today is being signed up 
by professional salesmen through 
group presentations” to boards of di 
rectors, purchasing committees, or to 


special meetings of key executives 


called for the purpose of considering 


a particular proposal. In these situa 
tions, many experienced field represent 
atives face some difficulty, if for no 
other reason than their lack of specif 
experience in speaking before groups 


and in handling group sales situations 


The problem of selling to a group or 
committee, however, is not entirely 
solved by the salesman’s ability as a 
speaker, by his knowledge of what he 
has to sell, or by his self-confidence, 
polish and preparation. To a large ex- 
tent, group selling becomes effective 
only when the special aspects of the 
group and 


situation are considered, 
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when certain techniques for controlling 
group discussion and bringing about 
group decisions are used 

¢ A Basic Difference—In the 
place, any group selling is basically dif 


first 


ferent from selling to one individual 
With a single person, a direct conver 
full 


under 


method usually 


is and 


sational 


yields a 
meeting of minc 


itual 

standing in a relatively short period of 
time 

In contrast, the members of a group 
seldom have the same background, the 
same approach to their particular prob 
lem or need at the moment, the same 
degree of understanding of company 
problems, the same amount of intelli 
gence or quickness of response, or the 
same emotional make-up. The men in 
the particular group to which you may 
be presenting your sales message were 
selected for a variety of reasons, and 


their participation in any discu 


springs from equally divergent 
In one group you may have 
vertising manager, the president 
company, the treasurer, sales ms 
room foreman, chiet 


shipping 
engineer and purchasing agent 


other group you may encounter 
plant superintendent, chief inspect 
millwright, vice-president in charge 
production and engineer 

Each o 


men may have his own idea wi 


e In-Law Trouble 


of equipment or device should be se 
lected to solve the company’s problem 
Each man may have in the back of his 
mind his own favorite source of sup 
nis bre tner 


These elements of individual 


ply—which may even be 
in-law 
background plus individual differences 
in personality and temperament cor 


bine to make large demands on the pr 
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fessional salesman attempting to bring 
about a favorable decision from the 
group 

Any group situation tends to be 
much more an emotional situation 
wherein factors of enthusiasm, disagree- 
ment, face-losing and face-saving, and 
heated argument more frequently and 
more readily come to the surface than 
in dealing with a single prospective 
buyer 

The first principle to watch in selling 
tO a group or a purchasing committee 
is mot to make a speech and then sit 
down and let the group chew it over 
amongst themselves. That is what the 
group will ordinarily expect, and it is 
the method commonly used—by means 
of which a great deal of business is 
lost due to failure on the part of the 
salesman to control the subsequent 
discussion 
¢ The Discussion’s the Thing— 
After all, once you have made your 
prepared “presentation” and told your 
basic sales story, it is from the dis- 
cussion by the members of the group 
that the decision will come. The basic 
strategy for the salesman, then, is to 
tell his basic sales story, and then to 
start discussion more or less acting 
is “discussion leader” in guiding the 
group's thinking and talking about the 
problem to the ultimate decision he 
lesires 

This technique consists of asking a 
leading question and waiting for a 
number of responses coming from 
members of the group; then pick out 
one of the responses which most nearly 
follows the line of thought that you 
favor, and with a follow-up question 
develop that line of thought still fur- 
ther. Wait for 


to this second question; select the next 


a tew more responses 


which is 


and ask another follow up 


response 


direction 


going in the right 


question 


By repeating this process, you not 


only allow members of the group to 
express divergent ideas and avoid any 
feeling that you are bottling them up 
but at the same time you are drawing 


from the group ideas and facts and 


opinions which you need to support 


your own case. In effect, you guide 
them into ‘selling themselves 

©@ Varying Tactics—Avoid any habit- 
ual or obvious “pattern” of picking out 
the response you use to develop your 


leading and follow-up questions. Some- 


times the response you want may be 


the first one you get. Sometimes it may 
be the last of 


to vary your tactics a bit instead of 


several responses. Try 
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Some Do's 


and Don'ts 


in Making 


DON’T make a speech and then sit down and let the members of the group discuss 


what you've said amongst themselves 


A great deal of business is lost because 


the salesman does not control this subsequent discussion 


seizing immediately so that 
you are not too obvious in your meth- 
ods. Remember that you are not argu- 


rather, you are on 


upon ic 


ing with the group 
the same side of the fence with them, 
working out a solution to your mutual 
problems 
Sooner or later, in almost every 
group discussion, someone will ask a 
haven't the 


question to which 


answer. Most of us, in our eagerness to 


you 


get an order and our reluctance to be 
apparently caught off base, will stall 
around verbally for a bit and try to 
dodge the issue or by-pass the question, 
getting over into territory more fa- 
miliar. Particularly when you are deal 
ing with technical men, this is fatal 

If possible, with technical data in- 
volved, it is wise to have one of your 
own company engineers along to cover 
the matter 


the technical aspects of 


event, it is far better to come 


and say 


In any 


right out that you havent 


the facts to answer a difficult question 
but that you will get the information 
is presented by some 


and see that 


specific time. No one ts expected to 


know everything, anyway, and you 


gain far more acceptance for the rest 
of your sales story by being honest 
enough to admit a lack of knowledge 
than you do by ducking the question 
or trying to gloss it over 

® Not on the Stage—Your presenta- 


tion, and the subsequent discussion 


with the group, is a business meeting, 


not an occasion for you to show off 


your memory or speaking ability. You 
are expected by your listeners to come 
to the meeting prepared to give then 
an answer to a specific problem. Do 
some advance planning and prepare 
an outline or agenda for that business 
meeting. Don't be afraid to refer t 
it. In it you can also put down your 
leading questions, follow-up questions 
and other guides to help you carry 


through to a desired 


the discussion 
conclusion 
The salesman who is about to make 
i presentation tO a group OF committee 
really 


do. In order to clarify his own thinking 


has two jobs of preparation to 


and cover all the bases, it is necessary 
basic 


easel, 


for him to prepare a careful 


presentation, built around an 
slides or other visual aid device such 
essential 


is a videoboard, so that the 


sales message is put forth completely 
nd effectively 

Second, and equally important, he 
a written plan for 


that he 


needs to prepare 


the followi discussion so 
can anticipate questions and arguments, 
plan his own leading questions and 
follow-up questions and “pick-ups” so 
that he can guide and control that dis- 
cussion. In making such an outline or 
plan for the discussion period he needs 
to consider the following elements 

|. He should prepare a statement of 
the clear objective of this conference 
or business meeting—stated in terms 
of the company’s or groups specific 
problem, and that the objective is to 
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A Sales Presentation to a Group 


DO build your presentation around visual aid devices, such as slides or 
is effectively 
guiding the group’s thinking and talking to the right decision 


that the sales 


cussion leader,”’ 


cards, so message 


solution for that problem 
He should have uncovered all he 

can about the individual members of 
he group—who they are, what their 
positions are and what their interests 
are in the projected discussion. What 
are their backgrounds, viewpoints, etc 

3. Make some rough notes about 
the physical conditions of the meeting 
place, noise, factors which might dis- 
tract attention, privacy, blackboard and 
chalk available, etc. Is it permissible 
to smoke? Will the meeting be inter- 
rupted by some of the participant's 
being called out from time to time? 
Will there be ashtrays, comfortable 
seats, adequate lighting, proper electric 
current for his projector, etc.? 

i. Check over in advance with the 
chairman” your proposed agenda for 
the meeting, finding out more or less 
what his own outlook is, something of 
what he may be planning to say. Pre- 
pare your opening remarks with care 
to fit into the situation smoothly 
5. Prepare leading questions, follow 
up questions for discussion, and antici- 
pate your “pick-ups.” As in any sale, 
there are the basic buying decisions 
which must be reached by the buyer 
the group: a definition of exactly 
what product or service is needed; 
a specification of the product that 
will satisfy the need; a determination 
of the best source of supply; a de- 
termination of cost or price; a fixing 
of the time to buy—now, as far as 


you are concerned. 


July, 1952—ELECTRICAL WHOLESALING 


ease 


conveyed. Then act as ‘‘dis 


© One at a Time—Consequently 
having prepared yourself with facts 
and figures and selling arguments on 
ll these points, plan to limit the dis 
cussion following your presentation to 
one issue at a time. Get the group to 
define in the discussion exactly what 
their need is, what the problem is, in 
specific terms. A blackboard may help 
in this. Then go on to the next step 
the determination of what will solve 
the problem. Continue through the 
other basic decisions, one at a time. 
Plan 


will 


n advance the questions you 
use to start discussion on eact 
of the basic points, the follow-up ques 
tions you will use to develop the point 
and anticipate possible group reactions 
so that you can “pick up” the right 
response and carry the discussion furth 
er with another follow-up question 

6. Plan in advance what analysis you 
are going to help them make of their 
problem, whether it is to be a cause 
and-effect analysis, a ways-and-means 
analysis or what. It is sometimes good 
strategy to tell the group at the outset 
that while you naturally want to sell 
them what you have to offer, you want 
to analyze their problem with them and 
consider one factor at a time before 
trying to suggest anything specific so 
that the end result will really satisfy 
their particular needs. By doing this 
you give them a chance to sell them 
selves on the need and help them find 
the solution to their problem—your 


solution, of course 


Prepare a summary of the dis- 
cussion to close the conference so that 
the decision reached is clear in every- 
one’s mind; the reasons for the decision 
are more or less a matter of record, 
and everyone is happy 

© Emotion Exists—Fhe problem ot 
handling groups is much the same 
from one group to the next. It is basi 
cally an emotional situation where the 
and levels ot 


diversity of emotions 


intelligence and understanding must 
be taken into account by the 


sional salesman. There are a few things 


protes- 


to keep in mind 

e Stay level-headed. Mass psychol 
ogy demands a “leader” who will stay 
on an even keel, master of the situation, 
unruffled, unworried, unhurried, regard- 
less of what happens. Keep the dis 
cussion on the level of mutual prob 
lem solving 

e Have a plan. By and large, people 
do not really think any more than they 
are compelled to. Hence, he who has 
a plan has a distinct advantage in deal- 
ing with a group of persons who meet 


t ] 


O GISCUSS a nnite 


plans of their own already formulated 


e Stick to your plan 


Situation without de 


People want 
where they are, where they 


disc ussion, W 


to know 


ire going next in the 


issues are to be met, which have 


ready been considered, et< 


e Be positive. Many people cannot 


easily differentiate between affirmation 
and proof. But they can tell when you 


have confidence or not, and they follow 


} 


calm confidence and shy away from 


hesitation or indecision 


@ Make the group think the de 


sion reached is their own idea. Lead 


them into it gently, guide the discus 


sion and then let them come up with 


the decision you wanted all along 
with you 


e Have plenty of proot 


and be sure you can lay your hands on 


it without delay. You may never need 
it in any particular meeting but a sub 
proofs of value 


stantial amount of 


testimonials, drawings, 
jata demonstrating the value of 


your proposal in other and similar 


pictures 


other « 


situations makes a strong impression 
And don’t gloss over these proofs if 
you do drag them out. Give the group 
them and evaluate 


time to examine 


them a bit 

e Hand out literature and similar 
material after your main sales presen 
tation—not before since it may tend 


to distract attention from what y 


are saying when you want that 


tion the most 





J 


| 


pe nc SINS 


Industrial 
elling: 
Southern 
Style 


It Starts in the 
Home Office . . . 


It's Spearheaded 


By the Salesman 
In the Field . . . 


It's Backed by 


A Sound Selling 
Philosophy . . . 


By E. Dalton White 


Chief, Atlanta News Bureau 


BEN S. WEIL (right), 


Ala., and Salesman Ed L 


ment and check against catalog specifications for proper 


ON A CALL, Killian and a maintenance superintendent 
MA Flect | 


Sur 


sSupDly g ver Diueprint 


ayer Cle 


ervice that the electrical distributing f 


AYER Electric 
typical of the progressive elec 
trical wholesalers that find that 
the rapid industrialization of the South 


is bringing with it new inventory and 


Supply Co. 1s 


service requirements 
Expansion is taking place in all di 
rections from within and without 
And with this expansion comes a 
stimulating offer of new opportunities 
for the southern electrical wholesaler 
to provide greater service and to in- 


president of Mayer Electric Supply Co 
Killian discuss the important features of new equip 


7; 


rm 


of Birmingham, 


service requirements 


f a plant served by 
4 material requirement : cmeenna 


rage 


crease the importance of the industry's 
position in the national economy 
Alabama is pegged high in this ex- 
panding industrial activity. To the 
electrical wholesaler in that territory 
it is a gigantic task to supply and serv 
ice the wide assortment ot industries 
found there. Mayer Electric, under the 
heim of its president, Ben Weil, has 
accepted this challenge with relish 
e Challenge Well Met—As a first 


step in catering to this industrial setup 
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SALESMAN KILLIAN makes it a practice t 
credits and returns with Mrs 
Aayer Electric Supply's credit department 


the South t 
K 


with a p 


in 


SINCE electrified industry 


contr equipment, Salesman 


requirement 


in Alabama, the irries 


huge stock of every 


Ce mpany ¢ 


item the trade 


wants—plus a great many items that 
sell infrequently. Included in the stock 
are the latest developments and new 
products whose daily use in industry 
is almost mandatory, and more estab- 
lished lines to service equipment still 
giving good use in industrial plants 
Many carried 


convenience of Customers to meet 


stock items are for 


the 
emergency as well as normal mainte 
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Grady Cunningham 


follow up orders 


head of 


SPECIAL STOCK that has just arrived at his firn 
is noted by Killian so that he 


can notify his ¢ 


delivery is being made 


uses a | 


BEST WAY 


es meet 


lay t of 


€ maintenance re with 


ectriciar Here K mn visit 


spec al sery 


r 
builds customer confidence 


nance requirements. This 


ice and it 
offers wider sales and service possibil 
ties, Mr. Weil declares 

There a lot of 


which fast 


are items we stock 


are not movers, but we 


want 
Mr 


or 


customers 
have stock 


If the items must be 


know that when our 


them them in 


Weil 


de red 


we 
Says 
from the factory, the delay may 
mean 


tion. We can’t let that happen 


loss of needed industrial produc 


keep 


abreast of 
istomer 


with a 


e Toeing the Mark I 


warer 


service is the keynote of the 


organization. The company, in dealing 


with electrical contractors at 


nance staffs of industrial plants 


it must be on its toes servi 
else forfeit a good part of 


These 


wholesaler to 


and business 


pect a Carry 
stock of supplies to meet th 
is well as their emergency 


When I get into a t 


] 
K 


cc 


ts 


1dequ 


eir 


nec 


al 


“ 


I 


rest 


istomer 


that 


why 


M 


KNOWS 


se 


customers 


reg 


1s 


yer 


nte 


x 


r 


ir 


¢ 


re 





NIGHT and weekend emergency calls receive special 


attention from Salesman 


Killian, who knows this personal service helps customers get back into production 


ATTRACTIVE one-story 


unter and display space 


maintenance elec 
confided, “I 


delivery, or at least a real effort by the 


Spot, one plant 


trician want immediat« 
wholesaler to locate the item and ob 
delivery.” That 
doesn’t mean that the customer should 
be too demanding, he went on. He 


tain the quickest 


should be as fair to the wholesaler as 
the wholesaler is to the customer. It 
means simply that a customer does ex- 


pect his share of critical materials and 


should be advised when a new ship 
ment arrives 

e New Product Briefs—And 
not all he expects, according to a plant 
like for the 


salesman to visit the plant and I want 


that’s 


engineer. ‘| wholesaler 
him to bring to my attention the new 
products and new equipment that will 
help me,” he said. “I'm too busy to 
read all the literature from the manu 
expect the 
keep up with new developments and 


facturers. I salesman to 


to inform me about the ones which 
will be helpful to us in operating our 
plant 

That's not too hard a request, Ben 
Weil says, and he backs it up with 


proof that his organization is prepared 
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building of Mayer Electric Supply provides adequate 
Customer parking facilities at side are welcomed 


to fulfill all its obligations in that re- 
spect. Each salesman knows from ex- 
perience that electrical contractors and 
industrial plant managers find it diffi 
cult to keep up with all the new devel- 
opments and designs in products. They 
know, too, that they rely heavily on 
the distributor salesman for this vital 
information. 

So, when a new product comes on 
the market, everyone in the company 
gives it thorough study and learns its 
best and maintenance 
procedure. A study is made of its best 
Factory 


applications 


uses representatives _ brief 
salesmen on the new lines. This infor- 
mation is then passed on to Customers 
as a service and part of the company s 
promotional activities. 

e 24-Hour Day—With its own fleet 
of delivery trucks, Mayer Electric pro- 
vides another added service which has 
been of great assistance to its custom- 
ers—that of rushing emergency orders 
to plants during the night or weekend 
If a plant manager is stuck for needed 
materials at any time, he can telephone 
one of Mayer’s salesmen—usually the 


one who services the plant—and can 


obtain supply or repair parts immedi- 


ately. 

So far, Mr. Weil says, this service 

has not been abused. In fact, Mayer's 
salesmen consider it part of their reg- 
ular duties — even as a compliment 
that a plant manager thinks of them 
first when he needs help. Needless to 
say, it cements the best kind of rela- 
tions. 
e Share the Wealth—Servicing of 
industrial plants—in daily or emer- 
gency conditions—is always an exact- 
ing chore, Mr. Weil reports. “As you 
become more familiar with industry 
operations you understand better the 
production problems involved. In ad 
dition, you become aware of the re- 
sponsibilities of the wholesaler in 
sharing his experiences. Electrical 
wholesaling now is more than just 
stocking and selling electrical equip- 
ment and supplies 

This “sharing of experience” of 
which Mr. Weil speaks means close 
wholesaler and 
industrial customers and the men who 


contact between the 
do the planning. Sharing of experience 
between these parties can be done at 


trade 


association meetings where the 
wholesaler can widen his list of busi- 
ness acquaintances, learn of the indus- 
try's problems and needs, and see how 
he can offer his services and sources of 
supply for equipment and materials to 
ease these problems and needs. 
e Preparing Now—Mr. Weil ad 
mits, also, that association meetings 
provide leads on plans of expansion, 
and on purchases of new equipment 
and processes. In every-day practices, 
Mayer Electric encourages its custom- 
ers to let it know about anticipated 
plant changes or new installation of 
equipment so that it can plan ahead. 
Cooperation is even extended to the 
plant superintendent during planning, 
and the purchasing agent is assisted in 
obtaining proper size and rating of 
equipment, or items and materials 
which will give the best service 
Anticipating these demands places 
the wholesaler in a better position to 
render the best service possible to in- 
dustry, Mr. Weil asserts. “When indus- 
try makes plant changes it will need 
electrical supplies. If we don’t antici- 
such stock the 
proper items, then there is a delay un- 


pate changes and 


til shipment can be ordered and re- 
ceived from the factory 
ing these changes, we can order ahead 


By anticipat- 
and be ready to make delivery when 
the industrial customer wants the ma- 


terials 
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Men You Should Know 





Troy A. Brown 


Tampa 


"The feller with that big sample box" 
now heads the company he entered 

25 years ago as a salesman. 

Still believes in the value of carrying 
samples in the territory. 

What he started back in the early days 
is now a tradition with Raybro salesmen. 


N the lean days when Raybro Electric 

Supplies was trying to leave its young 
mark on the electrical trade in Florida, 
just the mention of Troy Brown's name 
would bring a chuckle from the old- 
time contractors 

Troy Brown? Why that’s the feller 
that lugs that big sample box with him 
wherever he goes. Just the other week 
he clomps that trunk of his right into 
my office, lays his samples all around 
him, and sells me an order I didn’t even 
need at the time. He's a right smart boy 
Wouldn't be surprised to see him presi- 
dent some day—president of the com- 
pany, I mean 

That was 25 years ago. Today, Troy 
A. Brown, “the feller with that big 
sample box,” is president of Raybro 
He’s been president since 1940—and 
still a great believer in the value of car- 
rying samples in the territory. In fact, 
it's gotten so now that the carrying of 
samples has become a tradition with 
Raybro salesmen 
© Something More—But 
the only reason Troy Brown came up 
so fast through the ranks—just carrying 
samples. True, it was the mark of his 
trade, like the doctor's satchel or the 
itinerant journalist’s portable type- 
writer. Like the doctor or journalist, 
though, he had to know the tools of his 
trade, and had to have the practical ex- 
perience to back up that know-how 

Troy Brown had it. He knew the 


that’s not 
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electrical industry inside and out be 


cause he literally grew up with it 
Thirty seven years ago he began his 
career with the old Pierce Brothers 
Electric Co., one of the pioneer elec 
trical contracting companies on_ the 
Florida. One of 


Brown's duties there was that 


young 
of de- 


livering material to electricians on the 


west coast of 


job—first on a bicycle and later in a 
horse and wagon. Later he worked as 
an electrician’s helper and journeyman 
electrician 

Pierce Brothers’ contracting business 
began to grow and pretty soon it was 
supplying electrical materials to other 
contractors and electricians on the 
Florida coast. 
® Growing Up—lIn 


Brothers entered the wholesale electric 


1915, Pierce 
business. The firm name was changed 
to Pierce Electric Co. Brown himself 
was also exhibiting the effects of grow- 
ing pains. By the time the company 
was purchased by Westinghouse in 
1926, he was already an officer in the 
organization. He continued with the 
company after its purchase by West- 
inghouse and was its general manager 
when he resigned in 1927. 

He joined the newly organized Ray 
bro Electric Supplies, Inc., in October, 
1927. He was Raybro’s first salesman 
and covered the entire territory served 
by the infant company. 

That's when he began carting around 


His routine w 
He'd load 
many samples of electrical supplies as 


the trunk could hold, carry the bulging 


his sat iple trunks 


ordinary but meticulous 


bag into electrical contractors’ shops 
and go through each item on every call 
And he'd usually get an order even 
though the going was sometimes pretty 
rough 

© A Tradition Is Born—He put his 
own sample trunk in moth balls a short 
time later when he was made manager 


But in retiring his own, he reactivate 


others’ whose sales creaks needed 
little oiling. It was here that the san 
ple-carrying tradition among Raybr 
salesmen had its beginnings. It was here 
too that the company began to grow 
into an important factor in the ele 
trical supplies business 

In 1935, Troy Brown became vice 
president and general manager. The 
company, then well established 
Tampa, started its expansion prograi 
In the same year, the company opened 
an office and warehouse in Jacksonville 
then in 1939, opened its branch in 
1940, the St 


branch was formed. Ten years later, 


Miami. In Petersburg 


was the same story in Orlando 

In the midst of all this progress and 
expansion, Troy Brown was elect 
president of the company, the positior 
he now holds 


Under his leadership during the pas 


(Continued on page !|42 





By Deac Martin 


ODAY the electrical wholesaler is the detendant in 

critical proceedings which can mean the end of much 

of his business if the prosecution, Freight Charges, 
presses its Case to its presently-proposed limits. Manufac- 
turers who are long committed to distribution of electri- 
cal equipment nationally through wholesale channels are 
affected, too, since major impact upon the wholesaler has 
a rebound to his suppliers 

In the last seven years freight charges in general have 
increased by an average of 120 per cent while costs on 
small shipments have skyrocketed even more, and new 
staggering increases are now proposed 

Take lighting fixtures, for example. When the delivered 
price of well engineered, high grade lighting equipment 
becomes too high, due tO excessive transportation costs, 
both manufacturer and wholesaler will suffer. Unlike auto- 
mobiles or tires, lighting fixtures of a sort can be made in 
a hole-in-the-wall. They are not what a reputable distribu- 
tor would be willing to handle. But even junk can be sold 
direct, at a caveat emptor price 

The unprecedented freight increases have a direct impact 
upon the electrical wholesaler not only in lighting but in 
other items that he handles. This article presents some case 
histories of what exists now, and what the wholesaler 
can do to hold down his transportation costs as determined 
by the rate schedules 
© Self-Penalizing Shipments — “Freight prepaid on 
shipments over 200 pounds” is the common term of sale 
in the lighting industry and applies to other products 
handled by the electrical wholesaler. Thus, he pays the 
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HIGH FREIGHT RATES 





Are They Mauling 


The chances are that skyrocket- 
ing shipping charges are eating 
into your profits. Just how much 
depends on the care with which 
you are doing your ordering. 
And with staggering new freight 


freight on shipments under 200 pounds. Manufacturers 
have noticed with concern the number of minimum ship- 
ments going to all territories, with the far-distant whole- 
salers penalizing themselves the most 

A typical 2-lamp, 4-foor, 40-wart fluorescent luminaire 
averages about 25 pounds, and a typical incandescent unit 
ranges from 3 to 6 pounds as packed for shipment. It 
would seem that on a small shipment the maker might 
employ parcel post since it has no minimum charge. But 
Huorescent fixtures are too large, and incandescent equip- 
ment is usually too fragile to risk to the rough handling 
which many parcel post shipments receive. It is difficult 
to secure proof of delivery on parcel post and hard to 
collect claims. Though the customer frequently wants the 
goods delivered yesterday, he wants them in first class 
condition 

Thus, the manufacturer can use truck, rail, freight- 
forwarder or express. Some of them use express only when 
it is less costly than truck or where truck service is not 
ivailable 

At this time minimum charges via truck are for the 
most part equal with rail or freight-forwarder charges, the 
general rule being for 100 pounds but not less than $2.06, 
tax included. The minimum charge for express is $1.61, 
tax included, but this represents a low amount of weight 
which varies according to distances. For instance, from 
Vermilion, Ohio, to the following points, express and 
truck charges would compare as follows 

e Cleveland—$1.61 express equals 19 Ibs.; $2.37 truck 
equals 200 Ibs.; 
charge 


75 Ibs. express equals truck minimum 


e Chicago—$1.61 express equals 8 lbs.; $3.30 truck 
equals 100 Ibs.; 60 Ibs. express equals truck min. chg 


e New York—$1.61 express equals 5 Ibs.; $2.91 truck 
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HIGH TRUCKING RATES 





Your Margins? 


increases proposed, you will 
have to exercise even greater 
caution. This article suggests 
some ways whereby you can 
hold this gouging of your mar- 
gins down to the very minimum. 


equals 100 Ibs.; 32 Ibs. express equals truck min. chg 

e Birmingham—$1.61 express equals 4 lbs.; $3.24 truck 
equals 100 Ibs.; 32 Ibs. express truck min. chg 

e Dallas—$1.61 express equals 3 Ibs.; $4.76 truck 
equals 100 Ibs.; 44 Ibs. express equals truck min. chg 

e Los Angeles—$1.61 express equals 1 lb.; $6.92 truck 
equals 100 Ibs.; 37 Ibs. express equals truck min. chg 

The above are applicable as of June, 1952, and will be 
increased in the near future 

(Note on rail freight—a 6 per cent increase in the 
eastern territory and 9 per cent to all other territories via 
rail freight became effective May 2, 1952. On May 30 
rail freight rates on fluorescent fixtures were further in- 
creased approximately 9 per cent with the eastern territory 
getting increases up to 25 per cent in some cases. Most 
traffic men agree that minimum charges via truck east of 
the Mississippi will be increased by $1.50. This increase 
has already been published by one truck tariff publishing 
agent. ) 
© Case History—Using the above as an example, it is 
evident how a wholesaler can add to his cost of doing busi- 
ness by failing to give enough thought to cost of transpor 
tation. Take the case of a distributor in Portland, Ore. He 
wants two 2-lamp, 40-watt fluorescent luminaires with 
some modification which he doesn’t have in stock. The 
order will weigh about 50 pounds; he will have to absorb 
$3.67 for each fixture in transportation charges or approxi- 
mately 22 per cent of the billing price at the wholesale 
level. If it is not needed immediately, he must warehouse 
it or he may take it into the warehouse to add hangers or 
other merchandise. That means an additional cost to get 
it to the customer 

This is not limited to the Pacific Coast where rates to 
all points are the same. To Dallas it would cost him $2.38; 
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Ala dif to New 
1.65; and to Cleveland 

may be further increased per shipment 
article appears 
¢ Down the Drain—A classic exampk 
happen to costs and profits by ordering with eyes closed t 
transportation charges is the case of an eastern wholesal 
On ne aay he sent to one supplier five se parate mil 
orders to be shipped direct to five different customers in 
his city. The total weight of these five orders was less than 
100 pounds. Because of the impractability of parcel post 
they were shipped via express at a total cost of $11.00 
They could have been shipped to the wholesaler in co 
bination for $2.66 for parcelling out to his trade, pl 
estimated additional cost of $5.00 for | | 
total charges of $7.06 maximum 

In the tace of higher transportation 
tinue to rise almost visibly like the sea in a 
three main protections open to the elec 
They are 

e Handle as few lines as possible 

e Carry as nearly a full line as experience and pre 
warrants 

e Order replacements in larger quantities 

he first two can be accomplished usually without ad 
ditional inventory capital, the third one is good for what 
ails profit margins. It hurts to see a distributor, who ex 
pects the last penny of trade discount, cut into that margin 
by paying out more than is needed for deliveries 

These are the immediate. Beyond them is the job of 
educating the people who establish the freight rates on 
what the rise in transportation costs is doing to the whole 
saler and his supplier in this typically American cycle of 
supplying quality goods at lowest cost to the consumer 





a popular expression these 
days, and while it may be true 
in some cases it certainly should not 
apply to a salesman and his samples. 
As we added various lines in our 
appliance department after World 
War II, our men found it increasingly 
difficult to carry an adequate group of 
samples with them. Even the salesmen 
who were sold on carrying samples 
could not get around the territory with 
all of the right things at the right 
time. 

In our supply department, it was 
particularly difficult to properly show 
our models of commercial and indus- 
And our elec- 


os ay can’t take it with you” is 


trial lighting fixtures 
tronics department was wrestling with 
the problems of having the salesmen 
lug bulky antennas and 
heavy pieces of test equipment 

Our first answer to these problems 
was a display trailer (which, inciden- 
tally, is up for sale) that we designed 
and had built locally. Equipped with 


television 


a 1,500-watt motor-generator set, dis- 
play boards, fluorescent lighting, gaso- 
line heater, exhaust fan, and electric 
brakes, this trailer turned out to be an 
excellent ( ELECTRICAL 
WHOLESALING, April 1949 ) 
e Bigger and _ Better 

proved to ourselves that a mobile sam 


sales rool 


- Having 
ple case was a profitable business aid 
we recently decided to get a bigger 
nd _ better We 
bought the largest Dodge “Route Van 
1214 
of display space behind the driver's 
The 
ind 6 


piece of equipment 


that is made—one that has teet 


is 6 feet wide 
built a 
driver's 


seat coach itself 


feet high, and we 


partition behind the seat, 
which gives us some wall display space 
on all four sides. We left an adequate 
at the lefr front to enter the 
cab section. The 

with jack-knife 


doors instead of sliding doors, so that 


entrance 


display from the 


coach 1S equipped 
our inside walls are smooth from front 
to back 

A metal body can be very 
times, so we completely sound-dead 


ne DIS at 


ened every part of the truck that we 
could reach. We the 
deadener, also known as undercoating, 
In addition, we 


used standard 


that is put on cars 
completely insulated the coach—tops, 
sides, and by 
thick fiberglas insulation between the 


214-inch 


rear using 

inner and outer metal surfaces 
The rear doors were omitted at the 

factory at our request so that we could 


bac k 


end to house our air conditioning unit 


build a trunk-like section at the 
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To solve its salesmen's sample case problems, Johan- 
nesen Electric Co. had a display trailer (above) built 
several years ago and traveled it around the territory. 


The idea turned out so 


hasa... 


well that now the company 


Bigger and Better 





1 An inside view of the mobile display 
rcuit panel tor 


yndit 


lighting, air cc 


with a total of 162 


a gasoline motor-generator set, and a 
gas tank for the generator. With con 
siderable work and ingenuity, a local 
auto body man was able to make this 
installation so that it harmonizes well 
with the body lines of the van 


To avoid vibration, the 2,500-watt 
motor-generator set is mounted direct- 
ly on the chassis rather than the body 
A 10-inch fan installed in the door 
provides forced air cooling in the 
motor-generator compartment 
e All the Comforts—We also have 
specially-built cold drink ice chest 
that fits above the motor compartment 


it the right front entrance, and we can 


ae 








before s ves ar it up shows a 4 


ning ¢ trig vertical 
| , 
utlet nches apart 


two extra crates of drinks in a 


cabinet built under 


Carry 
the driver's seat 
comfort of 
¥4-hp. room air 


For the maximum our 


we use a 
) keep t 
We 
electric radiant 
for warmth in winter. Fluorescent fix- 


customers, 
he coach cool in 
have a 1,000 


installed 


conditioner t 


the summer also 


watt heater 
tures overhead provide excellent light 
ing for our displays. A soft carpet un- 
derfoot adds to the comfort and dis 
tinction of this mobile display room 
Wiring strip is used throughout the 


the coach, providing a total 


inside of 
of 162 electrical outlets, a number of 
always within arm’s reach 


which are 
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Shelves are put in place. Note the 2 


cent lighting overhead and room air c 


tric heater in the rear. The floor i 


Channels spaced 12-inches apart en 
able us to use any size shelves from 8 
inch to 16-inch in depth wherever we 
need them 
commercial fluorescent fixtures, we do 
not the shelves but mount 
items directly to the side walls 

e Double Duty—The air condition 
er, heater, circuit breaker panel, wiring 
strip, and overhead lighting serve a 
dual purpose. We use these items in 


For large items, such as 


use the 


the coach as part of our equipment 
and at the same time they are sample 


installations of products we sell 


Colored cardboard is stapled to our 
shelves and to this cardboard we glue 
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completely carpeted 


watt f fluores- This 
nditioner and elec 
Items 


wares are 


many of the items we have on display 
Other 
by or 
from brass welding rod 


merchandise is held in place 


bolts, screws, fasteners made 
Everything 
rides just as it is pictured, so that we 
have no lost time in packing and un 
packing. It is not often that anything 
shakes loose and we have very little 
breakage 

The entire piece of equipment, with 
all the extras and 


represents 


features described 
of about 
$7,500, and it is already proving its 
worth 

e Why It Works — The display 


coach is really a small, private display 


an investment 


is how the deluxe 
everything in place——in 


By R. M. Johannesen 


Jent 
esicde 














sampie case on whee 
this case 


ted r 


appliance 


glued crewed t 
each 
op 


oduct 


room tor the convenience of 


He 


the actt 


dealer who visits it has 


portunity to see 


instead of just a picture, and sees 


many more items a few munurtes 


by 
thumbing through a catalog. In addi 


than he could possibly notice 


tion, he has the opportunity to view 


this merchandise in an attractive, com 
fortable atmosphere without the inter 
ruptions of the telephone or the usual 
store distractions 


by both 
Also. it 
trequently happens that the dealer 


As a result, time is saved 
the dealer and our salesman 


(Continued on page |40) 
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They Took Part in the Biggest 


EADING representatives of indus 


try, government and the military 


lent their valuable talents to the 
overwhelming success of the 44th an 
nual convention of the National Asso- 
ciation of Electrical Distributors last 
month at Atlantic City, N. J. A record 


attendance of nearly 3,000 members 
ind manufacturer guests heard many 
important industry problems presented 
and discussed by these prominent lead- 
ers. and further analyzed in panel dis- 
cussions during the course of the five 
lay meeting 

R. M. Johannesen, chairman of the 
Apparatus ind Supply Division, pre- 
sided at the opening meeting on June 
9. On the same program that after 
noon was Brig. General A Robert 
Ginsburgh, USAF, Office of the Secre 
tary of Detense 

As the first official speaker at the 
convention, Gen. Ginsburgh described 
the 


the present military situation in 


Far East and reiterated the role played 
his country, along with U. N 

sy mi Col ; 

forces, in containing ( ommunism at a 


stravtexzic point 


very 
e Trouble Spot 


history of Korea, the war-torn country 


He explained the 


whose position as a small nation in the 
middle of such strong world powers as 
Japan, China and Russia has always 
been classified as the perennial troubli 
spot of the world 

e Zooming Growth—In a talk be 
fore the second session of the Appara- 
tus and Supply Division on Tuesday 
E. D. Stryker, General Electric Co., 
Nela Park, took a look at the lighting 


82 


business and predicted a tremendous 
growth potential for lighting in all 
three major markets. Based on NPA 
estimates, he said, the lighting business 
this year will be $331,600,000, and 
next year $341,200,000. 

‘For the first time since the twen- 
Mr. Stryker declared, 
dential market is offering itself to the 


ties,” the resi- 
distributor as a real opportunity.” To 
market, he 
called upon the distributor to develop 
better promotion and selling of light- 
ing products to all types of markets. 
Two panel 
The first was composed of chairmen 
from the different lighting commict- 
the second from the National 
Production Authority. Luther D. Shank 
spoke on government controls and 
how they materially affect the entire 
industry, while Thomas P. Kelly and 
William J. Dwyer answered questions 


take advantage of this 


discussions followed 


tees, 


from the convention floor. 
e All Year Job—George F. Hessler, 
vice president, Graybar Electric Co., 
spoke on the subject, “Distribution Is 
ot Age,” an appraisal of the electrical 
distributor—"a full-fledged, fully justi- 
fied economic unit performing a vital, 
necessary function in peace or war, in 
good times and bad.” (The full 
of Mr. Hessler’s speech appeared in 
the May, 1952 ELECTRICAI 
W HOLESALING. ) 

At the general convention session, 


text 


issue of 


W. G. Peirce, Jr., reviewed the work 
of the association while he “had the 
pleasure of being its president for the 
past two years.” He characterized the 


exchange of thoughts and ideas as the 
intangible’ 
plishments of the group 

In an open letter to Joseph Stalin, 
Chas. G. Pyle, executive director of 
NAED, directed the dictator's atten- 
tion to the work of trade associations 


greatest of the accom- 


in this country, calling them “our real 
secret He added that it is 
always a voluntary cooperative effort 


wea pon 


by free people that makes a trade asso- 


ciation, and for that reason Stalin 
could not use it 

e Too Close for Comfort—The “so 
called bigness” of big business was 
discussed by Lowell B. Mason, member 
of the Federal Trade Commission. In 
a stinging, no-holds-barred speech, he 
warned that efforts of businessmen to 
their 


cure difficulties by 


might end with the 


legislation 
helping hand of 
government getting too close to their 

throats 
The first speaker at the convention 
of the Appliance Division was Elisha 
Gray II, president of Whirlpool Corp.. 
who spoke on the future of the home 
laundry business. He asserted that, be- 
f 


cause of conditions, 


home living 
home laundry equipment will become 
the backbone of most major appliance 
distributorships by leading other lines 
in both sales and profits.” 

e From Malpractice—Chaos—The 
present status of radio, television and 
appliances was carefully analyzed by 
Benjamin Gross, chairman of the Ap 
pliance Division. He called for a com- 
plete re-examination of production 


and merchandising practices. This is 
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NAED Convention in History 


required, he said, to eliminate existing 
cha- 


malpractices that have brought 


otic conditions” to the electrical ap 
pliance business 

Leveling his sights on one specific 
phase of the electrical distributing in 
dustry Mort = Farr, 
NARDA, said that “nothing could be 
of greater value to the industry today 
than improvement in the calibre of 
distributor salesmen.” 

Mr. Farr called the distributor sales- 
man “the achilles heel” of the industry 
and declared that “in a world of fight 
ers for business” the distributor sales- 
man is “the last of the order takers 
e Show Business—Fast Business— 
As a possible cure for the alleged sell 
ing ills of which Mr. Farr spoke, Alex 
Lewyt, president of Lewyt Corp., de- 
clared that show business could teach 
the industry a few things about sales 
manship. “To move products,” he said, 
you must first move people and that 
is exactly what a good show will do.” 

He did not agree, he said, that the 
salesman has vanished. Because of the 
strong building of public acceptance 
for appliances, the sales job is “per 
haps less selling the need than former- 
ly 

Taking a leaf from Mr. Lewyt's sales 
notebook, the electric housewares sec- 
NEMA 
broadcast” on the 
potentials in effectively merchandising 
‘round 


tion of dramatized a “radio 


tremendous sales 
electric housewares as year 
gifts. In the making for many months 
convention-time, the skit was 


out by members of the electric 


before 


acted 
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president of * 


housewares section and by television 
and Hollywood actors 
© What's the Answer 


tion concluded with a comprehensive 


The conven- 


analysis of fair trade problems by B. A 
Graham, Sunbeam 
His talk touched upon all phases of 
fair 


president, Corp 


trade—its history, its economics 
and its necessity 

Who is 
manufacturer or the 
asked. “If it 


that the retailer can determine his own 


going to fix prices, the 
retailer?” Mr 
Graham becomes legal 
prices, then our business is in jeop 


ardy. It will mean lower prices for 
goods, and resultant lower quality 
Speaking of legislation that is pend 
fair trade, Mr 
“it’s like a base 


ball game with bases loaded in the last 


ing with regard to 
Graham declared that 
of the ninth. We're three runs behind 
two out, and our best hitter is up. We 
can either hit the grand slam or go 
down swinging—on one pitch 

Other highlights of the convention 

e Election of officers for the com 
ing year. George F. Hessler, vice presi- 
Electric Co., 
elected president of NAED succeeding 
W. G. Peirce, Jr 

L. E. Barrett, president, Barrett Elec 


dent of Graybar was 


trical Supply Co., of St. Louis, is now 
vice president and chairman of the 
Apparatus and Supply Division. Ben 
jamin Gross, president, Gross Distrib- 
utors, New York, was re-elected vice 
president and chairman of the Appli- 
ance Division 

R. M. Johannesen, president, Johan 
Electric Co., Greensboro, 


nesen was 


named a member of the executive 


committee. Elected as members-at 
large to the board of governors were 
George F. Kindley, Edgar Morris Sales 
Co., Washington, D. C., and C. Mc 
Kew Parr, Electric Co. Inc 
Newark 


e Awarding of the 


Parr 


James H. Mc 
Graw Award, the Distributors Medal 


to George F. Hessler “in recognition 


of his constructive contribution « 


essential func 


electrical distribution in 


ward coordinating the 
tions of the 
dustry with the needs of government 


during the current national emer 
gency.” 
e Presentation of the Junior 


Achievement Committee's annual 
award to Clarence Brown, represent 
ing the Del-Craft Co. of Dayton, Ohio 
Honorable mention went to the Penn 
Lamp Co, a 


group in Philadelphia 


Junior Achievement 

e Awarding of honorary life mem 
berships to L. M. Nichols and H. ¢ 
Callahan, formerly with General Elec 
tric Supply Co. and G. J. Cossman and 
J. McLain, Graybar Electric Co 

¢ An unscheduled talk by Herbert 
Metz, Graybar Electric Co., New York, 
on the prospects for business as seen 
through the eyes of the country’s top 
economists. The consensus of opinion 
Metz re 
ported, is that business in the last half 


among these experts, Mr 
of this year will be better than in the 


first, and that in 1953, business can 
expect a slight recession 
e The annual Father and Son ban 


quet 





Excerpts from Convention Speeches 





You're the essential ingredient. 


E. D. Stryker 


Sales Manager, Utility Sales, Fixture Promotion 
General Electric Co. 


IVEN the correct facts, the public will consistently 

demand good lighting for their homes, offices, stores 
and factories. Perhaps it is not the function of the elec- 
trical distributor to fulfill this demand. Whether it is 

not, some channel will inevitably develop to supply 

it demand. Whether it be the supplying of minimum 
lighting standards or better, the public will go to the 
source of supply that has the knowledge of what is best 
nd has the courage of their conviction to recommend 
nd sell it 

he home builder who drove down the price of fixtures 
to a figure under $6 per 1,000 square feet is finding that 
the home owner will be willing to pay him the extra $150 
or $300 for the fixtures that will supply him with good 
lighting. Furthermore, sales of this size for the distributor 
salesman will offer incentives in the form of commissions 
in a Class with those for major appliances 

Will you be the keeper of an electrical warehouse or a 
distributor according to the basic tenet of the National 
Association of Electrical Distributors “by promoting and 
selling products to customers in all types of markets? 

You can follow that tenet only if you develop the dis- 
tributor salesman. Only if you equip him with modern 
merchandising tools that are effective. Equip him with a 
lighting demonstration area. Let him sell to the customer 
in an area that effectively displays the merits, uses and 
characteristics of the products he is attempting to sell 

Last, but certainly not least, educate your salesman. The 
kindest thing you can do for him, and for yourself, is to 
equip him with the knowledge of the functions of lighting 
equipment, the basic principles of lighting design and 
layout 

He is the man who must analyze and understand the 
lighting needs of the prospect. He is the one who will 
offer the solution in the light of his understanding. For, 
after all, the distributor salesman is one of the principal 
key men of the industry: he is the one who must ultimately 
and finally be sure that the services we render are in the 
best interests of the customer 
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howmanship, 


Our secret is building know-how. 


Charles G. Pyle 


Executive Director 
National Association of Electrical Distributors 


A trade association, Joe*, is really our most important 
secret weapon. Your spies never told you about it be- 
cause it is a voluntary cooperative effort by free people 
and you could not use it. Trade associations are organized 
within an industry, or a branch of an industry, to keep 
their members informed on important business subjects 
and offer guidance on their many common problems to 
the end that industry efforts will best be served 

This is the American brand of teamwork that builds 
and distributes know-how throughout every field of en- 
deavor—from canning salmon to building better roads 
Our special kind of know-how was not come by easily. It 
took a half-century. It grew from the thinking and dream- 
ing of countless millions. It got all of us an infinitely bet- 
ter life than your people enjoy 

We take this very seriously, Joe. From our nation’s 
childhood we have had town meetings to help solve our 
problems, and we still have them. Every group has one 
We are expanding so rapidly now that none of us would 
be surprised if we soon had several new ones—the Insti- 
tute for Crippled Jitterbug Teachers and the Society for 
the Going and Coming of Shrimp Boats 

You may be surprised to know that we really have 
plenty of butter with our guns. Matter of fact we are more 
than half-mobilized in self-defense and we are helping 
others who also want to keep their freedom re-arm and 
maintain their domestic economies at the same time. It’s 
no easy undertaking and we did not ask for it. 

American capitalism is doing the job. I must apologize 
for using that ugly word “capitalism,” but what it stands 
for and what it has accomplished speaks for itself. How 
would you like a substitute word, Joe, that is more appeal- 
ing and means the same thing? 

The word is MORE-ism, Joe. More of everything. More 
food, more shelter, more clothing, more comforts, con- 
veniences and services of every kind — and for more 
people. 

* Joseph Stalin. Mr. Pyle’s speech was in the form of an open 
letter addressed to that gentleman 
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Sellin 


There are three approaches. 


W. G. Peirce, Jr. 
President 


National Association of Electrical Distributors 


HE appliance and television business, particularly, finds 

itself in a most absurd position. Every survey shows an 
abundance of buying power in people's hands and yet con- 
sumers are able to buy our products at ridiculously low 
prices, and sometimes even below factory costs. And still, 
even with these desperate and ridiculous retail values 
offered by dealers, plants are closing down daily because 
merchandise is not moving and large numbers of workers 
are unemployed. The long-haired boys in Washington 
might claim that this is all to the good, that the profit is 
being squeezed out of a successful industry 

I wish I could give you a quick, easy solution to this 
chaotic situation, but I do not believe one exists. I would 
like to suggest three general approaches 

First, that we in the appliance and television industry 
start working together. That means manufacturers, dis- 
tributors and dealers do not try to place all the blame on 
the other fellow. Every segment of the industry has at 
tempted the clever move to try to selfishly save itself 
without seeming to care that they were destroying their 
own industry. Too often the theory has been if inventory 
accumulated, sell it in any way you could and let the devil 
take the hindmost. Distributors have trans-shipped into 
each other's territories, manufacturers have made all kinds 
of foolish deals in order to attempt to maintain production 
that was unsound. Dealers have vied with each other in 
trying to tell the public that they were the cheapest place 
to buy in their community with no regard to selling peo- 
ple on the products they offered and the services they had 
to give. 

Secondly, I would like to suggest that our industry scrap 
our present dies and tools as quickly as possible, bring out 
more appealing merchandise with brand new dresses and 
the latest developments that our research laboratories can 
give us. Nothing appeals to the American public like new 
ideas and new approaches. 

My third contention is that a satisfactory margin of 
profit must be brought back in the industry to allow for 
proper selling and demonstration and advertising expenses 
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and Stalin 


Our business is show business. 


Alex M. Lewyt 


President 


Lewyt Corporation 


VERYONE is looking for a panacea for the appliance 

buying slowdown—dealers, distributors and manufac 
turers. We are witnessing unusual market conditions 
savings are high, thousands of new homes are being built 
Today's appliances have more features than ever, and ap 
pliance advertising is greater than ever before 

What is wrong? Why isn’t the industry moving app! 
ances to the user in greater volume than ever before 

One popular theory appears to be the lack of reta 
salesmanship. Publication after publication has been be 
moaning the so-called “vanishing American the spe 
cialty salesman. Well, maybe so, but I for one do not be 
lieve that the salesman has vanished 

It is true that times have changed and selling is some 
what different. For one thing, public acceptance is built 
quicker and stronger than ever before by the manufacturer 
and, therefore, the job of selling is perhaps less selling 
the need than formerly. Then, nearly all dealers now carry 
too many brands of major appliances, and in consequence 
the retail salesman cannot learn the stories on each one 
In most cases this results in little acrual selling 

What then must we do to give us volume? Good prod 
ucts by themselves are not giving it to us. Large advertising 
expenditures are not giving it to us. What we must 
do is stimulate Mrs. Homemaker’s desire for our appli 
ances in such a way as to get her to want to buy right 
now—and that means putting on a good show 

The appliance business in so-called normal times—the 
30’s—-was show business, and the company that put on 
the greatest show got the greatest volume. We need more 
of that now—a great and continuous show 

Every day the curtain goes up on a new performance 
in tens of thousands of appliance stores throughout the 
country, a new performance with our newspaper and 
magazine advertising, a new performance wherever selling 
is done 

To move products you must first move people—and 
that is exactly what a good show will do. The curtain goes 
up tomorrow on a new show for all of us. I hope we can 
make it a good one 








Copper vs aluminum 


A. D. Stokes 
Chairman 
Conduit Fittings, Outlet Boxes 
this matter of substituting 
r copper in house wiring, 
trouble is aroused by the 
run into when you connect 
copper. When copper 
not available during World 
ome distributors bought alum 
and experienced 
in getting rid of 
and cables with alu 
minum conductor for house wiring be 
ffered during another copper shortage, 
the committee feels that full considera 
tion should be given to the problem of 
nnecting the conductor to equipment 


hioned with copper terminals 


a vita) 


Get out the scrap 


c. O. Stoike 
Chairman 
Wires and Cable, Armored Conductor 
Why not snap this copper shortage 
situati to the attention of the public 
Let's join fe in a drive to not only 
conserve copper but to get every avail 
ible piece of scrap copper, wire or any 
form into the hands of the scrap metal 
dealer. To kick off this drive, acquaint 
your entire organization with the plan 
pass the word along to your accounts 
Fell them to dig out wire or any copper 
product from their stock and get it t 
the scrap metal dealer. Appropriate 
signs should be placed at strategic points 
in the distributor's place of business 


In the final analysis you'll be helping 


yourself 
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The Committeemen 


Their reports (briefed here) run the gamut 
from copper scrap to conduit couplings, but 


Look to manufacturers 


R. C. Litchfield 
Chairman 
Kitchen Equipment 
How can we afford to do the kind of 
specialty selling job which is necessary 
to develop a market on such products 
as garbage disposals, dishwashers and 
water heaters? As always, the leadership 
must come from the manufacturers. In 
their anxiety to out-produce each other 
they are guilty of many errors. It is easy 
for them to call their distributors and 
lealers to task for not moving their out 
it. We cannot thrive, or perhaps even 
rvive, in a world of too many outlets, 
ynstant liquidation, price cutting and a 
lemoralized profit condition. If we are 
going to have a sound business, manu 
facturers must estimate their products 
} 


a realistic AS1S 


Losing ground? 


Mrs. Lucille S. Klose 
Chairman 
Wiring Devices 


of importance were particu- 


larly stressed at our March 13 meeting 
The first had to do with product dupli 
cation and conservation of materials. It 
was deemed advisable that consideration 
be given to the possibility of avoiding 
unnecessary duplication of products 
made for similar use and purpose. This 
recommendation was made primarily to 
accomplish conservation and at the same 
time to relieve the wholesaler of the 
burden of maintaining excessive inven 
tories. The second item had to do with 
the trend of wiring devices sales, and 
the possibility that, through lack of 
proper sales effort, the electrical dis- 
tributor may be losing his position in 
the shelf goods market. Is it due to the 
distributor salesman in not contacting 
b 


available retail outlets 


Sound selling story 


Thomas B. Schmid 
Acting Chairman 
Laundry Equipment 


the most serious problems in 

laundry equipment is lack of 
product training and lack of elementary 
salesmanship on the part of the retail 
salesman nquestionably, we as dis 
us More attention on 

training. We must first 

I sure ¢ ir own sales people are 
not only thoroughly trained as far as 
their own product information is con- 
cerned but that every effort be made to 
teach them how to forcefully present the 
dealer with a sound selling story. It is 
imperative that every distributor work 
toward that end—of efficiently and effec 
tively using sales training material pro 
vided by his manufacturers. Only in this 
way can a strong retail sales presenta 


tion be put in the hands of the dealer 
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Speak Their Piece 


the underlying theme in most is—distributor 
survival depends upon salesman aggressiveness 


Start courting the grocer 


H. P. Litchfield 
Chairman 
lamp 

The electrical distributor, to hold and 
improve his position in the lamp busi- 
ness, must employ forceful, intelligent 
selling in view of the gains noticeable 
in some quarters by non-electrical dis- 
tributive channels. There are two things 
we can do to recapture this business 
1—Redouble our cooperative effort with 
electrical outlets. 2—More aggressively 
and intensively solicit lamp business of 
grocery chains and other retail stores 
Statistics show that the householder pre 
fers to buy lamps along with other re 
quirements for the home at food stores 
(38 per cent of all lamp bulbs sold in 

bought over the counter in 
food stores ) 


Distributor compensation 


Charles R. Lee 
Fan and Ventilating 


At the committee meeting in Septem- 


— sa 
i... a m.. 
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ver, the following resolution on promo 
tion and sales was passed: ‘Resolved 
in view of the ever increasing demand 
on distributors to engage in special sales 
and promotion campaigns in the sales 
of attic and ventilating fans with resul- 
tant increased costs, the distributor 
should be compensated for additional 
and special sales efforts in order to en- 
able him to add them to the many other 
phases of his operations.” A carefully 
planned specialized promotion and sales 
effort must be put forth in order to 
keep the electrical distributor out in 
front and to maintain his rightful posi 
tion as the leader in the fan and venti 
lating field. This he must do or he'll 
find himself losing ground to other dis 
tributive channels 


A switch without conduit? 


H. D. Roden 
Chairman 
Catalog 
Manufacturers’ catalogs which are in 
luded in the distributor's handbook are 
printed in varying sizes resulting ina 


disorderly, unkempt sales tool. These 
sales handbooks are a most important 
selling device. It is made up entirely of 
catalog pages furnished by manufa 
turers. A_ distributor salesman never 
ses a manufacturer's catalog by itself 
It is always used with other catalogs be 
cause a switch is no good unless you 
have conduit and wiring carrying elec 
tricity to the switch and unless you put 
fuses in the switch it cannot conduct 
electricity, etc. Unless each manufacturer 
uses standard-size catalogs, the distrib 
utor salesman will have a very ineffi 


cient tool with which to work. 


We got small doses 


M. F. Shoffer 
Chairman 
Apporatus and Control 

One point must be emphasized. It is 
very important and necessary for the 
young distributor salesman to be further 
schooled in “know your product” tr 
ing. We who have been in this business 
for 25 or 30 years received this f 
mation in small doses as the products 
came out one at a time—and we were 

to learn all about them. However 
with new salesmen coming in wh nave 
been in the distributing business only a 
year or so, it is very hard for them «& 
absorb product information. We think 
the first lesson should be as elementary 
as possible, leading gradually into the 
more intricate details 


Demand for black conduit 


tL. E. Latham 
Chairman 
Conduit 
Most manufacturers have 
suggestion that condurt 
couplings be shipped in properly 
belled cartons. It is aparent that there 
a detinite demand in < 
the country for both bla 
ized conduit. There exists als« 
substantial demand for black enamel 
conduit for export. The use of 
wire in bundling of smaller 
conduit is very undesirable. Size identi 
fication, either by a distinguishing label 
or paint (in smaller sizes part:c ilarly 
would prove of immense value to the 
distributor. Manufacturers have 


formed of these suggestions 





Seen at the NAED Convention 


Time Out for Elections 


New officers of the National Association 
of Electrical Distributors are shown here 
following their election. George F. Hessler 
(center), vice president of Graybar Elec- 
tric Co., New York, was elected president 
succeeding W. G. Peirce, Jr., of Phila- 
delphia. L. E. Barrett (left), president of 
Barrett Electrical Supply Co., St. Louis, was 
named vice president and chairman of the 
Apparatus and Supply Division. Benjamin 
Gross, Gross Distributors, New York, was 
re-elected vice president and chairman of 
the Appliance Division. Mr. Hessler and 
Mr. Gross both had a busy week at Atlan 
tic City. Mr. Hessler spoke before the Ap 
paratus and Supply Division, and also 
received an industry award. Mr. Gross 
spent a good part of his time heading up, 
and speaking before the Appliance Divi 
sion sessions. His talk at the last day's 
session was on “The Radio, TV and Appli 
ance Business Its Ills, Trends, Correc 


tives.” 


C. E. Woodhouse, Brady Supply 
Corp.; E. Latham, E. B. Latham 
& Co.; J. S. Eason, McGill Mfg. 
Co.; A. C. Schultz, McGill Mfg 
Ce K. A. Keegan, Baldwin- 
Hall Co., Inc 


D. Levine, Mar-Le Co.; P. Litner, 
C. I. Schneider, L. K. Schoenbrod 
all of Electro Silv-A-King 


Corp 


J. W. Shealy, Shealy Electrical 
Wholesale, Inc; M. C. Tice, 
Southeastern Electrical Wholesal- 
ers Assn 


J. Fink, Efengee Electric Supply 
Co.; B. L. Robinson, B. L. Robin- 
son & Co.; O. E. Frankenbush, 
Otto Frankenbush, Inc. 


Charm and good fellowship pre- 
side at the Jefferson Electric 
suite. 


m3 H. Kaufman, J. Riesman, R. A. 


Rs y 

x ‘ Riesman, I. W. Silverman, J. P. 

ra Goldsmith—all of Royal Electric 
Y , Co., Inc. 

an 
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U. S. Rubber entertains distrib 
utors and guests at its suite. 


R. B. Brownlee, Missouri Valley 
Electric; D. Dunne, Lighting 


Products, Inc 


G. Parr, Parr Electric Co.; K 
Rose, Blackhawk Industries; W 
Armour, Southern agent 


™ 


P. D. Cornelisen, G. T. Morrow 
both of Curtis Lighting Inc 
W. W. Booth, Gesco-Bridgeport 


H 


Greene 
Electric Supply Co 


S. T. Walz, M. P. Kartalia—both 
of Square D Co.; F. F. Johnson 
both of Boggis 
Co 


F. S. Johnson 
Johnson Electri 


ELECTRICAL 
R A Peck 


B. Spring 


A B. Conklin, 
W HOLESALING; 
American Electric Co 


sted, Jr., American Electric ¢ 


B. L. Robinson, B. L. Robinson & 
Co.; M. J. Whitfield, Revere Ele 


tric Mfg. ¢ 


A. Muller, J. H. Ward, N. P 
Lukats—all f Noma Electri 


( orp 


H. ¢ Dale, BullDog Electric 
Products; J. K. Harrington, Ter 
minal Electric Corp.; M. P. Spur 
rell, BullDog Electric Products 





F. Luna, Anaconda Wire & Cable 
Co.; T. C. Treadway, Jr., Tread- 
way Electric Co ° 


J. Comer, Galvin Sales Co.; H. F 
Reichardt, Reichardt Electric Sup- 
ply; W. A. Ward, Paranite; D. M. 


Galvin, Galvin Sales Co 


Seated: R. (¢ Bronsvel, mfr 
rep., M. G. Solmonoff, P. G 
Stone — both of Stonco Elec 
Prod. Co.; H. Krug, Reliable 
Elec. Sup. Standing: W. (¢ 
Welde, Sr., Wm. Welde & Sons; 
J. Siegel, Reliable; W. C. Welde, 
Ir., E. J. Kinslow—both of Wm 
Welde & Sons; H. W. Spence 
Stonco: K. Huck, Reliable 


O. H. Young, General Electric 
Co., Nela Park; W. W. Booth, 
Gesco-Bridgeport; F. C. Hartag, 
General Electric Co., Davenport, 


lowa. 


Trumbull Ele 
Rumsey Electric 


A. Phillips, Phillips & Ed- 
R. A. Whitford, Requa 


c Supply C 


| G Johannesen, honorary 
NAED life member; E. H. Lewis, 
M. H. Owen, E. A. Damrau—all 
of Western Insulated Wire Co 
H. Hansen, Van Cleef Bros., Inc 


C. W. Smith, Ilg Electric Venti 
lating Co.; H. H. Tully, honorary 
NAED life member; P. D. Briggs, 
Ilg Electric Ventilating Co. 


Sawin, Wheeler Reflector 
S. Fuller, Tristate Elec 
S. Sessler, Wheeler Re 


A. R. Giard, Giard Electric Sup- 
ply; H. B. Vaughn, Geo. H 
Wahn Co. 





After Deductions, 10¢ a share 


Clarence Brown accepts Junior Achieve- 
ment Award from Francis Stern on behalf 
of his organization, the Delcraft Co. of 
Dayton. The JA company’s “Merrylite,” an 
electric Christmas greeting candle, was 
voted the best electrical product produced 
and marketed this year by a JA group 
The company had its ups and downs be- 
fore it achieved JA fame. During one 
phase, “it was subjected to one of the 
greatest hazards in business—high volume 
production, low volume sales.” This along 
with personnel problems-——from the origi- 
nal group of twelve, one member dropped 
out “because of a conflict with the school 
orchestta.” Total profit, though, jumped to 
$23.80 at the end of the year, representing 
a 20 per cent dividend, or $.10 per share 
One cryptic observation by a member of 
the young company: “The more achievers 
who experience this program, the less we 
have to fear of government-controlled 


economy 


Seen at the NAED Convention 


anterbury J. Ker 
th of Bernard Electric Supply 
Co.; A. M. Benedict, Harvey Hut 
ell, Inc.; D. Paini, Bernard El 
S PI lv Ce 


Lobster was the order of the day 
at American Steel & Wire's party 
at Hackney's 


Camera-conscious conventioneers 
at the Sylvania Electric suite 


H. E. Kaden, Newart Mfg. Cc 
W Hoffman, Hoffman Bros 
A. E. Loeb, Loeb Electri 


J. C. Grindell, E. T. Lloyd—both 
of Killark Electric Mfg. Co 








Having a Wonderful Time, Joe 

Just before the general convention session 
got underway, this picture of the main 
speakers was snapped, showing (from left 
to right) Chas. G. Pyle, executive director 
of NAED, Hon. Lowell B. Mason, FTC, 
W. G. Peirce, Jr., outgoing president of 
NAED, and Al Byers, secretary of NAED 
Mr. Pyle read his letter to Joe Stalin in 
which he recounted the tenets of the 
trade association and the reasons why Joe 





himself could not employ them ("It’s a 
voluntary cooperative effort by free peo- 
ple’ ). Mr. Mason took time out from his 
prepared talk to reply to the letter “as I 
think Stalin would write.” Joe, it seems 
thinks it’s the niceties of life which makes 
the American economy so potent. “Take 
them away and you lose 50 per cent of the 
economy—maybe that’s our trouble in the 


USSR.” Mr. Peirce, “in my swan song as 
president of NAED,” thanked his co 
workers for “your splendid cooperation 


during those two years 


E. L. Walter, Jefferson Electric 
Co.; R. E. Martin, Martin Electric 
Co.; T. J. Farrell, Farrell-Argast 

B. L. Martin, Jefter 


Che southern contingent at Amer 
can Steel & Wire's party at 
Hackney’s lines up for a photo 


R. ¢ 
Barrett 


Harvey Cooper and Herman 
Cooper—both of the Gem Elec 
tric Mtg. Co 


H. H. Mosesohn, R. I. Insulated 
Wire Co.; C. C. Vail, United 
Electric Supply Co.; H. S. Prince 
R. |. Insulated Wire Co.; A. W 
Hooper, ELECTRICAL WHOLE 
SALING 


Five-way discussion takes place at 
the U.S. Rubber conference 


booth 








R. V. Gordon, Noland Co.; C. W 
Lint, Clyde W. Lint Co.; A. F 
Sherden, Elec. Mfr. Credit Bu 
reau. 


Justesen, National Electric 
Co.; L. E. Latham, E. B. Latham 
& Co.; T. Schmid, Crescent Elec 
tric Supply. 


ventioneers at the Thomas & 


Betts suite 


S. D. Whitford, Pass & Seymour, 
K. H. Kraus, Southern Min 
D. R. Cohen, 
A. Mager 


Inc 
nesota Supply Co 
Glasco Electric Co.; T 
Pass & Seymour, Inc 


A. Hirschman, Compco Corp.; A 
Meletio, Jr., Meletio Electrical 


Sup.; L. Wrobel, Compco Corp 


W. D. Schofield, Daniel ood 
head Co.; R. E. Heidt, Heidt Ele 


trical Supplies, Inc 


Edenfield, Stokes Electri 
I. Burdick, Sylvania Elec 


’roducts 


J. ¢ McNamara, Smith-Perry 
Electric Co.; A. E. Swedenborg, J 
H. Fall, 1Il—both of Benjamin 
Electric Mfg. Co.; P. H. Rawlin 
son, Electrical Supply Corp 


J. I. Brockman, Brockman Elec 
M. Goldstein, 
L. Hand, 
R. J. Kupferman, S. M. Isaacs, 
J. Siegel, H. A. Kallman—all of 
Leviton Mfg. Co 


tric Supply Co.; 
Jax Electric Supply Co 


F. H. Dendy, F. H. Dendy, Jr.— 
voth of Electrical Wholesalers 


Inc 


oe 





B. Weil, Mayer Electric Supply 
Co.; G. J. Farmer, Womack Elec 
tric & Supply Co. 


H. Perl, State Electric, H. B 
Smith, Clark Controller Co.; W 
H. Butt, Burt’s Electric Supply; 
L. H. McClure, E. R. Jung—both 
of Clark Controller Co 


) are | 
~ Crowning of Sales Kings at Slater 
Electric's dinner 
: 
\ 
Ae 

aot 
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ve 4 a 


C. H. Blank, Illinois South Elec- 
tric Supply Co.; D. J. Biller, Day 
Brite Lighting, Inc 


O. J. Keopke, Corpus Christi 
Hardware Co.; F. Van Cleef, Van 
Cleet Bros., Inx 


Murphy, Wiremold Co 
E. Carlson, Midwest Elec- 
R. H. Murphy, Wire- 


J. S. Reed, J. S. Messer—both of 
Economy Fuse; S. W. Gutzeit 
Broad Elec. Supply Co.; W. B 
Jagoe, Economy Fuse; I. Gutzeit 

xoth of Broad Ele« 


R. Sullivan, E. E. Hokin, Nikoh 
Tube Co.; P. Shankle, C. R. Akin 


both of Perry-Shankle Co 


zill, Brazill Bros., I. Slavin, 
Electric Supply; B. Brazill, 
razill Bros 


B. L. Robinson, B. L. Robinson 
& Co.; T. M. Truman, Electrical 
Eng. & Equipt. Co 





Showmanship and Selling 


Alex M. Lewyt, Benjamin Gross and B. A 
Graham (left to right) huddle at the 
luncheon table prior to the start of the 
final session of the Appliance Division 
Mr. Lewyt, president of the Lewyt Corp 
told his listeners that the “show business 
side of the industry should always be used 
to achieve a bigger volume of sales 
Showmanship,” he declared, “will stimu 
late Mrs. Homemaker’s desire for our ap 
pliances in such a way as to get her to 
want to buy right now.” In his rip-snort- 
ing appeal to businessmen attending the 
convention, Mr. Graham, president, Sun 
beam Corp., presented the facts of fair 
trade as they were up to that minute (he 
wrote his speech on the plane coming to 
Atlantic City). He cautioned them to be 
wary of new fair trade legislation, and 
asked each one “to see your Congressmen 
or if that is impossible, to write him and 
state your views on tair trade so he can 


act accordingly.’ 





at the NAED Convention 


Siegel, K. Huck, H. Krug 
all of Reliable Electrical Supply 


west J Musser 
Dauphin Electric Supply; Chas. A 
Porter, Anaconda Wire & Cabl 
( 


B. Merritt, Mill Power Supply 
E. Thompson, Toastmaster Prod 


cts 


H. E. Maloney, John A. Roel 

lings Sons C« G. T Lawler, 
Tatel Electric & Supply Co.; R 
E. Smith, John A. Roebling’s 
Sons Co 


S. Maffuid, W. E. Addicks, .\. R 
Johnson, W. Reese—all of Cut 
ler-Hammer, Inc 


W. Barrett Mayer, Mfr. agent; G 
Conradi, The British Central 
Electrical Co., Ltd 








at the NAED Convention 


cw 





R. A. Renaud, E. K. Moore 
both of Harvey Hubbell, Inc.; R 
M. Johannesen, Johannesen Ele« 
ric Ce Inc J. S. Kenne 


Harvey Hubbell, Inc 


W. T. Callaghan, Steber Mfg 
Ce Eva DiSandro, M. DiSan 
Equitable Electric Supply 
R. G. French, Steber Mfg 


Thomas Schmid, Crescent Electric 
Supply; Harry Riley, John Riley 
and Son, Ltd., England; Titus B 
Schmid, Crescent Electric Supply 


J. O. Bell, Gesco-Houston; L. M 
Grawmeyer, The Miller Co 


shot taken just before 
of Appliance session 


C. Q. Townsend, Townsend Elec 
tric Supply Co.; R. Stevenson, A. 
Hawkinson—both of Greenlee 
Tool Co.; P. H. Keller, Peer 
less Electric Supply Co 


The Mask Is Off 


Act I, scene 1 from a professional show 
and “radio broadcast” at Atlantic City 
which dramatized the year ‘round sales 
potential of electric housewares. Plot re- 
volves about the provocative theme, 
“What's in It for Me?” a sometimes funny, 
a most times deliberate serious ‘situation’ 
in which the distributor's role in this fore- 
seeable billion dollar market is effectively 
set before the audience. The cast: six 
members of the electric housewares sec- 
tion, plus two television and Hollywood 
actors. Just after this picture was snapped, 
the “gift girl” (“Is a billion dollars really 
more than a million?”) in the center of 
activity “lost” her elaborate gift-box cover- 
all. Half-hearted efforts to repair damaged 
eyelet proved futile, and eovering had to 
be shed in the middle of the show. P. S 
The blue bathing suit she wore was a 
knockout. Score 1000 on the applause 


meter 





H. G. Carlson, Electric Fixture & 
Supply Co.; F. E. Guth, Edwin F. 
Guth Co.; K. H. Kraus, Southern 
Minnesota Supply Co.; G. Stofer, 
J. Bauter—both of Edwin F. Guth 
Co 


V. Moe, Moe Light, Inc.; V. W 
Lanford, McDonald Electric Co.; 
J. L. Hobart, Moe Light, Inc 





J. Marks, Markstone Mfg. ¢ 
P. P. Davis, Davis Electrical Su; 
ply ¢ 


A. W. Paul and L. C. Watson 
Allen-Bradley Co.; H. I. Knicker 
bocker, L & K Electric Co J 
Olschan, Olschan Electric Supply 
J. J. Trancho, Turtle & Hughes 


Inc 


yood time was Na 


ican Steel & 


H. Thayer 


ome Cable 


th of Glasco Electric 


A. C. Neuberger, F. M. Currie 
both of Pyle-National Co.; G. ¢ 
Safford, Kirby Risk Supply C 











A 


D. Pluskey, Keps Electric Co 
J. Rueth, The Frankelite Co 
U. Walker, Midland Electric 


oO 


Seated: B. Mitchell, Mitchell Mfg 
Co.; A. E. Loeb, Loeb Elec. Co 
D. Siegel, Standard Elec. Supply 
Co. Standing: C. J. Schroeder, J 
K. Neuhauser—both of Mitchell 
Mfg. Co 


1. Williams, Bussman Mfg. Co 
H. Shaprow, Royalite Co.; K. M 
Taylor, Wyandotte Electric Sup 


ply Co.; J. Shaprow, Royalite Co 


E. C. Heidt, Heidt Electrical Sup 
plies; N. Brager, Hope Electrical 


Products Co 


( McKew Parr, Parr Electric 
Co. §. S. Front, The Front Co 

W. J. Kranzer, Crannell, Nugent 
& Kranzer 


H. E. Colliver, W. C. Robinson, 
Ir., R. G. Holabird, C. F. Meyer 
all of National Electric Prod- 
icts Co.; D. L. Fife, R. Fife— 
both of Fife Electric Supply Co 


Cocktail party at the General 
Switch suite drew a heavy attend 


ance 


D. C. Carlson, W. R. Freeman, 
D. Hill—ali of Amplex Corp. 


Englewood Electric 

P. Maxwell, 1 
R. D. Miller—all of 1-T-I 
Breaker Co 


F. Foley, W. T. Foley Electrical 
Supply Co.; W. W. Metzenthin, 
Kansas Electric Supply Co 








Seen at the NAED Convention 


Champion of the Distributor 


George F. Hessler, vice president, Graybar 
Electric Co., receives the James H. M¢ 
Graw Award for Electrical Men from W 
I. Stuart, secretary of the Committee of 
Awards and editor of Electri Constr 
tion and Maintenance. The award was 
given to Mr. Hessler for his eftorts in 
behalf of the electrical distributing indus 
try, with special reference to its coopera 
tion with government agencies. Mr. Hes 
sler, moved deeply by the presentation 
thanked the comn.ittee “for the honor you 
bestowed on me today. I'm happy tha 
Mrs. Hessler is with me on this very spe 
cial occasion to witness the presentation 
The award was made at the general session 
meeting at which time it was also an- 
nounced that Mr. Hessler, long an active 
member of NAED and a tireless advocate 
of the electrical distributor, was elected to 
his new post as president of the associa 


con 


H. I. Knickerbocker, L & K Elec 
R. P. Seaton, Allen-Bradley 
; R. W. Long, L & K Electri 


W Pp ‘ Oakes Electric 
Supply P. Mclilhenny, 
Waring roducts I Leary, 
Coughlin Elect 


K. M. Taylor, Wyandotte Electric 
Supply Co., L. C. Reicher, Elec 
tric Sales ¢ 


Central Queens 


J. Fenn 


NAED members and guests en 
joying themselves at the Thomas 
& Betts suite 


A smiling grouy onventioneers 
—all from Jenkins Bros 











Why 
Leagues 
Are 


Tan okelacelal 


What 
Leagues 
Are 
Doing 


Electrical Leagues: 


N A FREE enterprise system, co- 
operation with competitors in a 
selling effort is not exactly the usual 

thing. Nevertheless, competitors in 
electrical retailing, distribution, manu- 
facturing and the utilities have banded 
together for many years in some 100 
electrical leagues throughout the nation 
and Canada for the sole purpose of co 
operating. They know that by pooling 
their knowledge and talents, a larger 
selling market is reached and more 
sales are created for the individual firm 
Added to this is the fact that a single 
firm's promotion lacks the impact of 
promotional campaigns put on by an 
organization with many member firms 
e A Joint Effort—When the coopera- 
tive efforts of an electrical league stir 
up interest in a community in behalf of 
certain products, sales are bound to in- 
crease. Thus, the leagues have learned 
to schedule promotions of such items as 
electric sheets and blankets in winter, 
electric housewares as Christmas gifts 
and for other gift occasions, electric 


N SOME electrical leagues, such as 
the Electrical League of Cleveland, 
practically every electrical distribu- 

tor in the city is a league member and 
actively supports its programs. Most 
of the programs of the leagues are 
developed by the various committees, 
with distributors playing an important 
part 
e Distributors Essential — The dis- 
tributors’ importance in the electrical 
association is best summarized by Carl 
H. Christine, secretary-manager of the 
St. Louis Electrical Board of Trade, an 
yanization which has functioned con- 
inuously as an electrical league since 
1909, and which has had several whoie- 
salers as presidents at one time orf 
another. “If our good friends, the 
wholesalers, were not around,” said the 
league secretary-manager, “we prob- 
ably wouldn't be around either.” 

The distributor members of the var- 
ious leagues actively participate in all 
the promotions and campaigns staged 
the leagues in the U. S. and Canada 


by 


fans in the spring, in addition to such 
major undertakings as promoting ade 
quate wiring and planned lighting 

Promoting any one of these things 
by a single firm would have little effect 
on the marker. But with many firms co 
operating in promoting the same item 
at the same time, sales are certain to 
increase because of the large consumer 
market reached. In these cooperative 
campaigns, the league acts to unify the 
efforts of the entire industry in con 
centrating its effort during a campaign 
pe riod 
e Impact Greater — Much greater 
consumer impact is created during the 
campaign through increased newspaper 
space, unified window displays, as well 
as the intensified use of other media, 
such as radio and television 

Another basic function of the elec 
trical league is organizing and carrying 
out local programs based on national 
industry activities. The leagues have 
been helpful in putting across such 
programs as the National Electrical 


These promotions and campaigns in- 
clude such things as the month-long 
concentrated FM sales campaign con- 
ducted by the Electric Institute of 
Washington; the “Mystery Shopper’ 
promotion also put on by the Electric 
Institute of Washington; the TV pro- 
motion, Carrying 608 sales messages on 
radio, conducted by the Electrical As- 
sociation of Kansas City; the automatic 
electric washer and dryer contest spon- 
sored by the Nebraska-Iowa Electric 
Council 

e Expositions Popular — Highlight 
ing each league's activities is an annual 
or bi-annual electrical exposition. Al 
most every league in the nation will 
sponsor an exposition in some form in 
1952, and several that haven't in the 
past are going ahead with plans for 
shows in 1953. The Chicago Electric 
Association always draws a large 
crowd to its Modern Living Exposition, 
conducted for ten days this year at 
Navy Pier. The North Central Electri- 
cal Industries annually coordinates an 
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Your Best Business Builders 


Manufacturers Assn 
motion, the Edison Electric Institute's 
Better Light—Better Sight program 
and other programs. Without the 
leagues, the success of these programs 
would have been lessened. 

In cooperating with his competitors 


housewares pro 


in the industry, the league member is 
actually helping himself in a number 
ot ways During its Various mectings, 
dinners, sales-training courses and other 
get-togethers, the league member ex- 
changes ideas, assimilates new ideas 
and meets new people who can help 
him. This enables him to do his job 
better and to multiply his efforts 

e A Meeting Place—The league is 
valuable as a place to meet as well as a 
source of assistance in such matters as 
helping the individual firm in handling 
records, administration and many other 
problems of company operation. An 
excellent medium for discussion or for 
the presentation of various probiems 
and for creating a better understanding 
on the part of other branches of the 


electrical industry convention of trade 
groups in the upper Midwest. Held 
this year at St. Paul, it also featured an 
exposition of 100 booths, arranged by 
the North Central Electrical Manufac- 
turers Club. Essex Electrical League's 
7th annual Industrial Exposition at- 
tracted over 50 manufacturer-exhibi- 
tors this year in Newark, N.]J. 

types are con- 
frequently by the electrical 


Courses of various 
ducted 
leagues. These range from a ten-week 
How to Speak Effec- 
tively,” sponsored by the Electrical In- 


course entitled 


stitute of Washington, to a course on 
Supervisory Problems in Human Re- 
lations,” given by the Intermountain 
Electrical Association, Salt Lake City 
These courses are frequently taught by 
college professors or persons in the 
industry 

e Help Locally—The leagues and 
their members are raised to a higher 
level in the community through partici- 
pation in community projects. They ac- 
cept their community responsibilities 
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industry is also provided by the league 

Information on marketing conditions 
is readily made available in league dis- 
cussions and publications. The member 
obtains data on the attitude of the pub 
lic, information on future merchandis- 
ing and advertising activities of manu- 
and and 
detailed ex 


facturers utilities, other 
information, such as a 
planation of government regulations at 
league sessions. This and other infor- 
mation may guide him in future trans- 
actions, and help him make decisions 
on various policies his firm will follow 
e A Public Forum—Recognizing the 
needs and desires of the industry and 
assisting in their solution can in many 
cases be accomplished more effectively 
through a league operation. The prob- 
lems are presented at league meetings, 
or various branches of the industry 
make known their problems and dif- 
ficulties so that other members have a 
better idea of what problems are faced 
by their associates. In this manner, the 
league acts as a public forum on the 


by working along with civic organiza- 
tions. One organization, the Electric 
League of Charleston, W. Va., takes 
part in such projects as the March of 
program, Community 
Chest and similar drives. 

Even those leagues which don’t pub- 
lish weekly or monthly publications 
issue a yearly directory of officers, di- 
rectors, divisions, committees and bu- 


Dimes, heart 


reaus. Some directories also contain a 
calendar of events for the year. The 
various monthly publications put out 
by the leagues include such slick mag- 
azines as Electrical Production, pub- 
lished by the Electrical League of 
Cleveland; the Electric Association of 
Kansas City’s News; Electrical Coun 
sellor, the official publication of the 
Midwest Electrical Council, Minneapo- 
lis; The Electrical Urge, published by 
the Essex Electrical League, Newark, 


NJ. 


problems that face the industry 

By an exchange of ideas at league 
meetings, aid in solving a problem has 
often been obtained. The leagues are 
able to obtain authorities on various 
subjects as speakers, thus supplying 
league members with first-hand knowl 
edge not available to the individual 
firm. At practically all league meetings, 
a question and answer period follows 
each speech, so that each member has 
an opportunity to seek more informa 
tion on some special problem 

Through cooperation with others 
each league member better recognizes 
his dependence on other branches of 
the industry, whether it is the manu 
facturer who produces energy -consum 
ing devices, the contractor who installs 
the wiring, the wholesaler who dis 
tributes the electrical equipment or the 
sells the electric house 


retailer who 


ware. Each member, through his par 


ticipation in the electric league, rec 


ognizes this interdependence of one 


] 


branch of the industry on another 


e Have Illustrations — These mag: 
zines contain news of the industry, a! 
ticles pertaining to the industry, as well 
as advertisements. All are well illus 
trated 
Among 


published by the leagues are the In 


the monthly ne wspapers 
Association's 
Salt Lake 


Electrica 


termountain Electrical 
Watts Current, published in 


the Nebraska-lowa 


Council's Currents, published in On 


City; 
ha; and North Central Electrical In 
dustries’ Contacts, put out in Minneap 
olis 

Year books, annual reports and 
rectories are also issued. For 1951, the 


North 


published a 24-page annual report giv 


Central Electrical Industries 


ing a resume of the organization's ac 


tivities for the year. The directories 
issued by the leagues contain names of 


} 


officers, directors, committees, and 


members and the firms they represent 
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Birmingham, Alabama 


Electrical Association of Birming- 
ham 


A wholesaler, P. B. Pepper, Air Engi- 
neers Inc., is serving as president of 
the Electrical Association of Birming- 
ham this year. Serving as members of 
the Executive Committee are E. G 
Walker, Graybar Electric Co.; R. I 
Hall, Steel City Supply Co 


Fresno, California 
Fresno Gas & Electric Appliance 
Association. 


Three wholesalers are members of the 
Board of Directors of the Fresno Gas 
& Electric Appliance Association. The 
three are Kenneth Graff, General Elec 
tric Supply Corp.; John Harvey, West 
Allan 


inghouse Electric Supply Co.; 


Pontius, Leo J. Meyberg Co 


Los Angeles, California 
Electric League of Los Angeles. 


rhe Electric League of Los Angeles 
} . ] : 
has an electrical wholesaler for presi- 


dent, E. |] 
Brown, Inc. Another wholesaler is sec 
retary, Kenneth R. Johnson, Packard- 
Bell Co. A wholesaler on the Executive 
Committee, in addition to Mr. Young 
and Mr. Johnson, is Jack L. Hargrove, 
Hargrove-Green Co. Distributors from 
Board of Directors 
William H. Cormier, Century 
Distributing Co.; Ray B. Cox, Herbert 
H. Horn, Inc.; Robert W. Davis, Hoff- 
man Sales Harold 
Wesco; Mr Johnson; Mc- 
Mahon, Gough Industries, Inc. Ed 
Morgan, Kierulff & Co: Maxwell 
Rosen, Incandescent Supply Co.; L. E 
Starkweather, Leo J. Meyberg Co.; Nel- 
son R. Thomas, Thomas Distributing 
Co.; Mr. Young; Floyd Yudelson, Floyd 
Yudelson Co 


Young, of Sues, Young & 


the area on the 


nclude 


Corp.; Hansen, 


James 


Pacific Coast Electrical Association. 
Distributors currently participating as 
directors of the Electrical Association 
include C. W. Goodwin, Ir., General 
Electric Supply Corp., and S. W. Scott, 
Graybar Electric Co 
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San Diego, California 


Bureau of Home Appliances of San 
Diego County. 

Wholesalers actively serving this or- 
ganization are Immediate Past Presi- 
dent and Board Member R. T. 
Redfield, Graybar Electric Co. and 
Treasurer Sam L. Hall, Electric Sup- 
plies Distributing Co. Other board 
members are Lee Born- 
stein, Distributing Co.; Gene 
Cramer, Distributors, Inc.; Ivan Laurit- 
zen, R. E. Harris, Inc., who is also 
chairman of the Electronics Commit- 
ree; E. C. Phillips, Coast Electric Co 
Other wholesalers in the group are 
Bob Covell, Century Distributing Co.; 
M. A. Hoff, General Electric Supply 
Bob Jones, Ray Thomas Co.; 
Ed Nystrom, Kierulff and Co.; George 
Porter, Gough Industries; W. W. Pow- 
ell, Western States Electric Co.; and 
Ralph Rohrbach, Pacific Wholesale 


Electric Co 


wholesaler 
Lee 


Corp.; 


Sacramento, California 
Sacramento Valley Electric League. 
Four wholesale distributors are among 
the directors of the Sacramento Valley 
Electric League this year. The four are 
Edwin M. Ames, Gesco; A. A. Nerling, 
Graybar Electric Co.; Henry Catrow, 
Westinghouse Electric Supply Co.; 
Clark Baker, Capital Wholesale Elec- 
tric Co 


San Francisco, California 


Northern California Electrical Bu 
reau. 

C. R. Mathews, of Westinghouse Elec- 
tric Supply Co., is vice president of 
this group. Among 
wholesalers assisting him on the Board 
of Directors are Charles W. Goodwin, 
Gesco; Marvin Jankelson, Incandescent 
Supply Co.; R. W. Kimberlin, Graybar 
Electric Co.; Blaine R. Lind, Graybar 
Electric Co.; Arthur C. Dahl, Gesco; 
and R. S. Sloan, Wesco 


electrical the 


Washington, D. C. 
Electric Institute of Washington. 


Wholesalers who are members of the 


Board of Directors of the Electric In- 
stitute of Washington are A. L. Aikin, 
General Electric Supply Corp.; Wil- 
liam F. Dietz, Westinghouse Electric 
Supply Co.; Fred F. Jaspersen, Gray- 
bar Electric Co.; G. F. Kindley, Edgar 
Morris Sales Co. Jack 
Trible, Trible’s, Inc., secretary; Joseph 


M. Zamoiski, Joseph M. Zamoiski Co 


treasurer, 


Chicago, Illinois 
Electric Association. 
Officers and directors for 1952 of the 
Electric Association, who are electrical 
Alter, The 
president; Axel H 


wholesalers, are Harry 
Harry Alter, Co., 
Kahn, General Electric Supply Corp., 
treasurer; Henry Czech, Westinghouse 
Electric Supply Co., director; and F. R 
Eiseman, Jr., Revere Electrical Supply 
Co . director 


Rockford, Illinois 

Rock River Valley Electric Assn. 
Various committees on which the 
wholesale distributor people are serv- 
ing in the Rock River Valley Electric 
Assn. are the Development Commit- 
tee, with G. K. Olson, General Electric 
Supply Co., chairman, and A. J. Elrick, 
Forest City Electric Supply, a member 
On the Finance Committee is L. Anix- 
ter, Englewood Electric Supply Co.; 
J. E. Lindroth, 
Supply, is on the Membership Com- 
R. M Wesco, 
the Program Committee; and J. Muntz, 
Henry Muntz & Sons Electric Supply, 
is on the Publicity Committee 


Forest City Electric 


mittee; Froom, is on 


Louisville, Kentucky 


Electrical Clearing House of Louis- 
ville. 

Serving on the Executive Committee 
of the Electrical Clearing House of 
Louisville are Charles Brown, Graybar 
Electric Co.; J W. Russell, J W. Rus- 
sell Electric Co.; and E. J. Theobold, 
Jr. E & H Electric Co. Membership 
Committee members are Mr. Theobold 
and Al McClain, Stratton-Terstegge 
Co. W. Link, Tafel 


Legislative Committee chairman. On 


Electric Co., is 
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Leagues from Coast to Coast 


the Code Committee are E. Flamm, 
Brecher Co., and William C. Krauth, 
William C. Krauth Electric Co 


Indianapolis, Indiana 
Electric League of Indianapolis. 
Directors of the Electric League of 
Indianapolis, who are electrical whole- 
sale distributors, are Harley Litteral, 
Peaslee-Gaulbert Corp.; H. M. Fergu- 
son, Van Camp Hardware, Leon Teetor, 
Gesco. Harry Rasmussen, Peerless Elec- 
tric Supply, is secretary 


Davenport, lowa 

Electrical Institute of the Tri-Cities. 
Wholesale distributor people who are 
either officers or directors of the Elec- 
trical Institute of the Tri-Cities are 
J. S. Kimmell, Sr., Republic Electric 
Co., vice president, and Directors E. L. 
Johnson, Graybar Electric, R. F. Baum- 
gartner, Wesco, and J. J. Schmid, Cres- 
cent Electric Supply Co 


New Orleans, Louisiana 
Electrical Association of New Or- 
leans. 

Active wholesalers in the Electrical As- 
sociation are Jimmy N. Roos, Electrical 
Supply Co., vice president of Whole- 
salers, Utilities, Mfrs., Etc.; Joseph M. 
Supple, Electrical Appliance Co., vice 
president of Air Conditioning, Ventila- 
tion. Distributors who are members of 
the executive committee are A. A. 
Demarest, Stratton Baldwin Co.; C. C. 
Langwith, Lighting Fixture & Electric 
Supply Co., Inc.; Albert Levin, Duiz- 
end, Fain and Levin; J. B. Dunn, Wal- 


ther Brothers Co. 


Boston, Massachusetts 
Electric Institute of Boston. 
Wholesalers serving in various capac- 
ities in the Electric Institute are Ed- 
ward E. Martin, Graybar Electric Co., 
Finance Committee chairman; E. E. 
Colladay, Gesco, Membership Commit- 
tee chairman; John H. Furber, Graybar 
Electric Co., Publicity Committee 
chairman; Ralph E. DeLoid, Westing- 
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house Electric Supply Co., treasurer; 
Joseph H. Burke, J. H. Burke Co., John 
W. Grainger, Grainger-Rush Co., Ed- 
win M. Perkins, Boston Distributing 
Div., Inc., members of the Wholesalers 
Division of the Board of Directors 
Past presidents of the association who 
are wholesalers are Alan Steinert, The 
Eastern Co.; William H. Kaiser, Gesco; 
Frederick P. Coffey, Anderson-Coffey 
Co., Inc.; George H. Wahn, George H 
Wahn Co.; E. V. Wetmore, Wesco 


Detroit, Michigan 
Electrical Association of Detroit. 
Wholesalers who are on committees 
and actively engaged in the the activ 
ities of the Electrical Association of 
Detroit are C. C. Crandall, Crandall 
Wholesale Co., president and gover- 
nor; D. H. Sonntag, Splane Electric, 
governor and Membership Committee 
chairman; W. H. Anger, Jr., 
governor and Directory Committee 
chairman; J. W. Haynes, Wesco, In- 
dustry Wiring Promotion chairman 
and member of Promotion Commit- 
tee; A. H. Jones, Madison Electric, 
Operating Committee and Industry 
Wiring Committee chairman, member 
of Program Committee; E. Crumbaker, 
McNaughton-McKay Electric, Sports 
Committee chairman; Ralph T. Per- 
kins, Perkins Sales Co., 


Gesco, 


governor 


Minneapolis, Minnesota 
North Central Electrica] Industries. 
On the Board of Directors of the 
North Central Electrical Industries are 
two distributors, L. G. Mample, Gesco, 
and Charles Lytle, Southern Minnesota 
Supply Co 


St. Louis, Missouri 

St. Louis Electrical Board of Trade. 
C. E. Butler, Jr., Butler Electric Co., 
a past president of the St. Louis Elec- 
trical Board of Trade, is now a mem- 
ber of the Executive Committee and 
also Finance chairman 
L. E. Barrett, Barrett Electrical Sup- 
ply Co., is Adequate Wiring Commit- 


Committee 


tee chairman. Charles Newbill, Gray 
bar Electric, is Golf Committee chair 
man. Appliance Wholesalers Activities 
is W. F. Peters, R. I. Ele« 


chairman 
tric Co 


Kansas City, Missouri 
Electric Association. 

Serving the Electric Association are 
F. M. Sholders, Graybar Electric Co 
vice president, Electrical Supply Whole 
salers Division; J. R. Foley, W. T. Foley 
Electrical Supply Co., J. W. Puckett 
General Electric Supply Corp., direc 
tors; R. F. Janda, Graybar Electric Co 
chairman, Publications Committee; 
J. M. Weir, W. T. Foley Electrical Sup 
ply Co., chairman, Adequate Wiring 
Committee; C. L. Arehart, Gesco, co 
chairman, Attendance Committee; Jack 
Whitney, Columbian Electrical Co., M 
F. Paulsen, Graybar, co-chairmen, En 
tertainment Committee; J. W. Puckett 
chairman, Budget Committee 


Omaha, Nebraska 
Nebraska-lowa Electrical Council. 
Current distributor officers of the NIEC 
are Rudy C. Mueller, Mueller-Selby Co 
president; F. E. Foster, Electric Fixture 
& Supply Co., director; Ernie Olson 
K-K Co., director and chairman of Dis 
tributor Group of NIEC 


Paterson, New Jersey 
Passaic County Electrical League. 
Clifford L. Justesen, National Electric 
Maczko 
Koblziek 


president 


Co., is president, and Alex I 
Robert 


Co., 1s 


Wesco, is treasurer 
Parr Electric 
Distributors Division 


vice 


Newark, New Jersey 
Essex Electrical League 

E. M 
Supply Co., is president of the Essex 
Electrical League. Other 
serving are C. McKew Parr, Parr Ele 
tric Co., vice president; J. P. McCart 
Graybar Electric Co., Program Cor 
mittee chairman; R. J. F. Cullen, Gen 
eral Electric Supply Corp., Executive 


Lacey, Westinghouse Electric 


wholesalers 





Committee; B. Golden, Golden Elec- 
tric Co, Executive Committee; E. 
Heidt, Heidt Electrical Supplies Co., 
Executive Committee; E. B. Latham, 
E. B. Latham Co., Executive Commit- 
tee; George Hasbrouck, Westinghouse 
Electric Supply Co., Attendance Com 


mittee 


Trenton, New Jersey 

Central Jersey Electrical League. 
Names of men, associated with elec- 
trical firms, who have 
been elected to positions in the Cen- 
tral Jersey Electrical League are J. A. 
Madden, Tab Electric Supply Co., Inc., 
treasurer; Harold Fineburg, Fineburg’s, 
director; E. W. Carpenter, Gesco, di- 
rector, W. S. Griffith, Griffith Electric 


Supply Co., vice president of New 


wholesaling 


Jersey Council of Electrical Leagues 


Rochester, New York 

Electrical Association of Rochester. 
George Spillane, General Electric Sup- 
ply Corp., is a past president, and new 
member of the board and member of 
Finance Committee of the Electrical 
Association. Others serving are R. A 
Whitford, ReQua Electrical Supply Co., 
treasurer, chairman Industrial Division, 
board member; Harold Weisberg, Cha- 
pin-Owen Co., Inc., chairman Whole- 
sale Division, board member; George 
Stewart, Stewart Wholesalers, Inc., Fi- 
Hall, Wesco, 


chairman Construction Division, board 


nance Committee; Eric 


member. 


Cincinnati, Ohio 

Cincinnati Electrical Association. 
William L. Mitchener, Harry Knodel 
Distributing Co., heads the Major Ap- 
pliance Group of the Cincinnati Elec- 
Felix Kahn, Home 


another 


trical Association 


Products, Inc., heads 
the Radio-Television Division. Wil- 
liam B. Meek, Westinghouse Electric 
Supply Co., heads a third group, the 
Supply and 


group, 


Electrical Housewares 


Division 


Cleveland, Ohio 

Electrical League of Cleveland. 
In Cleveland, the Electrical 
this year has as its president John G 


League 
Lee, Westinghouse Electric Supply Co 
Distributor directors of the league are 


A. F. Head, Gesco; C. E. Kirkpatrick, 


104 


Graybar Electric; J. G. Lee, Wesco; 
P. B. Leff, H. Leff Electric Co.; F. Si- 
mon, George Worthington Co.; John 
U. Walker, Midland Electric Co. 


Youngstown, Ohio 

Electrical League of Eastern Ohio. 
President of the Electrical League of 
Eastern Ohio is a wholesale distribu- 
tor, C. J. Woodward, of General Elec- 
tric Supply Corp. Wholesalers assisting 
him this year are W. H. Gruger, Phoe- 
nix Electric Co., vice president; J. L. 
Florig, Graybar Electric Co., a mem- 
ber of the Auditing Committee; 
Walter Carlson, Hood Co., 
Luncheon Committee; Robert Cutler, 
Economy Electric Co., Luncheon Com- 
mittee; Howard McCleery, Graybar, 
Luncheon Committee; Frank Ortega, 
Frank's Electric Co., Social Committee; 
W. C. Cutler, Economy Electric Co., 
Social Committee; Fred Wiley, Mart 
Industries, Inc., Board of Directors. 


Electric 


Providence, Rhode Island 


Electrical League of Rhode Island. 
Sylva E. Choquette, Choquette & Co., 
Inc., is president with Timothy Purcell, 
Graybar, vice president, Distributors 
Division; E. Pulver Cook, E. Pulver 
Cook, Inc., treasurer. Directors are 
Pearce B. Johnson, Ballou, Johnson and 
Nichols; Isadore Feldman, I. Feldman 
Co.; Robert H. Waterman, General 
Electric Supply Corp.; Lawrence 
Leavitt, Tracy and Co., Inc.; Walter W. 
Botts, Jr., Wesco. 


Richmond, Virginia 

Electrical Association of Richmond. 
Taking an active part in the Electrical 
Association of Richmond are the fol- 
lowing wholesalers: W.C. John, Gray- 
bar Electric Co.; H. G. Duval, Duval 
Distributing Corp.; John M. Wyatt, 
Jr., Wyatt-Cornick, Inc.; E. T. Moore, 
Commonwealth Sales Corp.; R. J. 
Klotz, Radio Supply Co.; Henry S. 
White, Sampson Distributing Co.; E. 
C. Eck, Westinghouse Electric Sup- 
ply Co 


Norfolk, Virginia 
Electrical League of Norfolk. 


Wholesalers presently serving on com- 
mittees in the Electrical League of 


Norfolk are George Goodridge, elec- 
trical manager of the Noland Co., who 
is Membership Committee chairman, 
and Sam Goldback of Atlantic Electric 
Co., who heads the Attendance Com- 


mittee 


Spokane, Washington 
Inland Empire Electrical League. 
In this newly-organized league, whole- 
salers taking an active part are Dave 
S. Conn, Prudential Distributors, Inc., 
president; V. E. McCain, Graybar Elec- 
tric Co., treasurer, chairman of the Or- 
and chairman 
Henry 
vice 


ganization Committee 
of the Finance 
Vincent, Wesco, 
chairman of the Supply and Apparatus 
Section; Russell Williams, Sunset Elec- 
tric Co., chairman of Appliance Di- 
vision; Leonard Albert, Harper Meg- 


Committee; 


director and 


gee, Inc., chairman of Radio-Television 


section. 


Charleston, West Virginia 

Electrical League. 

T. C. Salmons, Jones-Cornette Electric 
Co., is head of the Electrical League 
Wholesalers assisting him are R. El- 
ward Baker, Jr., Kanawha Valley Elec- 
trical Supply Co., past president and 
member of Executive Committee; Roy 
Samms, Goshorn Hardware Co., Execu- 
tive Committee; John T. Young, Gray- 
bar Electric Co., chairman Membership 
Committee; Harold M. Richards, Vir- 
ginian Electric, Inc., chairman Program 
Committee; Calvin Wilson, Wilson 
Radio Distributing Co., Program Com- 
mittee; B. N. Weiskircher, Virginian 
Electric, Inc., Program Committee; 
Harry Hughes, Thomas-Field and Co., 
Program Committee; Harry Lindsey, 
Charleston Electrical Supply Co., Pro- 
gram Committee 


Milwaukee, Wisconsin 
Electrical League of Milwaukee 
Distributors holding office in the Elec- 
trical League of Milwaukee are E. J 
Finance Committee; 
Robert Robbins, Lappin Electric Co., 
and Ray Bergholz, Graybar Electric, 
Membership Committee; Jim Pros, 
Gesco, Program chairman; F 


Petersen, Gesco, 


Price, 
Boggis-Johnson Electric Co., and Ted 
Markworth, Entertainment 
Committee; G. D. Lappin, Lappin 
Electric Co., Adequate Wiring Com- 
mittee 


Gesco, 
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LINEUP at the speakers’ table includes: Albert Thaler, vice div.: Alex E. Maczko, league treasurer; Clifford L. Justesen, 
president of the league’s inspectors div.; Joseph D. Kreuzer, president of the league; Charlies G. Pyle and Al Byers, of the 
league secretary; Robert Koblizek, vice president, distributors National Association of Electrical Distributors 


Powwow in Passaic 


Three—not just the usual two—birds were killed with the 
same stone recently by the distributors division of the 
Passaic County Electrical League. The division sponsored 
a meeting whose aim was to demonstrate what the functions 
of the electrical distributor mean to three groups—industrial 
customers, contractors, and distributor personnel 


The approximately 100 persons who attended heard an 
address by Charles G. Pyle, NAED executive director, and 
saw a slide film presentation. The meeting was organized 


by Clifford L. Justesen, league president and head of the 
CHARLES G. PYLE was the National Electric Co., and Robert Koblizek, of the Parr CLIFF JUSTESEN 


guest speaker Electric Co., who is one of the league's vice presidents master of ceremor 


ate 


i 
Es SSe 
SITTING: Herb Early, The Okonite Co.; Tom Linter, The TALKING: Cap Parr, Parr Electric C Pasher and W 


Chase-Shawmut C and Bill Clark, National Electric Co Anderson—-both of the Trumbull Dept., General Electr 


CONVERSING: |. Portelli, electrical contractor; N. Andrito JOKING: J. Petruska, Wright Aeronautical Cor 
Stanley Stanton and J. White, Jr all of White G Shauger; Kahant; Wesco-Newark; Bob Koblizek, Parr Electr 
and F. Ginnelly, electrical contractor Alex E. Maczk Wesco-Newark 
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The BBB Is on Your Side, Too 


e Better Business Bureau protects seller from customer 


e Screens fund-raising appeals for busy businessman 


e Counsels executives responsible for industrial relations 


HE Better Business Bureau is pre- 

pared to help you, as well as your 
customer, to eliminate practices harm- 
ful to responsible business and the 
public 

In protecting the seller from his 
customer and the customer from the 
seller, the BBB has warned 

“Every time you buy or agree to buy 
something, you make a contract. This 
is true whether you pay cash, make a 
deposit, pay by installments, or ‘charge 
 « There are two parties to the 
—the seller and . . . the buyer. 
Each has the same right to expect the 
other to live up to its terms. .. . In the 
absence of fraud or misrepresentation, 
neither can properly break, or cancel, 
the without the 
permission of the other party.” 


contract 


or revoke contract 
e Customer Not Always Right—In 
proceeding on the theory that the cus- 
tomer is not always right, however, 
the BBB is careful through patience 
and tact to obtain all the facts. Then, 
if the customer has no legitimate gripe, 
the BBB diplomatically tells him his 
complaint is unfair or groundless 

Assistance is sought almost as fre- 
quently by business firms from the BBB 
as by consumers. In 1951, 308,080 re- 
quests for information and assistance 
were generated by business firms, while 
there were 351,383 complaints from 
consumers and 772,765 requests for in- 
formation 

The BBB, with bureaus in some 100 
cities in the U. S. and Canada, has al 
most 1,000 employees. The employees, 
or BBB-men, are sponsored by the co- 
operative efforts of nearly 700,000 
businessmen, who believe in operating 
business through regulations and re- 
straints imposed, not from outside, but 
from inside 
e Screens Appeals—Assistance to the 
businessman is not limited by the BBB 
to consumer-seller relations, but also 
includes such things as help to busi- 
ness in screening the numerous appeals 
for funds. An example of this growing 
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practice was found in one city by the 
BBB where a chain grocer had made 
965 donations of cash or groceries dur- 
ing a five-month period. In another 
city, five official tag days for funds had 
taken place during the year, but there 
were also 150 unofficial tag days. More 
than half of these involved projects lo- 
cated in other communities, even in 
other countries and in some instances 
nowhere at all, as far as could be de- 
termined by the Better Business Bureau. 


These examples indicate the growth 
of fund-raising appeals in the past few 
years. Contributions to philanthropy 
are now estimated at approximately $4 
billion annually, and more and more 
business firms, asked to contribute to a 
variety of causes, are turning to the 
BBB for help in screening the appeals 
they receive. 

In 1951, the bureaus throughout the 
country handled a record volume of 
inquiries and complaints regarding 
fund-raising appeals. Business firms 
called on the bureaus 54,267 times and 
the public called 33,416 times. 


e Contributors Cautious—Contribu- 
tions are seldom made now by business 
firms on the basis that the cause out- 
lined in the appeal letter appears to be 
worthy and that the letterhead lists 
well-known persons as sponsors. Still 
in the public mind is the extensive ap- 
peal made by the Cancer Welfare 
Fund, Inc., which collected $123,000 
and spent only $7,349 on 54 cancer pa- 
tients. The organization owed $75,000 
at the time it was dissolved by the New 
York State Supreme Court. Literature 
enclosed with the appeal letters listed 
among the organization’s national 
sponsors the names of five state gov- 
ernors, three members of Congress, two 
judges and several prominent persons 
in the literary and theatrical fields. 
The bureaus do not endorse or rec- 
ommend any appeal or organization 
Their principal function is to obtain 


sufficient information concerning a 


particular appeal and the organization 
making it to enable a prospective con- 
tributor to 
whether that organization merits his 
support. 

e BBB Counsels Business—Of in- 
creasing concern to business these days 
is what happens to an employee when 
he is not at work, because it has a di- 
rect influence upon the individual 
when he is at work. The bureaus also 
know from long and intimate expe- 
rience with the public that the em- 
ployee who is burdened with financial 
worries or who is troubled because of 
an unsatisfactory business transaction 
does not make a good employee. 


reach a decision as to 


To aid the employee as well as busi- 
ness, the BBB is performing an 
increasingly valuable service in coun- 
seling business through its executives 
directly responsible for employee and 
industrial relations. It keeps them ad- 
vised on current problems their em- 
ployees bring to the bureaus and what 
can be done by business in the com- 
munity to prevent these problems 

In expanding their services into 
places of employment, the bureaus are 
using especially developed media and 
techniques to inform and protect em- 
ployees. Almost all bureaus distribute 
warning posters on timely topics for 
display. Some bureaus publish bulletins 
especially written to inform employees 
of bureau services and about certain 
things they should watch for and avoid 
when entering business transactions. In 
some cities, booklets are made avail- 
able in racks placed in shops and fac- 
tories 

Best visible proof of the value of 
the bureaus’ services is the increasing 
number of employees who come to 
bureaus for help before getting into 
difficulties experiencing disap- 
pointments. Business, too, has come to 
recognize the importance of the BBB, 
and like its employees, frequently re- 
lies on the BBB for help with an in- 
creasing number of problems 


and 
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“SELL SAFETY" is the tone of this die- 
cut counter display. Portable home fan 
with one-piece Tenite anges = grid 
is featured. Fresh'nd Aire C } 


Dramatic 
Displays 
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SELF SERVICE salesman provides dealer 
with demonstration of consumer benefits, 
even so far as showing ' ‘emptying” fea- 


ture. Landers, Frary & Clark, New Britain 


some ELECTRIC ROASTER 


* 


“MERCHANDISING BAR" is designed 
to give unitized, yet mass display effect 
of products. Available in choice o five 
finishes of oak. : 


TAILOR-MADE to fit manufacturer's small 
room portable electric heater, display is 
silk screened in four colors. Keynote is 


safety. 


ASSORTMENT package serves as coun- 
ter display for complete line of electrical 
devices. Box contains ee items, 6 differ- 


i 


ent devices. Monowatt. Providence 


DISPLAY STAND supports three window 
and eight floor-type fans. Streamers and 
combination counter card and literature 
holder is included. + St 


Each an Extra Salesman 





After a number of unsuccessful calls The dress shop is inadequately 
lighted. It is an ideal prospect 


on former accounts in Valley Falls, ; i 
Salesman Paul Richards was leaving tures 
convinced that the town was wrung hc 


° ° ° “Xs Grocer's ceiling fans are 
dry of business by his competitors. 
But he was dead wrong. Had he done 


some new fluorescent fix- 


and units. 


spotlighting 


so old and slow that even 
the flies alight on them. 





a little scientific prospecting he 
would have discovered that the town 
was loaded with potential customers. 


salesman 
who had just failed dismally to dig 


relieved—for a 


p* RICHARDS looked relieved 
too 


up new accounts in a fertile territory. 
We had just come out on the sidewalk 
after a fruitless call on an appliance 
store—the last of nine fruitless calls 
that day 

“Well, that finishes this town,” he 
said happily, swishing his _ pencil 
through the list of customers his com- 
pany had assigned to him. “Let's get 
some lunch and then drive over to 
Millville. We're 
luck there.” 


I had joined Paul only that morn- 


sure to have better 


ing. He was new at outside selling so 
the company thought it best that I fol- 
low him around to see how his pros- 
pecting was coming along 

After three years in the stockroom 
and behind the counter he had begged 
for the chance into the 
field. When it was decided to revive 


this 


to Ret out 


recently neglected territory he 
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After all, he 
knew our lines thoroughly. He was 
hard-working. He had a ready smile 
for his 


was given his chance. 


and was full of enthusiasm 
new job. But he wasn’t doing so well. 

As with many companies, our man- 
agement was prone to mistake prod- 
uct knowledge for training 
When notion failed to mate- 
rialize—as in the case of Paul Rich- 
ards—they started yelling for the oxy- 
gen tent at the eleventh hour 


sales 
this 


Are you sure there’s nothing more 
here in Valley Falls?” I asked 

Yep,” he replied positively. “Here’s 
the list. See for yourself. The credit 
department made up this list for me 
and I went through the sales depart- 
ment files too. These nine are the only 
accounts Bill Anglis ever called on 

Maybe that’s why Bill Anglis is no 
longer a salesman for Central Distribu- 
tors 

What do you mean? 

When Bill left he hadn't opened 


He's a good fan prospect. 








a new account in this town for a year 
half 
the lush, shortage times 
When it 


just coasted along griping about poor 


and a Apparently he thought 
going 


stopped, he 


were 


to last forever 


business instead of being busy as a 
bird dog finding new prospects.’ 


WE FOUND the restaurant we were 
looking for and stepped in 
“When walk past the 


counter, look and see if our toasters 


you lunch 
and coffee machines are being used 
here,” I prompted 

Not minute 
later as we booth 

Well, Did 
you notice that they're all competi- 
and all old models? 
discolored and 


a one,” said Paul a 
sat down in the 
prospect. 


now he’s a 


tive machines 
The toasters are all 
burned and the enamel has begun to 
chip off the handles of the coffee 
makers. A modern place like this can't 
afford to show that kind of equip 
ment.” 
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—- 
An exhaust fan to draw off cooking fumes and heat would 
make the restaurant a more pleasant place in which to eat 


MrX 











Now He Probes for Prospects 


While we ate I tried to give Paul 
some background information on dig- 
ging up new business. Any salesman 
normally loses about 10 per cent of 
his accounts each year because of busi- 
ness changes as well as competitive 
selling. These have to be replaced with 
new accounts, plus an additional num- 
ber to act as a cushion in case of bad 
times. Scientific prospecting is an im- 
portant part of his job 

Any person or business that could 
benefit from buying our products is a 
for them. That 
retail stores, or 
commercial or industrial accounts. If 
they can benefit from them, then they 


prospect includes in 


dividual consumers, 


have a need tor them 

The three kinds of needs met most 
in selling are: an immediate need, 
when an item has to be replaced at 
once; a potential need, when expan- 
sion or replacement is only a matter 
of time; and a hidden need, where the 


prospect isn't aware that he can profit 
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By Francis W. Sullivan 


by the item and has to be shown by 
the salesman 

Paul looked askance. “We handle a 
lot of lines and a lot of different con- 
cerns use them,” he said, “but how do 
you go about finding out who uses 
what and where they are? 

I went 


desk 


and borrowed the local telephone di- 


over to the cashier's 
rectory. It had the usual yellow-page 
classified section in the back. I opened 
the book there and handed it to Paul 

“Every possible user of our products 
here under a business head 
ing. Start at the beginning and jot 


is listed 


down the types of business who can 
use any of our lines 

The population of Valley Falls is 
less than 30,000, so the job was not 
too great. When the pie crumbs were 
brushed away, Paul handed over his 
lists. It looked 
town was represented 


as though the whole 


Of course, there's some duplica- 


tion,” he explained, “because certain 


And 


consumers we 


accounts handle several lines 


about those larger 


have to be sure they do their own 

maintenance work before calling on 

them. Anyway, how does look 
“Nice job, Paul, I saic 

develop detailed lists 

the backbone of it 

The res 


different 


now wha 
pages of names inder a 
How am I 
I Have 


f 

those groups 

going to call on all of ther 

I got to move 

take care of this town? 
I know it looks like 


him, “but don't 


a big 


told forget 


prospects make a happy salesman 


organize your work so that you 


certain amount of time every day 


finding and calling on new prospect: 
you are. This tows 


no matter where 


has been so badly neglected that 


take 
think of the opportunities you've ¢ 


“Yeah Paul 


several visits to cover it. But 


said cynically 








COMpetili mn solid in every account fe or 


years 

Exactly. That’s why you call your- 
self a salesman, isn't it? Because you 
can find that situation and still get 
your share of the business. Otherwise, 
you wouldn't be worth your weight in 
salt 

Okay, that’s settled. Now where do 
we Start?’ 

Best thing is to do some selective 
selling. Tackle the best prospects first.’ 

How do you know which are the 
best ones? 

There are several ways of finding 
out, but in a situation like this I think 
a local center of influence is the best 
bet. Let’s start downtown and I'll tell 
you what I mean.” 


Paul drove through a sudden sum- 
mer downpour while I began explain- 
ing what I had in mind. I told him 
that “center of influence” described a 
method of prospecting, 
used especially in a new territory. I ex- 


recognized 
plained that it takes time and trouble 
and the exercise of when 
done properly, brought the salesman 


tact, but 


directly in contact with the people he 
wanted to meet and saves a great deal 
of wasted effort and useless calls 

For example,” I told 
to call on Mr. Allen, the vice 
president of the Valley Falls National 
Bank 
duction from an old friend of his. If 
he’s the kind of banker I think he is, 
he'll give us the information we need 


him, “we're 


xOoNL 


I'm bringing a letter of intro- 


about important business concerns 


he re 
Bankers valuable 


centers of influence, I added. On vari- 


aren't the only 
ous occasions I had used the mayor, 
the president of the country club, the 
chief real estate operator and a leading 
manufacturer. It all depended upon 
the product to be sold and the type of 
prospects desired 

Sounds all 


broke in, 


salesman go about getting the proper 


Paul 


but how does an ordinary 


right for you, 


introductions to people like that 
those big shots? And you could get 
yourself into a lot of trouble if things 
went wrong 

Sure, but you don’t do it in a min- 
ute. Any real plugger can learn how 
and save himself a lot of work. It starts 
with contacts and connections 

Think of everybody you know who 
might know somebody who is a good 
who knows the 


friend of somebody 


man you want to see. Start back in our 


own home office. We've been in busi 


110 


ness for 23 years, and the directors and 
department heads know important 
people in every town in your territory. 
They'll be glad to help you once they 
feel they can trust you to handle things 
right. Ah, here’s the bank now.” 


WE found a vacant space opposite the 
solid white limestone building with its 
huge windows and modern clock over 
the doorway. Inside we located Mr. 
Allen in the fenced-off enclosure where 
he handled customers’ problems. He 
was an elderly man, pleasant, relaxed 
and friendly. After the introductions, 
I said: 

“I have a letter here for you from 
Ernie Hobbs, vice president of the 
First National in Central City where 
our company has its account. He sug- 





Four Things to Look for 
In Qualifying a Prospect 


@ Does he have a need for the product? 
If you find he won’t derive a benefit 
from it, then you've saved yourself a 
lot of time. 

® Does he have the ability to pay? If 
his credit rating is low, proceed with 
caution. 

® Has he the authority to buy? You 
may give your all in a demonstration 
only to have your prospect reply, 
“Sounds swell, but | don’t do the buy- 
ing.” 

@ Is he accessible? If his place is 40 
miles away or he hides behind three 
assistants, maybe its better to skip him 
for a while. 





gested I look you up.” 

“How is the old codger,” Mr. Allen 
beamed. “I saw him just a couple of 
months ago at the state banking con- 
vention. He took me for plenty at golf 

the sharpie.” He and 
glanced through the letter. “We're al 
ways glad to help anybody who wants 
to stir up some more business in this 


laughed 


town. Now, what can I do for you?’ 

I explained our products and our in- 
rention to call on a selected group of 
retailers and consumers best qualified 
to use or sell the lines. As a starter, I 
him Paul's list of 
We don’t need to bother you 
about financial ratings,” I explained 


handed business 


groups 


We can get those through our credit 
department 

What we would particularly like 
to know are the live, progressive mer- 
chants in town—fellows who can see 
the money-making opportunities in 


handling the branded, nationally-ad- 
vertised merchandise we sell.’ 

“That shouldn't be too hard,” Allen 
replied with a smile. “These people 
are our steady depositors, and I want 
to give them a chance at anything that 
will increase their business.’ 

Having lived in Valley Falls all his 
life and made his career in the bank, 
he knew everybody—and the good in 
them. While Paul and I took notes, he 
suggested prospects under every cate- 
gory in the list; not only names and 
addresses, but thumb-nail sketches of 
firms and individuals, 
the way up as well as conservative, 
long-established concerns. It was a 
condensed Who's Who of Valley Falls 
as far as our business was concerned 


newcomers on 


Ir was near closing time when we fin- 
ished, and we left with Mr. Allen's 
cordial invitation to return at any time 
we thought he could be of further 
service 

“That doesn’t happen very often, 
does it?” 
we climbed into the car 

“As a matter of fact, most bank of- 
ficials are glad to help men from repu- 
table companies who come with the 
right introductions. Naturally, they've 


Paul asked in a dazed way as 


got to see some advantages for them- 
selves or their community.” 

‘Well, we don’t go right ahead on 
these prospects without having their 
credit checked, do we?” 

“You can check them when you get 
back to the office, but you can be sure 
Mr. Allen didn’t any bum 
credit risks. Just the fact that he ap- 
proved these accounts for us means 


hand us 


that they have been fully qualified 
‘All right now, suppose we got the 
run-around at the bank,” Paul retorted 
“How prospected 
then? 
“We'd 


present 


would we have 


the best of our 
We wouldn't ask 


them to suggest Competitors, of course, 


have used 


customers. 


but we would get leads on the best 
industrial accounts from good retailers, 
and vice versa 

this ‘endless 


Some businesses use 


chain’ method of referrals and recom- 


mendations almost exclusively as a 


source of new accounts. There are 
other ways to get around it. It’s largely 
a matter of resourcefulness and com- 
mon sense 

Paul grinned. “Reminds me of the 
hunting season when you turn the bird 


dog loose in a field and he 


(Continued on page 140) 
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° ? Based on 1949 Social Security records (the latest available) 
How Many Contractors in US. these figures show the number of electrical contracting firms 


by states and their approximate size in terms of employees 





Number of Employees 





STATES Number 
of Firms 8-19 20-49 59-99 





Maine 10 
New Hampshire 7 
Vermont 4 
Massachusetts 103 
Rhode Island 12 


Connecticut 


New York 
New Jersey 
Pennsylvania 


Ohio 
Indiana 
Ilinois 
Michigan 
Wisconsin 


Minnesota 
lowa 
Missouri 
North Dakota 
South Dakota 
Nebraska 
Kansas 


Florida 

Delaware 

Maryland 

Virginia 

West Virginia 
North Carolina 
South Carolina 
Georgia 

District of Columbia 


Kentucky 
Tennessee 
Alabama 
Mississippi 


Arkansas 
Louisiana 
Oklahoma 
Texas 


Montana 
Idaho 
Wyoming 
Colorado 
New Mexico 
Arizona 
Utah 

Nevada 


“~wvyvn NO WwW — 


Washington 322 
Oregon 249 
California 1,577 








United States 16,358 
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Electric housewares bridal gift display idea for distributors to suggest to their dealers is one of many 
sales aids thought up for electric housewares promotion. It helps to confirm the opinion that . . . 


The Gift Campaign Is Here To Stay 


HERE'S no doubt about it. The Elec 

tric Housewares Gift Campaign is 
here to stay. 

Now entering its third year, this 
year’s participation in the campaign is 
expected to far exceed that of last year. 
Dealer and distributor cooperation is 
greater, probably because the two have 
read and heard so much about the cam 
paign aimed at helping them sell more 
merchandise. By 


now, both know that 


the gift 


promotion 


campaign is no temporary 


Proof of 
this fact comes from J. P. Mcllhenny, 


cl 


e A Continuous Program 


airman of the sales promotion com 
mittee of the Electric Housewares Sec 
National Electrical Manu 
Assn., 


tion of the 


facturers sponsor of the cam 
paign. Mr. Mcllhenny, vice president 
in charge of sales of Waring Products 
When the 


many 


declared recently 


( Orp., 


campaign first started partici 
pating organizations adopted an. atti- 
tude of watchful waiting to see if it 


Now 


the feeling is that it is here to stay and 


would continue year after year. 


offers a continuous worthwhile rally- 
ing point around which to center pro 
motional activities to further the sales 
of electric housewares 


To make the trade more aware of 


112 


the tremendous sales potential existing 
in the multi-billion doilar gift market, 
the Electric Housewares Section ran off 
100,000 copies of a 32-page sales plan 
book for distribution to dealers, dis- 
tributors and electric leagues. This was 
followed by a veritable barrage of how- 
to-do-it articles in practically every 
trade publication read by electrical 
dealers and distributors. 

e Newspapers Cooperating—Addi- 
tional impetus has been given the pro- 
gram recently by the newspapers of the 
nation. As of May 1, over 800 of them 
had ordered and were using the gift 
campaign mat kit in conjunction with 
the 13-page newspaper ad section of 
the plan book. Mr. Mcllhenny an- 
nounced the middle of May that the 
supply of the 1952 spring display and 
promotional materials was about ex- 
hausted because of the large demand 
The materials included a 72-piece dis- 
play kit which sold for $3.95. “This is 
proof positive,” he said, “that this cur 
rent program is even more resultful 
than last year’s.” 

As with most programs of this type, 
it has taken time to get the story over 
to all segments and all trade levels. 
Now it is beginning to show results of 
that groundwork. “Since the beginning 


of this year,” said Mr. MclIlhenny, “the 


activity has not only carried over mo- 
mentum gained in the past, but has 
actually snowballed beyond our great 
est expectations. The fact that addi 
tional thousands and thousands of deal 


ers are tieing in is most encouraging 
he said. 
e Cooperation 
area committees were set up last year 


campaign 


proof, 
Increasing Local 
well after the start of the 
Their mission was to more effectively 
get the story of the gift campaign to 
dealers. Some time was lost in getting 
the committees started, Mr. Mcllhenny 
reported, but great stress has been laid 
this year on getting the necessary early 
start for the fall and Christmas phase 
of the gift campaign. ¢ hairmen of the 
local committees report that it is easier 
getting dealer and distributor coopera 
tion this year 

The 


housewares gift program can be a sub 


realization that the electric 


stantial and permanent asset in the 
dealer's and distributor's sales did not 
happen over night. It had to 
and it did. Mr 


pects the campaign t 


prove 
itself, Mcllhenny ex 
be bigger this 
year than in former years, and that it 
will continue to grow “as we consoli- 


] 


date our gains 
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you can always tell HAZACORD: 


the METAL MOLD CURE makes the difference 


OU can always tell HAZACORD—first, by appear- 

ance, and second, by performance. It’s the 
metal mold cure that makes the difference... 
makes HAZACORD the best flexible cord you've 
ever used. 

When the metal mold in which HAZACORDS are 
pressure vulcanized is stripped away, the name 
HAZACORD appears in raised letters on the sheath, 
as shown in the illustration. This embossing is your 
proof that every foot of HAZACORD is mold cured. 

But it’s in performance that you find the real 
difference. Mold curing makes the Hazaprene 
ZBF Sheath denser, smoother, and tough enough 
to take the worst kind of beating. Despite oil or 
grease, heat or flame, moisture, weather, abrasion 
or mechanical damage, HAZACORDS keep your 
portable power tools and equipment on the job 
at all times. 


Inside this rugged mold-cured sheath are extra- 
flexible conductors, a carefully compounded rub- 
ber insulation, and strong fibrous laterals. The 
design, construction and materials of each com 
ponent adds to the longer service life and superior 
performance of HAZACORDS. 

But it’s the metal mold cure that makes the big 
difference ...that tips the balance between an 
average portable cord and high performance 

HAZACORDS. It’s why produc- 
tion and maintenance men 
everywhere are saying HAZA- 
CORDS /ast longer, perform bet- 
ter and save money. Write for 
HAZACORD BULLETIN WH-444 
Hazard Insulated Wire Works, 
Division of The Okonite Com- 
pany, Wilkes-Barre, Pa. 


Af Ki YL) insulated wires and cables for every electrical - 
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G-E ballast No. 89G332 for 32-w Circline lamp. 


HEW: Ballast 89G322 for 22-w Circline lamp. JUST ONE G-E ballast (89G331) operates two 14, 15, or 20-w lamps, or two 22-w Circline lamps. 


More fixture designs possible 


Now—make residential fixtures with all the above 
lamps and combinations — without using starters! 








For the first time you can make fixtures using all 
of the above lamps and lamp combinations—with- 
out using external starters—with General Electric’s 


expanded line of Trigger-Start Ballasts! 


EXPAND YOUR MARKET 


Your fluorescent fixtures will sell easier and faster 
because of the great customer appeal of G-E Trig- 
ger-Start Ballasts. They start lamps instantly with- 
out flickering, and they remove the bother of 
replacing worn-out starters. Moreover, these bal- 
lasts conserve lamp life because of their unique 


operation: electrodes are immediately pre-heated 


at the flick of the switch, then starting current drops 
to practically zero when the lamp goes on—almost 


faster than the eye can see! 
REDUCE STOCK PROBLEMS 


Note that only five different G-E Trigger-Start 
Ballasts are needed to operate all of the above 
lamps and combinations. And, of course, there’s no 
need to stock starters for trigger-start ballasts. 

For more information on G-E Trigger-Start 
Ballasts contact your local G-E Sales Office, or write 
Section 412-98, General Electric Co., Schenectady 
5, New York. 


GENERAL @@ ELECTRIC 





ONE G-E ballast (89G320) for 14, 15, or 20-w lamps. 


NEW : G-E ballast 89G333 for one 12-inch and one 8'2-inch, or two 12-inch Circline lamps 


with G-E nie slat Ball 





BETTER BALLASTS to help you build your fluorescent trade are continually 
being developed by G.E.—world’s largest producer of ballasts. Above, G-E 
engineers work out new ballast design. 


Ca ata 


RY 


‘ 
A en eS 


TOP PERFORMANCE is the result of continuing study of fixture manufactur 


ers’ problems and actual ballast operation 


fa 


a > 


RY, i al | 


a\3 


* 
/ =. 
‘ . 


MORE BALLASTS AT LOWER COST are made possible by G-E standard 
ization and mass-production methods. Above are automatic punch presses for 


cutting core laminations in G-E Danville (ill.) Plant 


on 
YOUR ASSURANCE of a good ballast every time you buy G-E is automatic 


testing apparatus on the production line 








ROYAL 
ELECTRIC 
WIRE 


has earned 
the confidence 
of users everywhere 


by uniform 


DEPENDABULTE® 











BUY IT 
for quality... 


SELL IT 
for profit / 


| RONAL 


thru wholesalers 


tealily 


ELECTRIC WIRES 

weality ° WIRING DEVICES 

CORD SETS * TROUBLE-LITES 
CHRISTMAS LIGHTING 


ROYAL ELECTRIC CO., Inc. * PAWTUCKET, R. |. 
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MmeETAL TUBE PLASTIC ARMOR 


A new item to sell . . . a door-opener 
for your salesmen . . . longer-lasting 
ELECTRUNITE “Dekoron-Coated” E.m.T. 
for severe-corrosion locations . .. an 


ELECTRUNITE exclusive. 
INCH-MARKING . .. an exclusive 


ELECTRUNITE sales feature contractors 


like. Easier to fabricate and install... PI 


@ The five big exclusive features that make ELECTRUNITE E.M.T. 
Number One in E.M.T. sales... 

















INSIDE KNURLING . . . another ELECTRU- 
NITE exclusive. By actual tests makes wire- Plus... 


lling easier. . — : 
seme dea Quality control that stretches from Republic's ore mines to the blast 


furnaces and rolling mills to the finished ELECTRUNITE E.M.T. that 





you carry... 

More than 20 years of service from millions of feet in hundreds 
of structures of all types... 

Produced by the time-proved electric-weld process, by the same trained 
people that make strong dependable ELECTRUNITE Boiler Tubes. 
E.M.T. carrying the ELECTRUNITE label was first in the field, is 


kept first by continuing Republic research. 
You hitch to the leader when you are an ELECTRUNITEE.M.T. Distributor. 





ACCEPTANCE .. . first in preference 
by brand-name in unbiased surveys... 
on ELECTRUNITE feature. 





Be sure you use all these Electrunite helps 


BENDING INSTRUCTIONS . «+ for your é ‘ Sovchinodtiiincter 

customers’ convenience .. . an ELECTRU- x ELECTRUNITE Distrib- peorints of | 
NITE extre, utor promotional §giecraunite | 
Reprints of our 8-page Sweet's "Mailings. E.M.T. odver- 
Catalog section for your tisements to contrac- 
distribution. tors, architects and specifiers. 





REPUBLIC STEEL CORPORATION 


STEEL AND TUBES DIVISION 
224 EAST 131st STREET + CLEVELAND 8, OHIO 
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..sand cash in on 
added lamp volume 
and profit 


Champion Lamp’s Engineered Maintenance 
Plan is the hottest thing in the lamp business 
today. 

It’s being intensively advertised in these 
leading magazines. 


MILL & FACTORY 
FACTORY MANAGEMENT & MAINTENANCE 
MODERN INDUSTRY 


PURCHASING 


nd Ho 
w 

your lamp Ftd 
n 


ELECTRICAL SOUTH - coors pe, ePloce Six tom 
'o "®place ene PS fo, wher jy, 
MAIL THIS 7 
COUPON 
TODAY 


ELECTRICAL EQUIPMENT 


fon ej 
m 
Outs ‘mote 83% of 


INDUSTRIAL EQUIPMENT NEWS 





NEW EQUIPMENT DIGEST CHam 
ja Onngal 


fac "USerrs 


m ! Your 
ar 
"ePlacems (Folder p 


tease ms 
4nd Sroup 





Industrial lamp users in your territory are showing extraordinary 
GET THE CLEAN CUT, 


interest in this Champion Plan. They’re telling us it’s the clearest, SURE FIRE SALES STORY 
ON THIS REMARKABLE 
gi BUSINESS BUILDING OP- 
they’ve seen. They're eager to put it into effect with CHAMPION PORTUNITY, NOW WHILE 
IT’S HOT! 


most helpful contribution to lighting efficiency and economy that 











Write, phone or wire Champion Lamp Works, Lynn, Massachusetts 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 
A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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Each Panelboard 
on this page 
is designed for 
ONE kind of job... 


... the job that a “particular” kind of distribution cir- 
cuit in your customer's plant calls for. 

Of course, we both know that the distribution circuits 
in one plant may be very similar to those in another, 
but, when you come right down to it, you won't find 
very many electrical distribution circuits that are 
exactly the same. 

To make sure your customer gets the best panel for 
each application, Trumbull does two things: 

1. Supplies enough different types of panelboards 

to cover every kind of service requirement. 

2. Exactly matches the special combination of re- 

quirements you set up for each panel through 

standardized construction that permits fast but 

individualized assembly of components. 
“Specially assembled” panels of the types shown on 
this page will exactly meet any distribution panelboard 
requirement you now have. Others will take care of all 
your lighter power and lighting requirements. 


1. Two Trumbull Converti-Fuse Panelboards—the most compact distribu- 
tion panelboards available. Branches: 30 to 400 amps. Service: 250 volts d-c, 
600 volts a-c; single- or three-phase. All Trumbull panelboards use studs 
in the box, larger holes in the back plate for easy alignment of panel even 
though box is misaligned. 


4. A Trumbull ABH Circuit-Breaker Panel- 


2. A Trumbull Swing-Wa Panelboard—an 
ultra sturdy heavy-duty fusible panelboard 
with dead-front, hinged cover operation. 
Branches: 30 to 600 amps. Service: 250 
volts d-c, 600 volts a-c; single- or three- 
phase, and with circuits that are convert- 
ible. Trumbull panelboards are available 
with a special dual-purpose front for sur- 
face or in-the-wall mounting. 


TRUMBULL 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 


3. A Trumbull Convertible Circuit-Breaker 
Panelboard — versatile circuit-breaker-type 
assembly, sectionalized for maximum con- 
vertibility. Can include space for future 
circuits. Branches: 15-600 amps. Service: 
250 volts d-c, 600 volts a-c. Trumbull panel 
boards are easily mounted by means of 
“button holes” that permit screws to re- 
main “in place” at all times 


PLAINVILLE, CONN. 


board 
the “convertible” panel. Compactly de- 
signed to handle lighter loads. Ready in 
terchange of individual breakers simplifies 


uses same type circuit breakers as 


wiring-system changes. Branches: 15 to 50 
amps. Service: 240 volts a-c single- or 
three-phase; 125/250 volts d-c. Knockouts 
will be specially cut where requested 


ELECTRIC 





with the 
G-E WATCH DOG" STARTER TAG 
d 





@ Through advertisements like these, more and 
more of your customers are learning about the 
important savings that go with fixtures equipped 


with G-E Watch Dog starters. 


Begin today to tie in with this story of 


economy. Display the Watch Dog tag. Show your 





customers the famous red reset button of the 
Watch Dog starter. It will pay off in increased 


acceptance and reduced call-backs. 


So, make the G-E Watch Dog story part of 
your story now for easier selling . . . for sales you 
can be proud of. Section Q13-726, Construction 
Materials Division, General Electric Company, 
Bridgeport 2, Connecticut. 


Registered Trade-mark f General Elect 


; You COV ful pow confle a 
GENERAL @@ ELECTRIC 
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All along AML AE 





e- are Heavier— 
Stronger— 
Easier to Install 


There is a P-L Anchor to meet your requirements 
for any size job... all along the line .. . from the 








smallest distribution lines to heavy power trans- 
mission lines. Available in six, eight and ten inch 
diameters with holding power classifications from 
2500 pounds to 20,000 pounds. P-L Anchor su- 
periority has been proved by use in over a million 
installations. All P-L Anchors are made of heavy- 
gauge, high-strength steel... are easy to install 

give maximum holding power with minimum in- 


stallation cost. 


WRITE FOR DESCRIPTIVE LITERATURE 


PigEPER-LILLARD, INCORPORATED 


TELEPHONE TERR YHILL 3-2525 ~ 122N KIRK WOOD ap - st towns 
ORIGINATOR S 


July, 1952—ELECTRICAL WHOLESALING 








If theres dust, on it 


it may be 


NON-FERROUS SCRAP 
NEEDED, TOO! 


} 


it’s needed to make STEEL! 


One half of all the raw materials used in steel production is scrap. 
Today, the mills aren’t getting enough iron and steel scrap to keep up with 


greatly increased steel production. 


AND WHAT IS SCRAP? 


Scrap is many things. Here are three: 


1, the “left-overs” of iron and steel pro- 
duction, fabrication and machining. 


2. junked autos and old farm machinery. 


3. obsolete iron and steel equipment in 
factories, such as old machinery, 
tools, dies, jigs, fixtures, chain, 
valves, etc. 

But—the “left-overs’’ are not great 


enough today to fill the unprecedented 
demands for steel production. 


And, with replacements scarce, less 
junked autos and farm machinery have 
entered the scrap supply lines. 

So—only by digging out all the never- 
to-be-used odds and ends of broken, 
worn-out, and obsolete factory equip- 
ment ... can mills and foundries get all 
the scrap they need. 

If they don’t get it, steel production 
rates may be severely hampered . . . and 
our country’s effort to maintain military 
strength and civilian economy at the 
same time, will be crippled. 


It’s YOUR Job to Furnish More Scrap 


Institute a steel scrap salvage program in your plant. Appoint one to 
official in your company to take full responsibility. Have him consult wit 
your local Scrap Mobilization Committee and local scrap dealers. The nearest 
office of the National Production Authority, Department of Commerce, can 
tell you who your local Scrap Mobilization chairman is. 

Do this now. Write for a copy of the booklet, “Top Management: Your 
Program for Emergency Scrap Recovery’’, to Advertising Council, 25 W. 


45 St., New York 19, N. Y. 


This advertisement is a contribution, in the national interest, by 


McGRAW-HILL PUBLISHING COMPANY, INC. 


330 WEST 42nd STREET, 


NEW YORK 18, N.Y. 





ELECTRICAL WHOLESALING—July, 1952 





(The following sad, amusing tale of Soviet 
power woes was written by P. Dudochkin, corres- 
pondent for ‘Socialist Agriculture”, and appeared in the 


September 6, 1951, issue. 


We think it’s worth repeating. A 


quantity of reprints are available if you'd like them.) 


LACK OF INSULATORS HOLDS UP 
FARM ELECTRIFICATION IN SOVIET UNION 


“The Porcelain insulator has be- 
come a stumbling block in a great 
Dudo- 
Socialist Agriculture’ Sep- 

“The of 
Rural Electrification apparently does 


State undertaking,” writes P. 
chkin in “ 
tember 6. Administration 
not deem it necessary to bother about 
such trifles.”” 


“Socialist 


describes 


The correspondent for 
Agriculture”’ 
the situation on several collective 


graphically 
farms in the Soviet Union 


There was rejoicing in the kolkhoz 
which is located 
in the city of Kalinin. The 
cation of all the villages of the kolk- 


“Paris Commune,”’ 
electrifi- 
hoz was being completed. Two sub- 
stations already had been equipped 
and the motors* were in place ready 
for production. The electricians were 
putting up the transmission lines 
and in a few days the surrounding 
kolkhozes were to have electricity. 
The only person who was not happy 
at the prospect was the senior work 
superintendent in charge of the elec- 
trification. 


“I cannot understand how anyone 
can be in a bad mood when the en- 
tire district will be transformed with- 
said the chairman of the 
The 


should re 


in a week,” 
kolkhoz 


“Paris Commune.” 


*Probably 


ad 


work superintendent was silent; he 
did not wish to grieve the chairman. 
The great event of turning on the 
The 
No- 


body knows when they will have it 


electricity did not materialize. 
farms will not have electricity. 


not even the work superintendent. 


‘We are obliged to stop work,”’ an- 
nounced the superintendent. “Why? 
What is the reason? What is wrong? 


the questions poured from all sides. 


The superintendent took out of his 
pocket a piece of porcelain tubing 
with bent ends and put it on the 
table, 


ing up the work.” 


This is what is hold- 
“But that is an 
ordinary porcelain insulator, this is 
a trifle,’ exclaimed the kolkhoz 
chairman. “Absolutely correct,” 
the 
nothing can be accomplished with- 


saying, “ 


agreed superintendent, “but 


out it.” 


“Socialist Agriculture”’ 
that inquiries at the Kalinin office 


reports 


of rural electrification elicited the 
following comment from the man- 


ager: 


We have turbines, generators and all 
kinds of the latest electrical equip- 
ment, but no insulators. Porcelain 
insulators are worth their weight in 
gold. 


transformers may be r in translation, or may 


me 


The manager continued 
the lack 
several hydroelectric power stations 
the Kru- 
tets in Teblesh raion, the Pereslegin 


Owing to of insulators 


cannot go into operation, 


and Senchugov in Vysokov raion, 
and others. Special messengers have 
been sent to different cities in search 
of insulators, without any results. 
There is only one way out, to make 
another visit to the Main Adminis- 
tration of Rural Electrification of 
the Ministry of Agriculture of the 
USSR. 

The paper reports that two trips 
were made to Moscow, six months 
apart, but 
achieved. Whenever the delegation 


no results have been 


visited the Ministry, the employees 
remarked: 

“Electrical insulators. But that's a mere 
trifle. You go out and find them your- 
self.” 


The visitors explained the situation, but 
their request was not satisfied and it 
has not been satisfied up to the present 
time. 


an on farms 


Be thankful there’s stil free enterprise here 


to give you all the porcelain insulators you need —~NOW! 
YOUR INDEPENDENT INSULATOR MANUFACTURER 
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Heres why -T-E Circuit 


> 


THEY ARE THE MODERN WAY TO GUARD VITAL 
LIGHTING, POWER, AND DISTRIBUTION CIRCUITS 


THEY OPEN UP BROAD, NEW, SELECTIVE MARKETS 


THEY GIVE YOUR CUSTOMERS IMPORTANT, LASTING 
OPERATING BENEFITS: 


POSITIVE PROTECTION 


Thermal time-delay trip (1)—provides 
overcurrent protection. Prevents circuit 
interruption on harmless overloads. 


Magnetic instantaneous trip (2)—assures 
split-second tripping on short circuits. 


Rugged over-center toggle mechanism (3) 
~-assures quick-make, quick-break opera- 
tion under all circuit conditions. 


Silver alloy contacts (4)—Breakers will 
carry full-rated load indefinitely with- 
out overheating. 


High contact _pressure (5)—assures long 
contact life. 


Common connecting arm and tripper bar 
(6)—All poles operate simultaneously. 
Prevents single-phasing of motors. 


Magnetic arc chute (7)—extinguishes arc 


immediately. Provides high interrupt- 


ing capacity. 





encLoseD LOW -VOLTAGE 


. I-T-E CIRCUIT BREAKER COMPANY « 19TH 
Canadian Mfg. and Sales: Eastern Power Devices, Ltd., Toronto 





Breakers are always in dema 


Solderless pressure wire connectors (8)— provide 
firm, lasting connections. 





Repeated electrical tests—-assure continued 
calibration accuracy. 


SWIFT RESTORATION OF SERVICE 


Three-position handle (9)—indicates at a glance 
whether breaker is ON, TRIPPED, or OFF. 
No parts to replace when breaker opens on 
overload. No specialized personnel required to 


restore service. Anyone can quickly reset breaker. 


SAFETY FOR PERSONNEL 
Trip-free over-center toggle mechanism design 
(10)— Breaker cannot be held closed on overload. 





Enclosed case (11)—Sealed to prevent tamper- 
ing. Protects personnel from live parts. 


OUTSTANDING ECONOMY 
One initial cost—nothing to replace. 
Easy installation. 


Tough bakelite molded case and rugged con- 
struction features—assure long, economical, 
trouble-free operation. 


AVAILABLE IN RATINGS FROM— 
10 to 6,000 amperes continuous 
up to 600 volts a-c, 250 volts d-c 
up to 100,000 amperes interrupting capacity 


AIR CIRCUIT BREAKERS 


AND HAMILTON STREETS, PHILADELPHIA 30, PA. 
Export Sales: Philips Export Corporation, New York 17, N.Y. 








THERE’S AN I-T-E CIRCUIT BREAKER 
FOR EVERY APPLICATION — 


Indoor and outdoor... 
in four types of enclosures... 


available with auxiliary devices for special 
applications. 


I-T-E 1S STILL APPOINTING DISTRIBUTORS 


Ask your local I-T-E representative to explain 
the advantages of an authorized I-T-E dis- 
tributorship—and how it will pay off for you. 
Ask him for a copy of our comprehensive 
80-page Speedfax Catalog. It contains detailed 
information about the wide I-T-E line. Full 
of illustrations, specifications, dimensions, 
and prices. 








Every month the big hand of advertising in 
ELECTRICAL CONSTRUCTION AND MAIN- 
TENANCE reaches out and opens more than 
25,000 buyers’ doors for you. Quickly and simul- 
taneously it carries your basic sales message into 
the business thinking of your best customers and 
prospects ... arouses their interest and creates 
strong preference for the lines you handle. 


These are the manufacturers whose advertising 
made up the “big hand” in the June issue. 
Through their efforts, worthwhile buyers of elec- 
trical products are readied to get down to cases 
when you arrive. And in the end, this sales-con- 
ditioning process makes your calls more produc- 
tive ... your efforts more profitable. 


Of course, the big hand of advertising is only as 
strong as the arm that supports it... only as 
well received as the magazine that carries it. 
That's why more manufacturers select ELEC- 
TRICAL CONSTRUCTION AND MAINTE. 
NANCE to carry their advertising than any 
other publication in the field. They know it is 
well received — is consistently voted “most use- 
ful” by the electrical men you sell: electrical 
contractors, heads of industrial electrical depart- 
ments, consulting engineers and motor service 


shop owners. 


ELECTRICAL 
ONSTRUCTION 
AND MAINTENANCE 


@ A McGraw-Hill Publication ABD 
330 West 42nd Street, New York 36, N. Y. 
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Advertising in the June Issue of 
ELECTRICAL CONSTRUCTION and MAINTENANCE 


Accurate Mig. ¢ 
Adalet Mfg. Ce 
Adam Electric Co. Frank 
Advertising Cu 
Allix-Chalmer- 
AULSteet Equipment. Ine 
Alter Co. The Harry ‘ 
American Encaustic Tiiing Co., Inc 
lectronic Division . 
American Steel & Wire Div.. United States 
Corporation ° 
Wire & Cable Co 
Appleton Electric Co 
Arre Expansion Bolt Co 
Arrow Hart & Hegeman Elec. Co 
Austin Co. The MOB 
Co 


| a 

Benjamin Electric 
Biddle Cx 
Bi-hop Mig 
Blackburn Co 
Blackhawk 
Blackhawk Mig 
Briegel Method 
Brvant Electric 
Ruflale Forge Co 

Electric Preauct- Co 

In 


Manufacturer- 
Work. 
imc 
lark Controller Co 
age, Var. 
reseont Tae Wire & Cable Co 
Crown Industrial Products Co 
Cartis Lighting. Inc 
Cutler Hammer. Inc 
Nav-Brite- Lighting. Inc 
Delew Products Division of General Motors 
Corp 
hedee Corp. FW 
de Pant de Nemours & Co. Inc. ET 
Fronomy Fuse & Mig. Co 
A Co. Tne 


ectrie & Mig. Co. 
veilities Te 
Fleetricat!’ Wholesaling 
oCompound Co 


Products Co 
Fullman Mie. Co 


evtric Specialty Ce 
Co 
Mfe. Co.. Ine 
General Electric Co 
(Apparatus Dept.) Second 
5. a8 
(Construction Material De pt.) 
is 
(Lamp Dept) 
Feneral Switch Cy 


Hazard Insulotat Wire Works 
Heinemann Electric Co 


Hevi Duty Electric Co 
i 


International Rewister Co 
Tevington Varnish & In-ulater Co 


Keeneman Co 

ton T 

r El 
Leviton Mig. ¢ 
Lindell Electric 
Litecontrel Corp 
Marcus Transformer Co 


5 


‘ 
Fourth Cove 
oF 


McGill Mig. Cu 
MeGraw-Hill Book Ce 
McGraw-Hill Catalog Service 
Metak raft’ Products Co 
Midwest Electric 
Milwaukee Eber 
Minerallac Ele« ‘ 
Minnesota Mining 
Mitchell Mfg. Ce 
Murray Mig. Corp 
National Electric Co 
Natvar Corporation 
Ohonite Co. The 
geburg Mfg 
Co 
‘ 


Inc 


Inc 
Pean-Union Electric Corp 
‘ Cn 


Quadrangle 
Quijada Toul Co 
Ramet Fastener- 
Remington 

Re public § 
Revere Eber 


chm & Haax Co 
oll A-Rerl Ce 

eller Smith Corp 
um Cable Corp 


Ce 
Signal Electric Mig. Co 
Signal Engineering & Mig. Co 
Silvray Lighting. Inc 
Simpkx Wire & Cable Co 
Smitheraft’ Lighting Division 
Sorgel Elec. Co 
Spang-Chalfant (Div. of The National Su 
ply Ca 
Sperti Faraday Inc 
Square D Co Third 
Standard Transformer Co 
Steel City Elec, Co 
Steel & Tubes Division 
Stonce Elec, Prod. Co 
Superior Carbon Products. Inc 
Superior Elec. Co. The 
Sylvania Ehectric Products. Inc 
Svatron Company 
Thomas & Betts Co 
Themp=on Elec. Co 
Thread-Ery Mig. Co 
Titehener & Co. EH 
Triangle Conduit & Cable Co. Ine 
Trumbull Elee. Mig. Co 
Truseon Steel Div. Republic Steel Corp. 
UC Lite Mfg. Co 
Utica Drop Forge & Tool Corp 
Brox. Inc 
Electric Corp 
FF. W., The 


Western Insulated Wire Co 
Westinghouse Electric Corp 
(Better Homes Dept.) 

(Lighting Division) 
(Pitt<burgh) 
Where To Buy 
Wodack Electric Tool Corp 
Youngstown Sheet & Tube Co 


SEARCHLIGHT SECTION 
(Classified Advertising) 
H. E. HILTY, Mgr. 
aESSerewnens 


ooks 
BUSINESS OPPORTUNITIES 
Offered . esee 


25. 28. 29. 


EQUIPMENT 
(Used or Surplus New 
For Sale ° 
WANTED 
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Now....RUMBULLITE 


at a new low cost! 


New load centers with 
plug-in breakers 
now priced lowest on the market 


NEWS! Trumbull is now offering TRUMBULLITE Load 
Centers from one through eight circuits at a lower cost than 
that of any load center on the market. 

With TRUMBULLITE, everyone gets more and pays less. 
Distributors like the unique TRUMBULLITE design and as- 
semble-to-order packaging that makes possible lower inven- 
tories. Contractors cut installation time with quick mount- 
ing features and extra knockouts. And customers get the 
highest quality load-center protection available anywhere. 


PLUG-IN BREAKERS SLIP EASILY INTO PLACE on this TRUMBULLITE 
eight-circuit unit. The busbar and stab assembly will accept any Trum- 
bull Type TQL breaker of 10, 15, 20, 30 or 50 amp rating at 120 or 
240 volts a-c or 120 volts d-c. Complete line covers load centers to 20 


circuits. Four-circuit TRUMBULLITE at left 





TRUMBULL ELECTRIC 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 


PLAINVILLE, CONN. 











Introducing N | IN] 


... the amazing 


Ep 


ge 
ar® Vv se: 


SF oy ; re 
yy 


ae. 


is Mini-BreakerR—compactly d 











BREAKER 


new miniature circuit breaker that fits like a fuse in 
any standard plug-type fuseholder! 


EVER before has there been a circuit protective device quite like the 

amazing new MINI-BREAKER. Because here, for the first time, is a 
thoroughly tested miniature branch circuit breaker that can actually be 
used as a direct replacement for expendable plug-type fuses! Installed by 
anyone in a matter of seconds in any standard Edison base fuse re- 
ceptacle. Used with confidence, too, wherever 15, 20 and 30 ampere 
circuits exist for 110-125 volt a-c service. For although many attempts 
have been made to develop just such a practical low-cost device, MINI- 
BREAKER is the first and only product of its kind ever to meet the require- 
ments specified for listing as a “Circuit Breaker-Miscellaneous” by Under- 


Anyone can install a Mini-BREAKER in seconds! 
And anyone can restore electrical service simply 
by pressing and releasing the reset button! 


writers’ Laboratories, Inc. And, when commercially available, it will bear 


the Re-examination Service marker, 


What can MiN1-BREAKER do for an Electrical Wholesaler 
or Dealer? Plenty! Because MINI-BREAKER is a brand 


Provides Permanent, Positive Protection 





Against Overloads and Short Circuits! 
Yes, in spite of its compact size and its basic resemblance 
to the fuse it is designed to replace, MINI-BREAKER is a 
full-fledged circuit breaker in every sense of the term. A 
precision built assembly of carefully selected, perfectly 
balanced parts all permanently protected and enclosed 
within a durable insulating case. 


In operation, MINI-BREAKER safely interrupts excessive 
overloads and short circuits tripping instantly on 
“shorts”, but with a built-in time lag for handling tem- 
porary starting loads and line surges. Whenever an inter- 
ruption occurs, service can easily be restored by anyone 

normally within 10 seconds. . . simply by pressing in 
and releasing the reset button. Yet, in spite of its quick 
recovery, MINI-BREAKER is 100° trip-free. That is, it 
positively will not maintain a circuit that has not been 


cleared of the condition that caused the interruption. 


What's more, while MINI-BREAKER is a thermally actuated 
breaker, it’s virtually uneffected by the changes in ambient 
temperatures encountered under normal installation con- 
ditions. Because, although designed exclusively for ordi- 
nary residential, commercial, and industrial service, MINI 
BREAKER actually meets and exceeds the temperature ex- 
treme conditions required for approval for aircraft use. 
MINI-BREAKER trips at 200° load within four minutes 
at —50°F., carries rated current continuously at 135°F.! 


new, easy-to-sell, highly profitable replacement for one 
of your “nuisance sales” items. And, what's more, new 
MINI-BREAKER Opens the door to a vast new moderniza- 
tion market that can’t be reached with conventional 
circuit breakers due to cost of conversion installation 
Worthwhile prospects for extra profits, you'll agree, and 
we're ready to help you get started Vow! 


MECHANICAL PRODUCTS, INC. 


1824 River Street . P. O. Box 116 ° Jackson, Michigan 


Want More Information on MINI-BREAKER ? 
Regardless of what your interests may be, we'd 
like to tell you more about MINI-BREAKER. A 
request on your company letterhead or the 
coupon below will bring you complete 
details by return mail 


MECHANICAL PRODUCTS, INC.—Dept. 102 


Gentlemen 


lease send me the complete MINI-BREAKER story at once! 


NAME = J eo TITLE 
COMPANY 
ADDRESS 


CITY 





—the lid is off the most important news in lighting today! 





Announcing the Ultimate in Creative Recessed Lighting 





uni-flow fluorescent troffers 


Here is a picture preview of the MITCHELL UNI-FLOW 
Fluorescent Troffer . . . completely new . . . dramatically 
different and superior . . . years ahead of anything in the 
recessed lighting field. What you are looking at is the 
result of two full years of development work that has paid 
off in a product so advanced and improved that the 
when you plan for the best pid bah contractors, utility men pat wholesalers who 

in recessed lighting, have had an opportunity to examine it, say 

specify uni-flow unanimously: “‘This is it!’ Ves 

—_-__-o If you are now planning a recessed lighting installation, 

vou owe it to your customers, your clients and yourself 
to learn the full facts about MITCHELL UNI-FLOW. 
Write, phone or wire today for the most important news 
in recessed fluorescent lighting. 


MITCHELL MANUFACTURING COMPANY, 2525 N. CLYBOURN AVE., CHICAGO 14, ILt. 


In Canada: Mitchell Mfg. Co., Ltd., 19 Waterman Ave., Toronto 


1] . 
ee | Send forit! Address Dept. 1-G 


a 


nd 
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NEWS OF THE INDUSTRY 


Top Management Advised: Be Ingenious 


e NAED Pacific Zone members hear that sales executives 


“must develop men to make better use of their time and 


abilities" 


e They should encourage field men to express their own 


thoughts because ‘management has no correr on ideas” 


ICTORIA, B. ¢ 


clouded by problems of excess or 


—In an atmosphere 


unbalanced inventories and the pros 


pect of some decline in orders from 
government sponsored markets, more 
than 300 electrical supplies distributors 
and their industry guests met here re 
cently for the spring convention of the 
Zone of the National Associa- 
tion of Electrical Distributors 


With Zone Nelson R 


Pac ific 


Chairman 


John M. Wicht 


Trend leading to a dry run 


Arthur W. Hooper 
right goods at the right place 
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Thomas presiding, the general meet- 
ings opened with a plea from Austin 
Little, sales manager of the Pressteel 
Co., Berkely, Calif., for more astute 
business management and more aggres 
sive salesmanship in the electrical in- 
dustry 

Great responsibility for the future 
success of the distributing industry de 


} 


pends on the ingenuity of 


ment, Mr Little said 


manage- 
The sales execu- 
tive must program his efforts so that 
he has the time to do constructive 
planning. He must allocate an ever 
increasing part of his time to basic 
thinking and the development of prof- 
itable ideas. He must develop men to 
make better use of their time and abili 
ties,” he suggested 

In relation to sales, he said that the 
distributor should “encourage men to 
bring in ideas. The man in the field 
has a different slant on things. Treat 
him kindly remember, management 
has no corner on ideas 
e Bridging That Gap — Indicating 
the emphasis being placed on appliance 
distribution was the address by John 
M. Wicht, vice president, Blackstone 
Jamestown, N. Y. Following a 
review of the fundamentals of appli- 


( orp., 


ince merchandising, which Mr. Wicht 
said the industry needs to consider as 
it plans its future, he brought to the 
ittention of the audience the impor- 
tance of the current trend to close the 
distance between the manufacturer and 
the consumer. 

Pointing to the increasing number 
of full-line manufacturers, consolida- 
and the increase in 
branches, Mr. Wicht said that 
distributor to 


tions, factory 


it be- 


hooves a determine 


whether he joins a pattern of con- 


trolled distribution with a multiple 
line producer 

He said that as manufacturers short 
en their connections with the consumer 
“they can out-maneuver you from d 
rect outlets because they control mar 
gins. Unless independent distributors 
take cognizance of the trend and the 
production facts, they will find them 
selves at the end of a dry run 
e Good Times Ahead—An optimis 
tic view of business conditions for the 
1952 and 1953 


balance of was pre 


sented by John Clark, consulting re 
porter and analyst, Dun & Bradstreet 
Seattle. He reported that “if the forces 
alive in the economy at the start of the 
year and continuing in strength 
throughout the first quarter have full 
play, an optimistic view seems entirely 
justified 

The 


dominate any examination of the coun 


two outstanding aspects that 


try's economic health are: 1. The man 
ner in which defense spending now and 


John Clark 


yn of work 


H. Leslie Hoffman 


ck freeze, a slow thaw 








in the future will affect the economy; 
and 2. What is happening to ordinary 
non-defense business? 

The current estimates are that de 
fense expenditures will be $45 billion 
in the current fiscal year, and in the 
June, 1953 fiscal year it will jump to 
$65 billion. At the outset of 1952, the 
backlog of defense orders being work- 
ed on by industry was about $35 bil- 
lion, in addition to which the defense 
agencies had about $33 billion of un 
obliged funds for procurement pur- 
poses 

“These two elements, when added to 
the funds requested for the 1953 fiscal 
budget, aggregate approximately $110 
billion of work on order or to be con- 
tracted,” Mr. Clark stated 

The Right Salesman—The 


of the industry at the sales level were 


needs 


to the wholesalers and their 
guests by Arthur W. Hooper, editor, 
ELECTRICAL WHOLESALING. “We 
need more sales power today—and I 
he said 


outlined 


mean sales power at all levels,” 


We need salesmen who know how to 
get out and prospect, who know how 
to create demand and build new mar- 
kets for their goods 

We need salesmen who are ready 
to provide the right goods at the right 
place at the right time in the right 
quantity and at the right price 

We need salesmen today wha have 
more than just a thorough knowledge 
of the goods they sell. We need men 
who can develop new applications for 
the products who can help con- 
tractors and dealers build a sales story 
whereby they can increase their vol- 


Mr. Hox per added. 


e Slow Thaw—The television indus- 


ume,” 


try received special attention during 
the Pacific Zone meeting in an 
by H. Leslie Hoffman, president of 
Hoffman Radio Corp., Los Angeles. He 
told the gathering that in spite of the 
’ by the FCC, there 
while the 


address 


lifting of the “freeze 
still be 


commission examiners investigate ap- 


could some delay 


plications. The FCC has only seven ex- 


Distributor Expansion in the News 








BEAN ELECTRIC CO., Seattle, Wash., has opened a new branch in Everett 


Wash., 
wholesale district, 
f the 


has over 5 


branch is under the direction 


RECENT MOVE by Broadwell and Co., 
these new and larger quarters at 3643 Delmar Blvd., St. 
advertised appliances 


represents over 30 lines 
and distributes these lines in the 
eastern half of Missouri and 


at 2222 Everett Ave. The branch's brick 
: square feet of fl 
of Arthur Alexander 


of nationally 


southern half of 


building, located in the 
or space. Management 


vy 


5 pn Rh ile a = 


wholesale distributors, was made t 
Louis. The firm 
and housewares, 
Louis trading area, as well as the 
Ilinois 


aminers, he pointed out, and each ex- 
aminer can handle only three applica- 
tions a year 

Mr. Hoftman 
has its awkward 
them again. We had them last 
influenced by government 
forgot that this 


“telev ision 
and will 


said that 
moments 
have 
year when, 
talk of shortages, we 
is a seasonal business 
Normally the industry will produce 
per cent of its goods the 
per cent the 


and sell 40 
first six months and 
second six months, Last year we pro- 
duced 60 per cent of our goods the first 
we got into 


six months, consequently 


trouble. This year, however, inventories 
of most well-accepted brands are at 
levels consistent with current sales.” 
Arrangements for the spring con- 
Pacific Zone were han- 
Jewell, James Hartwig, 
The program was 
arranged by M. E. Robertson, 
P. Bean, Bruce Wilson and S. § 


age 


vention of the 
dled by Wm 
and Bert Hubenthal 
Irving 
Brund- 


Leslie Stusser was in charge of en- 
Zone secretary R. A. Bal- 
coordinated the convention ar- 
and activities. The next 
will be held at 


tertainment 
zari 
rangements 
meeting of the zone 
Hotel del Coronado, 


in the fall 


Coronado, Calif., 


Electric Supply Expands 

CHICAGO—L. B. Mangione, 
dent of the Electric Supply Corp., 701 
W. Jackson Blvd., Chicago, announced 


the opening of a office and 
at 601 B Auro- 


Presi- 


branch 
warehouse Broadway, 


R Illinois 


Distributors Can Replenish 
Stocks for AEC Orders 


Distributors of brass mill products, 
copper wire mill products will now be 
able to replenish their inventories with 
Atomic En- 
tool 


materials sold for military, 
Commission and machine 
This situation about 
result of amendments of Orders 
M-82 and M-86 issued recently by the 
National Authority, De- 
partment of Commerce 

The NPA action followed hard on 
the heels of an industry advisory com- 
mittee request for a basic change in 
the Controlled Materials Plan for cop- 
per wire mill Stating that 
in effect, selling themselves 
committee mem- 


ergy 
prog rams came 


as a 


Production 


products 
they were, 
out of business, the 
bers reported that inventory cael 
cable delivered t 


ment of wire and 
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consumers in October, 1951, still was 
far short of the amount they were 
authorized to recieve. 

The new amendments now provide 
for greater flow of dormant materials 
back into normal channels by permit- 
ing distributors to apply the X-6 sym- 
bol for purchase of surplus materials 

Distributors who sell against B-5 
orders and other military rated orders 
need to replace materials sold so that 
they can continue to serve their in- 
dustrial communities. NPA 
amendments will enable distributors to 
compete successfully at the mill level 
for replacement material, and they will 
shorten lead time on small orders by 
those holding military, AEC, Z-2 and 
B-5 orders, aiding small producers 

Specifically, the amendments pro- 
vide that any distributor who, during 
the preceding calendar month, has de- 


said the 


livered brass mill products or copper 
wire mill products from his inventory 
to fill authorized controlled material 
orders bearing program identifications 
of A, B, C or E or Z-2, or the suffix 
B-5, may obtain replacement materials 
by appending the B-5 suffix to the 
X-6 allotment symbol for the portion 
of his business involved. The program 
identification thus will read X-6-B-5 


Farm Electrification 
Conference Dates Set 


JEW YORK—The seventh annual 
National Farm Electrification Confer- 
ence will be held Monday and Tues- 
day, October 20 and 21, at the Statler 
Hotel, Detroit. It will bring together 
electrification from 
farm organizations, educational insti- 
tutions, U.S. Dept. of Agriculture, in- 


leaders national 


dustry, and sales and merchandising 
organizations. About 300 specialists in 
farm and home electrification activ- 
ities are expected to attend 

In an effort to provide conferees 
with an opportunity of getting an- 
swers to specific utilization problems 
as they pertain to certain products, the 
1952 Conference will be divided in 
sectional as well as general meetings. 
The section meetings will be devoted 
to practical discussions of electrical ap- 
plications of interest to the farm 
homemaker and the production work- 
er. The general sessions will be ad- 
dressed by prominent farm electrifica- 
tion and agricultural leaders. 

J. C. Cahill, Farm Service Coordi- 
nator, Detroit Edison Co., and Dr. 
A. W. Farrall, Head, Agricultural En- 
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gineering Dept., Michigan State Col 
lege are co-chairmen of the Program 
Committee. John Strohm, 
Editor Gentleman 


azine, will be General Chairman 


Associate 


Mag 


ot Country 


Lappin Appoints Butela 


MILWAUKEE—D. ¢ 
ident of the Lappin Electric Co., Mil- 


Lappin, pres- 


waukee, Wisc., has appointed Kenneth 
W. Butela sales promotion and adver- 
tising manager. He was formerly pro 
motion man for the Taylor Electric 
Company and advertising manager for 
Roth Appliance Distributors, both of 
Milwaukee 


New Construction Outlook: 
1952 To Set Record 
WASHINGTON — New 


tion outlays for 1952 are expected to 


construc 


set a record of over $32 billion accord 
ing to a joint statement released by 


the Building Materials Division, U.S 
Dept Bureau 
of Labor Statistics, Dept. of Labor. In 


of Commerce and the 
creased expenditures for military and 


atomic energy facilities are the reason 


for the more than one billion dollar 


increase over the revised 1951 total 

Public spending for defense, includ- 
ing atomic energy, is expected to ex 
ceed $1.6 billion, a rise of about 17 per 
cent over such outlays in 1951. Mili- 
tary installation expenditures probably 
will increase 85 per cent to $1.9 
billion 

Money outlays for private industrial 
plants will be up slightly over last 
year, with somewhat more money be 
ing spent by public utilities for new 
construction in 1952, particularly for 
electric power and telephone facilities 

Although the total of 1952 private 
housing starts is expected to be greater 
than in 1951, approximately 1,050,000 
compared to 1,020,200 residential out 
1¢ 


lays probably will only be a shade less 


(Continued on page 1/42) 


Salesmen Activities in the News 


W. R. (BILL) CAMPBELL, salesman for Columbian Electrical C 


City, Mo., was grand national prize winner in Universal's re-st 


Kansas 


cking pro- 
195) 


gram, recently sponsored by Landers, Frary G Clark. The prize, a 1952 


Ford, was presented to Campbell 
manager (right), and W. H. R 


HOW TO UPGRADE AND INCREASE SALES in ‘52 
sales representatives held recently at 
headquarters of The Arrow-Hart G Hegeman Electric 
Co. Out-of-town attendance included 


three-day meeting of wiring device 
the Hartford, Conn., 


k covering an area from fh 


(left) 


berts, sales manager of Columbian Electrical 


New York to 


by A. H. Ullrich, Landers district 


was the theme of the 


34 representative 
California 


from eight citie 


and Illin to Texa 





NEW PRODUCTS 


square D 


REVERSING DRUM SWITCH__ 


Square D Co., 4041 N. Richards St., 

Milwaukee 12, Wis. 

Single phase, polyphase and d.c. motors 

drum 
The 

convertible 


will be able to use this new 


switch that reverses manually 


operating mechanism is 
for maintained or spring return action 
Screw type terminals are provided and 
terminal blocks with contact fingers 
are easily replaceable. Cover removed 
by loosening single captive screw 


FLUSH CEILING FIXTURE 


Crouse-Hinds Co., Syracuse 1, N. Y. 
A 200-watt explosion-proof, flush ceil- 
ing lighting fixture is available with 
an 8-inch lens with symmetrical light- 
ing or lens. Symmetrical 
lighting fixture is suitable for general 


prismatic 


lighting distribution where appearance, 
headroom, or surface and pendent- 
mounted fixture would be factors. Pris- 
matic lens fixture has been used for the 
lighting of control and panelboards 


134 


| 
DOUBLE EXTENSION CORD____- 
Davis Mfg. Co., Plano, III. 


Provides outlets for six appliances over 
12 foot double 


Two 


eliminates 
wall 


distance, 


or triple plugs at outlet 


six foot rubber covered extensions 
may be led in any direction from a 
single molded male plug. Each cord 
terminates in a three-way receptacle. 
Can provide for 6 lamps or appliances, 


occupies one receptacle at the wall 


FLUORESCENT LUMINAIRE __ 
Miller Co., Meriden, Conn. 

New 
2 lamp and 4 lamp, 4 and 8 foot types 


fluorescent luminaire comes in 
for general line and Slimline lamps 
iS degrees lengthwise and 35 degrees 
crosswise shielding with extremely low 
Rigid construction 


brightness steel 


GROUND-FAULT DETECTOR 


Parr Electric Co., Inc., 40 Austin 
St., Newark 5, N. J. 

A combined ground detector and fault 
locator operates on underground wir- 
ing systems, up to 550 volts, a.c. or 
d.c. Encased in a steel cabinet, 8 inches 
in width, 16 inches in length and 8 
inches high. Accessible part of interior 
reached by raising lid. Exploring coil 
is lightweight, plastic covered with 


insulated U-shaped prongs 


PLASTIC ELECTRICAL TAPE___ 


Van Cleef Bros., Inc., 7800 Wood 
lawn Ave., Chicago 19. 

Heavy duty plastic electrical tape is 
.010 inches thick, is strong, flexible 
and resistant to weather, oils, acids, 
Di- 
electric strength averages 10,000 volts 
( 1000 per Mil of thickness). 
For use in winding heavy cable, elec- 


alkalies and corrosive chemicals. 
volts 


trical harnesses and with power driven 
taping machines 


REFLECTOR LAMP 


Sylvania Electric 
Salem, Mass. 


Products Inc., 
A high-bay reflector lamp is for indus- 
trial use and 500 or 750 
watts. It has a rated average life of 
2000 hours. It has a mogul base and is 


is rated at 


designed for base-up burning positions, 
or within 25 degrees of vertically base- 
up. C-7A 
collector grid and length of 11% in. 


filament construction with 
It operates at 115, 120 and 125 volts. 
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DEODORIZING FAN 
Circulators & Devices Mfg. Corp., 
Brooklyn 32, N. Y. 


A cooling and odor destroying fan 
uses ultraviolet rays that generate from 
the lamp and mix with the normal 
oxygen to cleanse the air. The two de- 
odorizing lamps operate on an inde- 
pendent switch and can be used with 
out the fan 


ROTATION-VOLTAGE SELECTOR 
Brown-Brockmeyer Co., Dayton 1, 
Ohio. 


A device incorporated in a capacitor 
motor facilitates changing rotation and 


voltage. Voltage may be changed from 


115 to 230 volts or vice versa, and shaft 
rotation changed from clockwise to 
counter-clockwise. Installation of mo- 
tor requires 2 wires. Leads are perma- 
nent. Selector locks into position 


COMBINATION FAN____ 


NuTone, Inc., Cincinnati, Ohio. 


Combination ceiling heater, light and 
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ventilating fan. Contains 1800 watt 
heating element and will heat any area 
up to 575 


6640 b.t.u 


cubic feet and furnishes 
Re-circulates warm air and 
is installed in the ceiling for maxi- 


Available 


in white and chrome finish; chrome 


mum efficiency and safety 


finish; white and chrome finish with 
wall plate, three switches and neon 
pilot light; chrome finish with indi 
vidual switches, wall plate and pilot 
light 


HEATING MAT 





United States Rubber Co., Mechan- 
ical Goods Div., New York 20. 

Rubber 
heating unit operates on 110-volt cur- 
rent. The heating element of what looks 
like a high grade rubber floor mat is 


mat with a built-in radiant 


a layer of electrically conductive rub- 
ber built for toughness. Normal oper- 
ating temperature is 35 degrees above 


the surre yunding temperature 


-“ 
J 


AIR-HYDRAULIC TOOL. 


The Thomas & Betts Co., Inc., 36 
Butler St., Elizabeth, N. J. 

Tool for staking pressure wire termi- 
nals houses the power of a hydraulic 
tool in the compact, light body of a 
hand tool. Designed to operate on reg 
150 


ular shop air pressures of 75 to 
pounds per square inch, the tool puts 
two tons pressure behind the installing 


dies 


T-SLOT RECEPTACLE .______ 


Slater Electric and Mfg. Co., Inc., 
Woodside, New York. 

Double contact, T-slot receptacle has 
serrated channel stamped under head 
of each terminal screw. Delivered with 
one pair of terminal screws backed off 
Is available in brown and ivory, with 
and without plaster ear. Manufacturer 
claims 50 per cent saving in installation 


time 


SPRING TYPE CONNECTOR __ 


Minnesota Mining and Manufac- 
turing Co., 900 Fauquier St., St. 
Paul, Minn. 


Electrical spring-type connector pro 


vides a tight permanent splice for 
single, or multi-strand wires up to num 
ber 10 in more than 300 combinations 
The 


made of zinc-plated steel wire in taper 


Requires no tools connector 1s 
ed coil spring form and is easily screw 
ed on the stripped ends of the wires. A 
notched turning stem gives adequate 
leverage during application and is then 
snapped off, leaving a neat splice with 


no sharp ends 





PANELBOARD ————— 


D Co., 6060 Rivard St., 


11, Mich. 


Square 
Detroit 


Circuit breaker distribution panelboard 
is listed by Underwriters’ Laboratories 
Standard 120 and 240 

| from 15 amp to 100 


volts ac cir 
cuit breakers 
amp, 1, 2 and 3 pole, can be simply 
plugged into silvered bus bars to com 
plete the desired circuit arrangement 
Thermal trip element holds harmless 
momentary overloads but trips if 
overload continues. Magnetic trip ele 
instantly on both 


ment functions 


moderate and heavy shorts. An as 


sorrment of knockouts is provided 


and much wiring space is also afforded 


HINGED DRUM LIGHTING FIXTURE 


Gruber Bros., Inc., 125 South First 
St., Brooklyn 11, N. Y. 
New hinged lighting fixn 
10, 12, and 14 inch glass drum diam 
Unit gasketed 
is suitable for 


ires come in 


eters is ventilated and 


and areas where con 


Gl iSS 


and is 


tinuous Operation is mecessary 
] 


dish hinges with fixture door 
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not removed when re-lamping is nec- 
essary. Exposed portion of fixture is 
constructed of 16 gauge aluminum with 


nodized alumilite satin finish 


FLUORESCENT LAMP BALLAST __ 


Sola Electric Co., 4633 W. 16th St., 
Chicago 50. 


Small, lightweight ballast for lead-lag 
operation of instant-start hot cathode 
fluorescent lamps. It is equivalent in 
wattage loss to models of 
E.TI 


The ballast has a ventilated capacitor 


current 
certified series-sequence ballasts 


compartment for longer life. It has a 


high Starting Current, low wattage loss 


with more lumens per watt 


EXPLOSION-PROOF HANGER ___ 


Crouse-Hinds Co., Syracuse 1, N. %. 


Explosion-proof hanger is essentially a 


r fitting, the top two through-feed 
hubs for the lighting circuit conduit 
hub for 


stem. The fixture has a threaded cover 


and the bottom the fixture 
at the side directly facing the installer 
Stem and connecting wires can be as- 
sembled on the bench. The fixture stem 
may be threaded into the bottom hub 
of the hanger without risk of twisting 
the connecting wires before connection 
is made to the circuit wire 


SERVICE EQUIPMENT 


Murray Mfg. Corp., 1250 Atlantic 
Ave., Brooklyn 16, N. Y. 


provides service 


A combination unit 
entrance and branch distribution. Five 
compact units available. Basic unit con- 
tains 100 amp. main, fully magnetic 
circuit breakers, 60 amp. range fusible 
pullout, 30 amp. water heater fusible 
pullout and 12 plug fuse branch cir 
cuits. Also a four and eight extra plug 
fuse branch circuits; a 30 amp. dryer 
fusible pullout and as pictured, a dryer 


pullout and four extra branch circuits 


MERCURY LAMP TRANSFORMERS 


Jefferson Electric Co., Bellwood, Ill. 
1000 watt mercury transformers for the 
operation of H-12 and H-15 lamps 
Each 
operate on 115, 2 


line includes transformers that 


230, and 460 volt cir- 
cuits. Core and coil assemblies are im- 
pregnated with a polymerizing varnish 
and baked for complete protection 
against moisture. Three line matching 
voltage taps are provided for efficient 
lamp operation and maximum lamp 
life 
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JUNCTION BOX 
Keystone Mfg. Co., Center Line, 
Mich. 


Flanged wireway junction box, 24 by 
4 





inches, can be used in place of el 
bows, tees and crosses in addition to 
Made of 
gauge steel construction, it has two re 
movable closing plates, provided with 
knockouts. All holes required for as 


its Customary use heavy 


sembly are pierced 


MINING MACHINE CABLE ___ 


Anaconda Wire and Cable Co., 
Broadway, New York 4, N. Y. 
Portable cable is designed to cut off 
power the instant damage occurs to 
the positive conductor insulation. Cable 
used in conjunction with ground trip 


relay which shuts off power when 


energized. For use with shuttle cars 


and other mobile mining machines 


SERVICE WIREHOLDERS 


Porcelain Products, Inc., Findlay, 
Ohio. 


Pipe mounting service wireholders and 
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house brackets have been designed 


primarily as a supporting means for 


service entrance conductors on low 
ranch-type houses which call for a pipe 
mast to secure proper ground clear 
ance. Two point brackets are available 
in 9 inch and 12 inch spacing. Three 


point 


1 


brackets are available in 4! 


and 6 inch spacing 


WIRING TROUGH =. 


RAB Electric Manufacturing Co., 
113 E. 138th St., New York 51. 

Floodlighting wiring trough is a sphere 
which mounts up to nine floodlights 
has a three-inch opening with gasketed 
cover. For use in parking areas, gas 
stations, recreation fields and large in 


stallations 


RECESSED CEILING FIXTURES__ 


Lightolier, Inc., 11 E. 36th St., 
 & # 

Five newly designed recessed lighting 
fixtures are prewired, require no addi 
tional junction boxes and are installed 
by nailing to ceiling joists and splicing 
fixture. No 


nuts or bolts pr crude 


circuit wires into screws 
from flange. Re 
lamping or cleaning is simplified be 
cause entire flange releases with slight 
pressure, releasing the fixture on a 


hinge 


CABLE CUTTER 


The Thomas & Betts Co., Inc., 
Butler St., Elizabeth, N. J. 

Cable 
sign of the 


cutter features heart-shaped de 


opening between jaws, 
which results in clean, true cuts, say$ 
well 
copper 
00.000 


the manufacturer. It is equally 
adapted to bare or insulated 
or aluminum cables up 
( M The rool also IcCcOl 

} 


le insulation diameters up to 114 


tes Out- 
Sic 


nches 





CIRCUIT BREAKER PANELBOARD- 


BullDog Electric Products Co., De- 
troit 32, Mich 

Split bus bar 
use in control 
ing and lig 
split main 
sections 
section are 
lower sect 

ing circuits 
interior, two 


two 15 


imp 


t 
surface front 


unused spaces 


flush or 


cover 





NEW PRODUCTS (cont.) 





ns 





WHITE HOUSE CLIMATE—Washington has added new controls, 
this time in the presidential mansion to regulate temperature and 


humidity 


Minneapolis-Honeywell’s industrial division designed this 


electronic control panel which assures present and future occupants 


all-weather comfort. The complex board monitors the action of 106 


thermostats in the modernized mansion 








NEW PRODUCT BRIEF Saxe 


Flash Bulbs—For use with daylight 
type color positive and negative film 
Photoflash blue lamp is designated 
+11B. Delivers nearly 820,000 peak 
lumens of light with color temperature 
of 6000 degrees K. General Electric 
Co., Nela Park, Cleveland 12 


Locking Attachments Circuit 
breaker handle locking attachments 
permit electricians to work on circuits 
OFF” 
position is locked. Also may be used 
for locking circuit breaker in “ON” 


position for continuous duty circuits 


or feeders with assurance that 


such as emergency light, alarms. For 
further information address Square D 
Co., 6060 Rivard St., Detroit, 11 


Insect Trap 
trap electrocutes 


An electrically operated 
destructive night- 
flying insects attracted by four 300 
watt lamps mounted behind a wire grid 
which is energized by 7500 volt 18 MA 
transformer. Insects pass through charg 
ed grid and are instantly electrocuted 
Steber Mfg. Co., Broadview, III 
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Gas Station Fixture — Designed for 
overhead island illumination, fluores- 
cent fixture for gas station features a 
sliding pole fitter which is adjustable 
to any desired spacing of poles along 
the one-piece channel. Leader Electric 
Co., 3500 N. Kedzie Ave., Chicago 18 


Utility Window Fan — Equipped 
with an adjustable panel for use as a 
window fan and when mounted in the 
panel serves as a reversible window fan 
to exhaust hot or draw in cool air 
Can also be used as a floor or desk air 
circulator. It is equipped with a remov- 
able deflector which provides 360 deg 
draftless circulation. Kisco Co., Inc., 
2400-40 DeKalb St, St. Louis 4. 


Mercury Switch— Newly designed 
mercury switch is embedded in plastic 
potting” compound. For use in appli- 
cations that require additional protec- 
tion against mechanical shock, impact 
or other mechanical hazards. Minne- 
apolis-Honeywell Regulator Co., Min 
neapolis, Minn 


THIS AD 


THIS MONTH 


The 
THOMAS & BETTSjCO. 


Incorporated 
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HANDLE LOTS MORE 


grounding jobs in lots less time 


with multi-purpose, 
easy-to-use T & B Ground Clamps* 


Take along just two types of T & B Clamps—and 
you can take on *most any grounding job! 43846 
handles #6 or 4 bare wire... $3847, #8, 6 or 4 
armored. Both make a tight, lasting, non-crushing 
connection to copper tubing... water pipe... 


round rod—in 14” and ‘ sizes. 
1 ] 1 4” 1 34” 


Tighten just one screw on a #3846 for an electri- 
cally sound, mechanically durable joint between 
wire and electrode. Tighten just one more screw 
on a #3847 for a lasting grip on the armor foo! 


One-piece construction — no loose parts 
to get lost. Ideal for installation 
in dark, cramped quarters. 


UL approved, of course! 


ENGINEERED RIGHT... 
DISTRIBUTED RIGHT! 


Ground Clamps #3846 and #3847 are 

typical of the many T & B quality fittings 

recently re-designed to give you outstanding XS 
performance at lowest installed costs. Like all 

T &B fittings, they’re furnished under the T & B 
Plan 100% through your local T & B distributor. 


THE THOMAS & BETTS CO. 


INCORPORATED 
20 Butler Street v 
Elizabeth 1, New Jersey 


MANUFACTURERS OF ELECTRICAL FITTINGS SINCE 1898 
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THERE'S A 


ENGINEERED 
PRODUCT 
for every 
wiring job 

in the 
complete T & B 
line of fittings 
for all 
conductors and 
raceways. 


“Ky »> 


x £ 
> 








SSCS eSSSeeeseeeeseeeoeeeseeeeeeeeseeeeeeeseseeeeeeeeeees 


VITAL Zxé 


INDUSTRIAL 
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DISTRIBUTOR 


user zxd maker 


Drarroe> Over the years, Industrial Distribu- 


tors have earned an_ important 
position in the distribution chain. They’ve gained 
recognition as a VITAL LINK in America’s industrial 
economy. This recognition has been earned for 
one reason .. . performance. 


— Industrial Distributors have grown 
arrose : 


both in numbers and in volume of 
business—because they handle an essential job 
in the most efficient manner. Briefly, Industrial 
Distributors provide quality distribution at a 
minimum cost to the user. 


—— For over twenty years, Arro Ex- 
Eyarroe> ; 


pansion Bolt Company has worked 
with and through recognized Industrial Distribu- 
tors—because we feel that Arro users will receive 
faster and better service at less cost . . . than is 
possible in any other way. 


Qro* 


ARRO EXPANSION BOLT CO. 


MARION, OHIO 


pr 


TRADE 


Manufacturing a complete line of Anchoring and Drilling 
devices and related products for fastening to masonry 


Sold Through Distributors Only 
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Now He Probes for Prospects 
(Continued from page 110) 








“Okay, boy, climb out of the corn 
crib. You don't have to tell me. From 
now on, go to it.” 


For the next two days we worked 
hard calling on the list of preferred 
prospects we had lined up. Our aim 
in this first effort was to open up many 
different types of outlets. 

We found competition entrenched 
everywhere, as was only to be expected 
under the circumstances. Nevertheless, 
we wound up with seven new ac- 
counts, one of them being the restau- 
rant where Paul and I had had lunch 
the day I joined him. 

In no case did we use Mr. Allen or 
the bank as a reference. Any of our 
prospects might have been carrying a 
loan at the bank and might possibly 
have thought they were being pres- 
sured into buying our product by the 
implied endorsement of it. 

When we went for breakfast at 
seven the morning of our departure, 
Paul drew out his notebook and show- 
ed me a neat statement. 

“Seven hundred and eighty-two dol 
lars worth of business,” he said hap- 
pily, “and we've only just begun. I 
hate to leave this town. Do we really 
have to go over to Millville?” 

“Sounds like where I came in three 
days ago,” I said, “only your attitude 
is all so changed. Maybe you'd better 
come here and live and forget the rest 
of your territory.” 

He grinned good naturedly. “Nah, | 
guess not,” he said. “I feel like a bird 
dog this morning. Let's get going.” 





Better Mobile Display 
(Continued from page 8i) 








and orders a number of items that 
he needs before our salesman even 
gets started. When this “buying” is 
finished, our man starts to do a little 
selling on some of the other items on 
display—and the net result is a larger 
order for us 

We had ample proof of the value 
of this equipment on a recent trip dis- 
playing housewares and certain appli- 
ances on which special promotions are 
being currently featured. On a five- 
day trip, involving 600 miles of travel- 
ling, our salesman made 51 calls on 
dealers in a number of small towns 
and got 47 orders of average size or 
better. That's not a bad batting aver- 
age in our league 
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T was Mike Jacobs who popularized 
the clipped saying, “Never give a 
sucker an even break,’ when it 

came to doling out ringside tickets to 
championship heavyweight bouts. He 
liked to put that statement on the line 
whenever he charged “100 bucks a 
throw” for those “ringside” seats that 
stretched back about 100 rows 

Old Mike and Art Sullivan, the pe 
rennial parent of Wesco promotions, 
are a study in opposites. “An even 
break for everyone,” he used to say 
when he sat down to the task of de- 
vising a plot for one of his famous 
sales contests. And doing a takeoff on 
the old fight promoter, he'd add— 
“Never give an enterprising salesman 
a chance to cheat.” Like Mike, he put 
all his eggs in that one basket. 
© The Editor’s Mailbox-—Art Sulli- 
van is no longer with Westinghouse 
Electric Supply Co. He retired in June 
as general advertising manager of the 
company. With him went the well 
wishes of thousands in the industry 
With him also went a bound book of 
165 personal letters — affectionately 
penned by close associates in the busi- 
ness and fittingly titled, “Letters to the 
Editor.” 

What he left behind was a string 
of singular accomplishments that could 
add up to an ordinary man’s lifetime 
occupation. These he performed in the 
short span of 15 years with Wesco. 

The Sullivan chapter in the Wesco 
story is loaded with an account of 
these accomplishments. It's a chapter 
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Art Sullivan Retires 


But his mark is in the Wesco mold. 


Here's a close-up of that 


electrical distributing firm's man 


of many promotions, the 


father of its "cheat-proof" 


sales contests and founder of 


its three publications. 


packed with the deeds of a professional 

paternalist.” Name a modern Wesco 
apparatus promotion that he isn’t the 
‘father” of and you can bet that his 
was no doubt the helping hand that 
guided it along and nursed it to ma 
turity. 

Sullivan is the father of the West 
inghouse sales contest—the “cheat 
proof” contest. He's been working on 
that promotional stunt now since 1912 
and has it down to a science 
¢ Preventing a Flop—According to 
Sullivan, any contest is basically the 
same. It's the theme and method of 
presenting and promoting that makes 
the difference between a flop and a 
winner. In his book, there are three 
‘musts” to every contest: real 
tive, real competition, and an equal 
start for every competitor. Out of 35 
or 40 contests run by Wesco since 
after the war—all using Sullivan's 
techniques—none has failed to hit its 


incen- 


quota 

Sullivan the father of the 
Wesco Reporter and the Westing 
house dealer's Profit Guide. The Re 
porter, a bi-monthly, quasi-trade pub 
lication used as the medium for the 
bulk of advertising 
reaches a hand-picked audience. The 


is also 


Westinghouse 


Profit Guide covers Westinghouse ap- 
pliance, radio and TV news 
Another Sullivan “offspring 
Wesco World, a monthly news maga- 
zine devoted to the reporting of Wesco 
and Westinghouse activities and pro- 


is the 


motions throughout the country 


Sullivan introduced a new direct 
mail program designed to speed up 
efthiciency and maintain uniform satu 
ration in all Mailings 


are sent out from #Vesco headquarters 


sales districts 


in New York over the signatures of 
the 17 district sales managers. These 
mailings are then addressed back to 
the individual district offices for 
prompt action and follow-through 
On a recent mailing, returns from 
one district showed a huge 21.4 per 
cent reply. The normal average, taken 
from returns on five mailings in 1951 
was found to range from 2.3 to 5.7 
per cent. Compare these figures with 
the 2 per cent that direct mail experts 


say is good on a return mailing. Good 


mailing lists, timely presentations, and 
the quality of the mailings themselves 
make the difference, Sullivan declares 
® In the Past—Thart’'s all behind him 
now. In fact, Sullivan leaves behind 
him 44 years in advertising, sales pro 
motion and sales management. He 
started back in 1908 after graduation 
from Lafayette College. His first job 
Rail 


ways Advertising Co. in New York 


was a copy writer at the Street 

Mr. Sullivan now lives in Roslyn 
Heights, L. L, 
Art, Jr., played host to the 
Dallas, 


recent vacation trip 


with his wife. His son, 
“pnactive” 
Texas 


Sullivan in during a 


Friends confide that Sullivan is far 
from remaining on the inactive list 
They say he'll probably give the free 
lance ranks an addition in the capacity 


of consultant. 








AUSTIN Top Quality, Low Cost, 
poery | fnstaie@ PORTABLE 
LIGHTING UNITS 


Meets the demand for more adequate light. 
For all outdoor spot and floodlighting jobs 
— quickly, easily and economically installed. 
Completely packaged for your convenience. 


ts-5 

150 watt lampholder 
mounted on sturdy metal 
spike for nailing to side of 
building, post or tree, or 
inserting in ground. Com- 
plete with 5‘ cord and plug. 


1S-10 
Same as above, with 
10° cord and plug. 


CLD-150 
LAMPHOLDER 


150 watt lampholder with ‘‘floating 
socket" which moves forward or side 
to side in an eccentric plane to com- 
pensate for variations in size and 
shape of lamps, sockets or castings 
Insures tight seal and positive elec- 
trical contact. Completely wired. 
Patent applied for. 


CLD-35 
Same as above for 300 and 500 watt 
mogul base lamps. 


COMBINATION UNIT 


CLD-150 “floating socket” 
Jampholder mounted on a 
CO.1 cover with 2" threaded 
hub in center. Cover fits 
3%" round ceiling pans, 
3%" and 4” octagon boxes 
and concrete boxes. Pro- 
vided with knockouts to 
fit box ear centers and to 
allow cord to enter box. 


The TH. CS. Austin Company 


NORTHBROOK /LLINO/S 


Write for Information and Prices 


ic-2 

150 watt bracket type lamp- 
holder complete with com- 
bination cover for mounting 
on 3%" or 4" octagon box, 
post or wall. Includes 20" of 
portable cord with stripped 
and tinned leads. Cover has 
knockouts to fit box ear 
centers and to allow cord to 
enter box. 


ic-5 
Same as above, with $‘ cord 
and plug. 


CPB-150 

CLD-150 “floating socket” 
lampholder mounted on 
PB-'2 wall or pole bracket 
having 2 porcelain insulat- 
ing tubes to protect leads. 


CLD-sp-150 

CLD.-150 “floating socket” 
lampholder mounted on 
sturdy metal spike. with 
10' cord and plug. 


CLO-sp-35 

Same as above, with 
CLD-35 “floating socket” 
lampholder for 300 and 500 
watt mogul base lamps. 


| 
} 








Troy A. Brown 
(Continued from page 77) 








25 years, Raybro has grown from an 
inconspicuous establishment to one of 
the largest independent electrical dis- 
tributors in the South, enjoying an an- 
nual volume in the millions. 

The company employs well over 200 
people, travels 35 territory salesmen 
and serves the electrical trade through- 
out Florida and southern Georgia. The 
sales department is composed of four 
separate sales divisions—utility and in- 
dustrial sales, wiring supply sales, 
lamps and lighting sales and merchan- 
dise sales 

Not All Business—Even with all 
this expansion within the company, 
Troy Brown still has time for outside 
activities that demand a good part of 
his off-time attention. He is a member 
of the Bayshore Baptist Church, the 
Masonic Lodge, Scottish Rite, Egypt 
Temple Shrine, the Jesters, the Ameri- 
can Legion, the Honor Patrol of the 
Egypt Temple, Tampa Chamber of 
Commerce, Florida State Chamber of 
Commerce, the University Club, the 
Illuminating Engineering Society and 
the Florida Engineering Society, and 
for the past 15 years he has been a 
member of the National Association 
of Electrical Distributors 

He married the former Valerie 
Mohler of Fort Wayne, Ind., and they 
have three children; a daughter, Mrs. 
J. E. Gillen, Jr., two sons, Troy, Jr., who 
will enter Harvard in September, and 
Charles, a junior high school student in 
Tampa 


(Continued from page 133) 


than in 1952. The huge number of 
units, houses and apartments, started 
towards the end of 1950 placed more 
units under construction in 1951 than 
anticipated for 1952. Expenditures for 
commercial and religious buildings 
will be off sharply as a result of re- 
strictions affecting these types of build- 
ings during the first half of 1952. 

However the anticipated volume of 
new construction for 1952 is based on 
the modification of Regulation X and 
the assumption that the supply of steel 
and copper products will not be in- 
terrupted 
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NEW DISTRIBUTORS of the Home 
Cleaning Line of Landers, Frary & 
Clark in the Los Angeles market area 
is the Graybar Electric Co., Inc., with 
branches in San Diego and Long Beach 
Standing (|. to r.): R. E. Morrill, dis- 
trict manager, Landers, Frary G Clark; 
C. R. Vincent, sales promotion man- 
ager; E. W. Bonnet, manager, electric 
housewares, and D. H. Capelli, district 
appliance sales manager, Graybar 
Seated, S. W. Scott, Pacific district 
manager, Graybar 





FLA Certified Lamps 
Available June Ist 
NEW YORK — The 
Lighting Association has authorized | 
the manufacturers of certified cold | 
cathode lamps to begin shipment of | 
the lamps marked “FLA Certified” on | 
and after June Ist. Each lamp will bear 
the certification seal clearly stamped 
near the end. Appropriate labels bear- 


Fluorescent 


ing the notice of certification will ap 
pear on the shipping cartons 

The certification seal will designate 
the certified lamps as type L.P. or H.P 
The L.P. lamps have a life of 15,000 
hours. The H.P. have a life of 25,000 
hours. Lamps are guaranteed for a min- 
imum of one year although manufac- 
turers may guarantee their lamps for a 
longer period. 

Lighting authorities have hailed the 
certification program as an outstanding 
contribution to better lighting because 
it means that buyers can be sure of 
known dependability of the product 


Edison Institute Offers 
Appliance Sales Course 

NEW YORK—The Sales Personnel 
and Training Committee of Edison 
Electric Institute has prepared a six 
lesson Appliance Sales Training Course 
The instruction describes not only basic 
selling principles but also shows the 
trainee, by the use of typical selling 
situations, how to seek out prospects, 
answer objections, demonstrate and 
close the sale 

The course consists of six 100-frame 
sound slide films, six trailer discussion 
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CERTAIN 








BRANDED! 


BRANDED JACKETS! 

No mistake... You know you 
are getting Certified. You read 
et a glance cable type, size, 
voltage, “PII16BM". . . which 
indicates approval by the Penn- 
sylvania Bureau of Mines, and 
acceptance for listing by the 
U.S. Bureau of Mines. Easy to 
measure ...""Bronco’’ is repeated 
every 2 feet. 








With Bronco 60 Certified you 
know you are getting a full 60% 
by weight of Neoprene in your 
cable’s protecting jacket because 
its contents are certified. 


More Neoprene makes long-last- 
ing Bronco 60 Certified more re- 
sistant to oil, acids, alkalis, ozone, 
gasoline, salt water. 


In addition, with Bronco 60 Cert- 
ified you get: 1. Cold Rubber 
Insulation. 2. Branded Jackets. 
3. Superior Flexibility. 


So, BE CERTAIN, GET CERTIFIED 
— the greatest cord value on the 
market! 


Los Angeles 58, Californ 


odie WESTERN INSULATED WIRE CO. 
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FULLMAN atrobe 


PRODUCTS 


M FLOOR BOXt i WIRING SPECIALTIES 


The Improved “Latrobe” 
Adjustable Floor Box 


Now equipped with an insulated 14-strand copper wire 
which provides a positive electrical bond between exposed 
flush parts and conduit system, conforming to Underwriters’ 
Laboratories specifications. One terminal comes attached to 
bottom of box, and the other may be readily attached to 
cover. Once installed, wire cannot come in contact with ex- 
posed receptacle terminal screws inside box. Completely 
fireproof. Complies with National Electrical Code. 


No. 252-R Two Gang 
No. 471 “Latrobe” Adjustable Floor Box 
Pipe or Conduit Hanger Neat and practical. No. 208 recep 
Economical—for hanging pipe or acl ection, One cover plate 
onduit to steel beams. Elimi h , brass plug; other has 
nates driling and straps. Takes 2” plu lso equipped with ground 
4° and 1” pipe 


Sold Only Thru Wholesalers 


FULLMAN MANUFACTURING CO. 
LATROBE . . . PENNSYLVANIA 


films, six leaders guides and six man- 
uals. A minimum of personnel is re- 
quired for presentation — a discussion 
leader being all that is needed. 

The course is a result of replies to a 
questionnaire sent to electric utility 
sales executives who indicated a need 
for materials with which to train retail 
appliance salesmen 


Charles H. Bell Named 
President Of Gen’I. Mills 


MINNEAPOLIS—The board of di- 
rectors of General Mills, Inc., elected 
Charles H. Bell, 44, president of the 
corporation succeeding Leslie N. Per- 
rin. Mr. Perrin is retiring as president 
but will continue as a member of the 
board 

Mr. Bell is the third generation of 
his family to be president of General 
Mills or a predecessor company. He 
graduated from Yale and in 1930 join- 
ed the company. During the war he 
served as a major in the Air Corps. He 
is a director of the company, and since 
October, 1950, has served as executive 


vice president 


Honeywell Exhibit Back 


MINNEAPOLIS—The Minneapolis- 
Honeywell Regulator Company's “Pa- 
rade of Progress” has completed a tour 
of 19 months during which time the 
caravan of automatic control devices 
visited 62 U.S. and 10 Canadian cities 
The array of products were mounted on 
38 displays and were transported in a 


special truck trailer 





DR. LEE DE FOREST, inventor of the 
vacuum tube and father of the broad- 
casting industry, crowns TV star Rox- 
anne as ‘‘Billionth Tube Queen The 
ent followed a radio pioneer award 
celebration of one billion 

ibes made by Sylvania Electric 

icts Inc. The tiara is made of sub 


miniature tubes worth about $3,0 
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GRAYBAR ELECTRIC Company 
nounces the appointment of R 
Griffiths (left) to the newly created 
post of Manager, Broadcast Equipment 
Sales, and Manager Radio Communica- 
tion Sales, for the New York district 
He formerly was Manager, Electronic 
Sales for the company. G. |. Jones 
previously Manager of Electronic Sale 
n the Philadelphia district assumes the 
post vacated by Mr. Griffiths 





TV Ist Quarter Shipments 
Total 1.5 Million Units 
WASHINGTON — Television sets 
shipped in the first four months of 
1952 totaled 1,564,516 units compared 
with 2,076,124 sets shipped in the 
corresponding period of last year, the 
Radio-Television Manufacturing Asso- 
ciation reports. April shipments to- 
taled 287,004 sets as against 261,357 . — 
units shipped in April of 1951. How IDEAL S Hard Hitting 


Shipments of radio receivers to deal 


ers in the first juarter of 1952 totaled P ti S$ EXTRA 
1,495,925. romotion ocores 
Fan Manufacturers Assn. SALES for You ! 


Elects New Officers 

DETROIT—The National Associa In the last year, 14,252 inquiries result- Right now, as you read this, your cus- 
tion of Fan Manufacturers, Inc., at ing directly from IDEAL’S promotion tomers are seeing and reading IDEAL 
their thirty-fifth annual meeting on program were channeled by IDEAI advertisements — direct’ mail — cata 
May 9th, elected the following officers through its Distributors. A very high logs —directory advertising trade 
for the coming year: R. A. Wasson, percentage of these resulted in report- shows where IDEAL products are al- 
president; J. M. Frank, vice president; 
L. O. Monroe, secretary-treasurer. 

Mr. Wasson is vice president and 
general manager of the Clarage Fan 
Co., Kalamazoo, Mich. Mr. Frank is 
president of the Ilg Electric Ventila 
ting Co., Chicago 


ed sales on the first call. Many were ways crowd stoppers 
door openers to new accounts and 
This never-ending program has one ob 
steady volume business. This was in 
mi ct - » ) ) 
addition to the many thousands of ject — to help you, as an IDEAL Dis 
sales traceable to IDEAL’S promotion tributor, to sell more more easily 


and handled directly by Distributors. and profitably 


Panelboards In Bins, 
Supermarket Style IDEAL Covers the Field with: 
PLAINVILLE, CONN.—A _ new Continuous advertising in 200,000 direct mail Hundreds of display 


22 leading magazines folders and broad- boards for distribu- 


method already put into use by the P 
4 sides tors 


Trumbull Electric Department of Gen Half a million condensed 

. “lect alls . caving catalogs, envelope pieces 30,000 more cata- leading purchasing 
eral Electric calls for the packaging of for distributor use logs distributed in directories 
panelboard components in three sep 52 


arate cartons. One contains the box 
and interior, another the front, and a 
third holds twenty TQL plug-in break IDEAL INDUSTRIES, ! 

. ; «" nec 
ers. Trumbull distributors fill orders ’ ”e 
for on-the-spot customers by simply 


Six notional trade shows 


1047 PARK AVENUE, SYCAMORE, ILLINOIS 
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Ideal for the 
tH AIR FLOW design matches an 
‘ Solid brass in four finishes 





vOUR CUSTOMERS ARE 
WAITING FOR THIS 
PROFIT-MAKER ! 


extra NARKUW 


ELECTRIC 


PUSH BUTTONS 


narrowest door jambs 


y style hardware 


Trine’s NARROW push buttons are a cinch 
to sell. ALL your customers should carry this 
line . . . needed for the narrow door frames 
of present day home construction. Dealers 
are looking for a number like this! 


<q THIS NEW MERCHANDISING DISPLAY WILL 


BE THE BUSIEST 12” IN THE STORE. 


Permanent, compact display sells all day, 
every day. Why not feature three No. 24 
Profit Deals (one for counters, one for win- 


dows, one for hanging) and TRIPLE SALES! 


PROFIT DEAL NO. 24 

Display containing 4 samples of different 
finishes shipped set up. Eyelets for hanging, 
easel for standing. Deal includes working 
stock of 20 pieces with screws; individually 
boxed units 


ORDER YOUR DEAL TODAY! 


MANUFACTURING CORP. 
NEW YORK 61, WN. Y. 


providing the required number of 
breakers from the third carton. Thus 
far the only products affected by the 
new packaging process are knockdown 
NLTQ Panelboards 

Designed primarily to speed distrib- 
utor over-the-counter service, the new 
technique, according to the Trumbull 
Marketing Department, makes pos- 
sible a reduction in panelboard prices 
without affecting quality. The new 
packaging approach makes it possible 
for standard lighting panelboards to 
be delivered from stock in a matter of 
seconds and the distributors whose 
showrooms permit, can now sell them 
in bins, supermarket style. 


Jefferson Elects New 
Officers and Directors 
BELLWOOD, ILL 


Electric Co 


The Jefferson 
at its annual meeting of 
James M 


Bennan chairman of the board and 


the directors has elected 
re-elected him as president. He suc- 
ceeds the late James C. Daley as board 
chairman 

Edward J. Bennan was elected execu- 
a member of 
the board. Previously he had been vice- 


president in charge of manufacturing 


tive vice-president and 


Both men are sons of the late John 
A. Bennan, one of Jefferson's founders 
and its first president 





— J 


GRAND PRIZE winner Walter P. La- 
dieu, promotional manager of Wood 
ward Wr New Orleans, 
receives keys to a 1952 Chevrolet from 
John G. Unverszagt district sales man 


ager of Ne , Inc. Ladieu also won 


ght and C 


other prizes in the $1 ) contest as 
a result of his sales effort in stoves and 
heaters during the four month contest 
period. Other prize winners were: Bill 
Shell, Florida Hardware Co., Jackson- 
ville Thomas Carney, Wilmington 
Jobbing and Distributing Co., Wil- 
mington, Del.; H. C. Caldwell, Long- 
Lewis Hardware C Birmingham Ala 

E. H. Waters, All Erwin C Char 


Alc 


lotte a &, 
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CARL T. BANNWERT has been ap 
pointed in charge of distributor sales 
for Magnatran, Inc., manufacturers of 
heavy duty transformers. Walter Gar 
lick, Jr., president, stated that Mr 
Bannwert’s appointment is one step 
in the expansion program to establish 
qualified distributors for Magnatran 





Sylvania Names Officers 


NEW YORK—President Don G 
Mitchell of Sylvania Electric Products 
Inc. has announced the appointment 
of Samuel B. Williams as Assistant to 
the President. Since 1949 Mr. Williams 
has been Director of Public Relations 
for Sylvania. George W. Griffin, Jr., 
who has been manager of General 
Electric's News Bureau at Schenectady, 
N.Y., succeeds Mr. Williams as Di 


rector of Public Relations. 


NuTone Adds To Main Plant 
CINCINNATI—NuTone, Inc., has 


started construction on a 30,000 sq 
ft. addition to its main plant. It is 
expected to be finished by September 
Ist. An increase in sales of a new line 
of ventilating fans, electric ceiling 
heaters and new Air Force contracts 
made necessary the new expansion 


Guth Lighting Starts 
its Second Half-Century 

ST. LOUIS—The Edwin F. Guth 
Company first opened its doors in 
1902 and has since, literally, grown 
up with the lighting industry. Guth 
reached the “ripe old age” of 50 on 
April 22nd and the occasion was 
marked by the Fiftieth Year Sales 
Conference, at which a formal Din 
ner Banquet was held in honor of Mr 
Edwin F. Guth, Sr., founder and Chair- 
man of the Board of the lighting fix- 
ture manufacturer 

Guth representatives were on hand 
from all over the nation and at the 
conference a total of forty newly de- 
signed sample lighting fixtures were 
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your customers 


devices 


Wiring Devices are designed and 
manufactured to unusally high standard for 
dependability of performance and ease 

of wiring. Recommend Wiring Devices 
for superior performance, safety and 


QUALITY. 








KNOX PORCELAIN CORP. 


KNOXKVILLE |, TENNESSEE 














SLL yor —Lualds 


® ® 
with? 6® design 


and workmanship 


choice of materials 


underwriters acceptance 


dependable service 


*McGill portable lamp guards are designed to insure the utmost in 


safety and utility value to the user. Each different model is engineered 


for a particular type of service such as the new completely grounded 


unit, No Rol cage, an approved convenience outlet and a cage with 


concentrating end lens to beam light. The 


thoroughness and care with which McGill 


guards are manufactured help make them in- 


dustry’s preferred portable lamp guards. 


Available 


No. 5025 


ed. Has molded phenolic handle and 


approv ed 


parallel and U shaped third blade to 


from your electrical wholesaler 


SLRG is completely ground- wo 153.¢ 
Lamp 


convenience outlet with 2 
Changer 


accommodate power tools. End lens in 
cage beams light to inaccessible places. 
Equipped with 25 foot of flame, grease 
and abrasion proof 16-3SJT cord and 
plug. Write for Catalog No. 49. 


No. 5025 SLRG 
Grounded 


No. 5000 SR 
Phenolic 
handle 


Underwriters’ Laboratories Inc., Inspected 


onty MGILL 
MAKES Zrc0Ler- 
SWITCHES 


McGILL Manufacturing Co., Inc., 


148 


No. 8000 SR 
Wood Handle 


No. 3006 
Vaporproof 


electrical 


Spectd 


250 N. Campbell St., Valparaiso, Indiana 


displayed to point up the company s 
continued progress 

An inscribed cast bronze plaque 
commemorating Mr. Guth’s 50 years 
of untiring service was presented by 
the company sales representatives. Mr 
George S. Watts, Vice President, who 
has been with Guth Lighting since 
1910, was presented by his associates 
with an attractive plaque as a symbol 
of their All representatives, 
factory and office workers of the com- 
given gold Elgin 
Watches as part of the celebration 


esteem 


pany were also 
Five representatives were announced 
Anniversary 
Those who took home 


as winners of the Guth 
Sales Contest 
top prizes were; John Allen Ware, Los 
Angeles, Cal.; Lawrence Pagnini, Dal- 
las, Tex.; Herb Lane, Rochester, NLY.: 
Tom Marshall, Cincinnati, Ohio, and 
Paul Wiesler, Kansas City, Mo 


All Phases Of Industry To 
Appear At Electrical Show 
NEW YORK—The Elec- 
trical Wholesalers is the 
sponsor of an electrical industries show 
to be held in New York on October 
21st through 24th at the 69th Regt. 
Armory. Every group, either directly 
or indirectly connected with the indus- 


Eastern 
Association 


try, such as electrical jobbers, engi- 
neers, architects and builders will be 
able to see the latest in the manufac- 
turers exhibits of product develop- 
ment on one floor and under one roof 

Many leaders in the electrical field 
have contracted to appear in the show 
to bring about a better understanding 
and knowledge of the latest in prod- 
ucts and their development 

The show is presented by the Amer- 
ican Electrical Industries Expositions, 
Inc., with headquarters at 8 W. 40th 
St., New York. 





TOPIC of this conversation seems to 
be, ‘‘And what have you been doing 
at the last conven- 
tion?”’ Participants in this Atlantic City 
confab are (left to right) W. A 
Rogers, Marlin Associates, T. A. Pitt, 
Weaks Supply Co., and E. N. Jolliff, 
Crouse Hinds Co 


since | saw you 
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CONVERSING at the Passaic County 
(N. J.) Electrical League’s recent 
meeting are John Parsons (left), sales 
man for the National Electric Co., and 
Simeon F. Hauser, of Day-Brite Light 
ing, Inc., who heads the manufac 
turers’ division of the league 





RTMA Convention Includes 
Two Score Plus-Meetings 


CHICAGO — Set, parts, tube and 
equipment manufacturers met in sep- 
arate sessions during the four-day in 
dustry conference of the Radio-Tele- 
vision Manufacturers Association's 
28th annual convention, held June 23 
26 at the Palmer House. More than 
two score business sessions, two din- 
ners and four membership luncheons 
had been scheduled, General Manager 
James D. Secrest announced. 

The convention was climaxed by the 
annual radio-television industry ban- 
quet held in the hotel ballroom. The 
dinner also marked the presentation by 
Board Chairman Robert C. Sprague of 
the firsts RTMA Medal of Honor to 
Brig. Gen. David Sarnoff, chairman of 
the board of RCA, for his outstanding 
contributions to the advancement of 
the radio-television industry. 

Chairman of the Renegotiation 
board, John T. Koehler, spoke at a 
membership luncheon on aspects of 
the Renegotiation Act and its admin- 
istration which are of major concern 
to radio and television manufacturers 
He stressed particularly the phases of 
the regulation on which clarification 
had been requested by the members 
of the RTMA Government Relations 
Board 


Lamp Production Starts 
REFORM, ALA.—Small scale oper- 


ation of a new, modern lamp plant 
of the Westinghouse Electric Corp., 
was started early in June. It is expected 
that within a year full production of 
photo-flash bulbs, Christmas tree bulbs 
and various other small lamps will be 
manufactured at the plant. 
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FARADAY 
SIGNALS FOR INDUSTRY 


When you stock and sell name 
brand equipment, you are doing 
everyone a service. The complete 
Faraday line—either individual 
devices or complete signaling sys- 
tems—is “tailor-made” to suit 
eve.y department noise level. 
Model ATL-700 bell (left) is a 
typical in-plant vibrating bell built 
for rugged use. Be top-brand con- 
scious your next stock order and 
keep your customers with Fara- 
day units. 


ATL BELL 








BUILD BETTER BUSINESS 


Stock a complete line 
of the best in signaling equipment 


Be sure you have it 
when they need it! 








FARADAY SIGNALS 
FOR THE HOME 


Despite the slack-off in more ex- 
pensive housing, residential wiring 
continues to be a busy field. Here 
again, quality of product, delivery 
time are important factors in keep- 
ing customers on schedule 

and pleased with results. NO. 500 BELL 
Stock a complete line of Fara- 

day push buttons and signal- 

ing devices to have the best 

on hand when it’s needed. 

















FOR FLOODLIGHT 
JOB REQUIRING 
FIXED LAMP 
WATTAGE 


CAT. NO. 324 


OPEN TYPE FLOODLIGHT 
WITH WEATHERPROOF 
VENTILATED NECK 


MULTI 


FLOODLIGHTS 
FOR 
BIPOST LAMPS 


QUALITY 

PORCELAIN 
ENAMELED 
REFLECTOR 


SIMPLE BRACKET 
PROVIDES WIDE 
HORIZONTAL 
ADJUSTMENT 


NO VERTICAL 


TO BURN BASE 
uP. 


ELECTRIC MEG. INC. 


4223 W. LAKE ST. 


Solderless Lugs 


Completely redesigned—lighter and 
stronger—solid copper body and 
tongue for highest conductivity, heavy 
hex-head screw, extra thick thread 
plate. Available in 5 sizes for wire 
sizes from No. 14 to 500 MCM 
Write for Bulletin. 


BATTLE CREEK, MICH. 
ELECTRICAL FITTINGS 
FOR WIRE ond CABLE 


CHICAGO 24 


CHECK THESE 
TIME SAVING, 
MONEY SAVING FEATURES 


1 Easy Installation—No “special” 
* wrenches, Use any standard 
wrench or pliers. No loose parts 

to get lost. 


2 Highest Conductivity—Heavy solid 

* copper body and tongue. Deep 

serrations on tongue positively 
grip all wire sizes. 


3 High Re-Use Value—Extra heavy 

* screw and thick thread plate. 

Use again and again without 
loss of efficiency. 


4 Only 5 Sizes to Stock—Each lug 
* has wide range of wire sizes. 
Body design is adaptable to 
special tongues or contact plates. 


WRITE FOR BULLETIN 
ON S-O TYPE LUGS 


RUSSELL P. NORTHUP, (right) 
Crouse-Hinds Co 
president, assistant sales manager, has 


commercial vice 


| been assigned full responsibility for 
| condulet sales. William A. McAuley 


(left) has been appointed manager of 


| the condulet department of Crouse- 


Hinds in which capacity he will assist 


Mr. Northup 





AW Certifications Rise 

NEW YORK— Despite copper 
controls and a decline in building in 
1951, a 12 per cent advance over 1950 
was recorded from the reports of 23 
different Adequate Wiring Bureaus 
There were some lower totals in cer- 
tain areas but the overall picture was 
one of gain. Local bureau executives 
emphasize that actual certifications to- 
tals only hint at the prime gain—that 
of raising wiring levels generally. 


BullDog Adds Four Members 
To Its Board Of Directors 


DETROIT — The stockholders of 
the Bulldog Electric Products Company 
have elected four new members to the 
Board of Directors. The company 
states that these additions were neces- 
sary to keep pace with Bulldog’s ex- 
panding activities 

The new members include 

Alva A. Togesen, vice-president in 
charge of sales; Karl K. Kahler, vice- 
president in charge of employee rela- 
tions; S. E. Bychinsky, secretary; Ben- 
jamin Shwayder, vice-president of 
Shweyder Bros., Inc., makers of Sam- 


sonite products 


Raymond Rosen and Co. 
Names Officers, Directors 
PHILADELPHIA Raymond 


Rosen and Co., Inc., one of the coun- 
try’s leading distributors of household 
specialty appliances has elected Thomas 
F. Joyce President. He has been a part- 
ner in the company since 1945. Pre- 
viously Mr. Joyce has held top execu- 
tive positions with RCA. He was also 
named President of the Philadelphia 
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Appliance Service Corporation. 

L. P. Clark, formerly Vice President, 
was elected President of Raymond 
Rosen Engineering Products, Inc., a 
subsidiary of Raymond Rosen and Co. 
Joseph Wurzel, one of the founders 
of the company, was re-elected Vice 
President of both the parent and sub- 
sidiary company. Jack S. Rosen was 
elected Vice President and Edward H 
Rosen was elected Secretary of the 
three companies. Bernard E. Narin was 
elected Treasurer of the three com- 
panies. 

Directors for Raymond Rosen and 
Company and the Philadelphia Appli- 
ance Service Corp., are Thomas F 
Joyce, Joseph Wurzel, Jack S. Rosen, 
Edward H. Rosen and Bernard G 
Segal, who is counsel for the com- 
pany. 

Directors of Raymond Rosen En- 
gineering Products, Inc., are the same 
with the addition of L. P. Clark. 


Royal Electric Elects 
R. A. Riesman President 


PAWTUCKET, R. I. — Robert A 
Riesman has been elected president of 
the Royal Electric Co., Inc., Pawtucket, 
R. I, succeeding Joseph G. Riesman 
Most recently he filled the post of gen- 
eral manager following assignments as 
assistant sales manager and sales man- 
ager 

Joseph G. Riesman has been elected 
chairman of the board. Along with 


ROBERT A. RIESMAN, left, is con- 
gratulated on being elected president 
of the Royal Electric Co., Inc., by out 
going president Joseph G. Riesman 


Treasurer Myer Riesman, he founded 
the business over thirty years ago. 

The announcements took place at a 
recently concluded annual sales meet- 
ing of the company in Atlantic City 
The meeting, it was reported, was one 
of the most successful in the company’s 
history, with one or more salesmen 
from each of the representative offices 
in attendance 
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Modern Plant POWER 


Distribution— 


Distribute 
High Voltage . . . 460-575 


Provide 


Low Voltage Where Required...115-230 


Increase power capacity for expanded production 
in your present plant and gain maximum econo- 
mies of material and labor in the wiring of the 
new plant. Distribute only high voltage. Provide 
low voltage at the point of use with Jefferson Air- 
Cooled Power Circuit Transformers. Eliminate 
duplicate wiring circuits (one for high and a 
second for low voltage). Save critical materials, 
and cut your labor costs. 


S-T-R-E-T-C-H Copper and Steel Supplies 
Example 1. A plant distributes 230 volts at 15 am- 
peres through 14 size wire — maximum capacity 
is 3,450 voltamperes. 

Example 2. Using Jefferson Power Circuit Trans- 
formers to step down voltage where needed, the 
same wiring now distributes 460 volts at 15 amperes 
—maximum capacity 6,900 voltamperes. 

You can stretch your critical material allocations and 
modernize and increase power capacity at low cost 
with minimum labor by installing Jefferson Trans- 
formers. It will pay you to investigate now. Bulletin 
501-15 gives full selection data. Copy free on request. 


No special vaults are 
required.—Each trans 
former is complete 
with roomy wiring 
compartment having 
knockouts for rigid or 
flexible conduit con 
nections 

Approved by Under 
writers’ Laboratories, 
Inc 


STOCK SIZES 
50 V.A. to 15000 V.A 
460/230 Volt Pri. — 
230/115 Volt Sec. 575 
Volt Pri. — 230/115 
Volt Sec 


JEFFERSON ELECTRIC COMPANY 


Bellwood, Illinois 





Thurow Distributors, Inc. 
ruyan EVER To Present New Lines 
TAMPA, FLA.—Thurow Distribu- 


Beer THAN EVER tors, Inc. of Tampa, Miami, Jackson 


ville, Orlando and Tallahassee, recently 








completed a two day general sales 


? | meeting held in Orlando, Florida. Ap 

° pliance Sales Manager Raymond P 
Boyne conducted the general meeting 

| at which it was announced that the 

REE | company had been, appointed distrib- 

eo™ utors for Wilson Freezers and White 


* ' 
ae Gas and Electric Water Heaters 

/ LG BLOW bce) ie, A. A. Davis introduced the Wilson 
. Freezer Line and H. A. Pendergraph 

You get added safety and added performance in presented the White Water Heaters 
Other representatives in attendance at 
the meeting were: Frank H. Merritt 
of Arvin Industries, Inc.; Neal E. Schu 
man of Astral Industries, Inc.; R. H 
Nolan, Frank A. Leavitt and H. F 
Glenn of Florence Stove Co.; L. I 
Barnhart of Webster-Chicago Corp.; 
R. F. Stubbs and J. E. Crum of West 
COMPOUND KETTLES © FIREPOTS © OILERS © SAFETY SHIELDS © SOLDERING IRONS | inghouse Electric Corp. Approximately 
* SOLDERS © OIL CARRIERS * PAINT POTS » ACCESSORIES ’ | 25 members of the Thurow Sales De- 


Wall Blow Torches with the revolutionary new 
Pisto-Grip handle. Drawn steel tank has brazed 
inserts and electrically seamed bottom. The Wall 
blow-proof pump means additional safety. Avail- 
able in brass or steel. No extra cost for this new 
handle. It will sell on sight! Write today for 
complete catalog. 


partment were in attendance 


WALL MANUFACTURING CO. Moe Light Acquires 
Grove: City; Pe Star Lighting Fixture Co. 
| FORT ATKINSON, WIS. — The 
capital stock of the Star Lighting Fix- 
ture Company of Los Angeles has 
been acquired by the Moe Light, Inc., 


e 
count t ege MWece | manufacturer of residential fixtures 


Lee B. Thomas, President of Moe 
Light, Inc., stated in his announce- 
ment, “The acquisition of the Star line, 
enables the firm to meet the special 
features of Western architecture, and 
makes available local stocks of the 
broad Moe Light line.” 








ground rod clamps 


Cast of high strength electro-bronze specially 
alloyed in our own electric furnaces. 


Heavy duty Duronze screws furnished with 
square head or socket type with wrenches at 
no difference in cost. 


Clamps provide for perfect alignment of rod 
and ground wire in high pressure contact. 


Clamps fitted with special round pointed 
screws so that surface of ground rod is not 
damaged on tightening the screw. 


Weaver Ground Rod Clamps are priced very 
competitively. 
f Albert Pfaltz as 
Z manager for NAED 
, *n announced by Chas. G. Pyle 
A W A C  @ ] utiv jirector. Mr. Pfaltz return 
J. ° E Vv E R ® to a p n that he held from 194 
; 951 when he left NAED to estab 
2110 HOWARD ST. ST. LOUIS 6, MO. © CEntral 0881 lish a consulting service specializing in 


public relations and sales promotions 
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FLYING his plane to New York after 
the NAED convention, C. G Justice 
Jr. (left) of the Lighting Fixture and 
Electric Supply Co., New Orleans, stops 
to visit C. G. Pyle, Jr. of P. M. Sales 
Co. A young lad standing with Mr 
Justice is C. Pyle, Ill, the grandson of 
NAED's executive director 


PEOPLE IN THE NEWS 


Robert B. McKnight is the newly 
appointed Western Regional Manager 
for Nesco, Inc., 
Los Angeles, Cal. 

Max D. Gruber, formerly of Gruber 
Bros., and a member of the Iluminat- 


with headquarters in 


ing Engineering Society, has returned 
to active participation in the lighting 
industry. He will cover the New York 
area aS a representative for several 
lighting manufacturers. 

W. J. Resiner has been appointed 
manager of stainless steel tubing sales 
of the Steel and Tubes Division of 
Republic Steel Corp. He was sales en- 
gineer for Republic since he joined 
the company in 1942. Mr. Resiner, 
who has been on leave from the com- 
pany for the past year and a half, has 
recently been chief of the tube section 
of the National Production Authority 

Al Walker has been appointed 
New Jersey District Manager for the 
Triangle Conduit and Cable Co., Inc., 
with headquarters in New Brunswick, 
N.J. He was formerly Assistant to the 
Vice-President and head of the Special 
Cables Division. William Meier will 
assist him in his new duties 

Lee Alpin has been appointed in- 
dustrial branch manager for the Min- 
neapolis-Honeywell Regulator Co., In 
dustrial Division, in San Francisco 

F. W. Dickerson has been appoint 
ed manager, telephone sales, for the 
Graybar Electric Company. He suc- 
ceeds J. B. Long who is retiring after 
Havi- 
land has been named as assistant man- 
ager, telephone sales. 


thirty-two years of service. E. F 
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GUARANTEED 
Your Assurance of 


BEST QUALITY for SAFE USE 





4 
NOW IS THE TIME TO STOCK UTILITY EXTENSIONS 


GEM OFFERS THE MOST DIVERSIFIED LINE FOR ALL PORTABLE AND 
STATIONARY EQUIPMENT. A TYPE AND SIZE FOR EVERY PURPOSE 
OUTSIDE HOME 


COMMERCIAL USE 


™ 
ELECTRIC STEEL CUTTERS 


AND NUMEROUS OTHER USES 


WHOLESALERS IN THE DETROIT AREA WE HAVE SHORT EXTENSIONS 


FOR CONNECTING WASHING MACHINES. 


won nue mse cormost | GEM ELECTRIC MFG. CO., INC. 


FUSES FUSTATS, BLUE LABEL 
237-37th STREET BROOKLYN 32, N.Y. U.S.A 
BUSH TERMINAL BLDGS. _ 





WIRING DEVICES AND SPECIALTIES 
GENERAL ELECTRIC XMAS LAMPS 
XMAS SETS AND DECORATIONS 














EASY TO INSTALL... 
BUILT TO BE FORGOTTEN 


Reliance Time Controls 














Pure Silver Switch Contacts 
Self-starting Synchronous Motor 


Heavy Phosphor Bronze Tension 
Blades 


@ Neutral Tap for 3-wire Circuit 
Connection 


@ Heavy, 20 gauge Steel Case 
Reliance Automatic Lighting Co. 


1911 Mead Street Racine, Wis. MODEL “W”" SWITCH 


RELIANCE TIME SWITCHES 











YOU MAKE FAST FRIENDS 
WHEN YOU RECOMMEND 
AND SELL 


PARAGON 


TIME SWITCHES 


Yes, you do your customers a favor and give 
them the best in service when you stock and 
sell Paragon Time Switches. Their reputation 
for built-in quality, precision, accuracy and 
dependability guarantees maximum satisfac- 
tion and minimum trouble. 

Available in a wide variety of types and 
models . . . for indoor or outdoor applications 
... there’s a dependable Paragon Time Switch 
to fit every need... backed by Paragon’s qual- 
ity manufacturing — and by a sound, estab- 
lished jobber sales policy. 


Illustration shows Model 
301 straight “ON and 
OFF” Time Switch for 
use where two or four 
operations per day are 
required. Self-starting, 
heavy-duty motor, avail- 
able in 115 or 230 volt, 
SPST, SPDT and DPST 
models 





WORLD'S FOREMOST Makers of the Famous 
EXCLUSIVE “‘de-frost-it” for Domestic Refrigerators 


MANUFACTURER 


TIME-CONTROL Paragon ELECTRIC COMPANY 


SWITCHES 
FOR ALL USES 60°O TWELFTH STREET ° 


TWO RIVERS, WISCONSIN 





MASSEY 





IMMEDIATE DELIVERIES 


on complete line of 


fl “Old Reliable” 
TN | BAKELITE ciry" 
D ail i WALL PLATES 


Arnold W. Bahder has been ap- 
pointed Sales Manager, Domestic Divi- 
sion of The Silex Co., Hartford, Conn. 
James C. Blair has been named Chicago 
District Sales Manager with offices and 
sample rooms at 14109 Merchandise 
Mart. John W. Adzick is the St. Louis 
District Sales Manager with territory 
ccvering eastern Missouri, southern 
Illinois, western Kentucky and Tennes- 
see. Silex also announces that Frank J 
Reynolds will represent the company 
in Georgia, Alabama and Florida, and 
Hundley R. Grover will carry the Silex 
line in North Carolina, South Carolina 


and eastern Tennessee 


John L. Marsh has joined National 
Electric Products Corp. as Midwest Re- 
gional Specialist on all products. He 
will have his headquarters in NEPCO's 
Chicago offices, reporting to E. M. 
Nelson, Midwest Regional Manager. 


H. B. Gould, Superintendent of 
Electric and Steam Sales of the 
Youngstown, Ohio, Division of the 
Ohio Edison Company, has been ap- 
pointed Chairman of the Commercial 
and Industrial Education Committee 
of the Better Light Better Sight Bu- 
reau. The Committee is responsible 
for preparation of educational mate- 
rials on light and sight, for use by the 
electrical industry in the commercial 
and industrial markets 


John J. Slevin has been announced 
as Manager of the New York Office of 
the Miller Company of Meriden, 
Conn., with headquarters at 33 W. 
42nd St 


Donald S. Mezak will represent 
BullDog Electric Products Co. as Field 


More of this wall plate design is in use than | Engineer in Jackson, Lansing, Kalama- 
any other style. The demand has always been | 2099. Grand Rapids, Muskegon and 


big . a and always will. Your greatest profit = Bartle Creek, Michigan. He will assist 
potential is in supplying MASSEY. 


Advantages Galore 


Always uniform. 

Match-up is easier. 
Replacement business awaiting. 
No extra stock to take on. 
One inventory . 
One complete line . . . from one source. 
Catalog, styles, numbers, etc., remain the 


+ « just carry on. 


same. 
Priced right to sell . . . at big profits. 
Up to 25% heavier. 

Lower in cost. 

comply with Federal and REA specifico- 
ions. 


Send for catalog and prices today. 


A. H. MASSEY, Inc. 


300 Longbrook Ave Stratford, Conn 
Single and Multi-gang Wall Plates and 
Electric Wiring Devices Since 1936 


other Field Engineers in these localities 
on special assignments. Mr. Mezak will 
make his headquarters at 939 Fair- 
banks, Kalamazoo, Mich 


Erwin E. Lehmann has been ap- 
pointed manager of General Electric's 
Euclid Lamp Works in Cleveland, 
Ohio, succeeding George A. Goerss 
who is retiring. Mr. Lehmann has been 
assistant manager of the Euclid Lamp 
Works since 1928. Mr. Goerss, who has 
been with the company for 43 years, 
was manager of Euclid since 1926. He 
will continue in an advisory capacity 
until September Ist 
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H. N. Otis, formerly Western As- 
sistant Sales Manager of Insulated 
Products for the Anaconda Wire and 
Cable Co., has retired after more than 
23 years service to the company 


John O. Paull was 
branch industrial manager for the 
Minneapolis-Honeywell Regulator Co., 


appointed 


Industrial Division, in Los Angeles 


F. D. Weatherholt has been named 
as sales manager of Industrial Products 
He was previously manager of the Ap- 
paratus Division’s industrial depart- 
ment of the Westinghouse Electric 
Corp. 


G. C. isham has been appointed 
Eastern Regional Manager of the Tube 
Distributors Sales Dept., of Sylvania 
Electric Products. J. H. Hause was 
named Mid-Western Regional Man- 
ager and W. G. Patterson is the Pacific 
Regional Manager 


Vincent Anson has been appointed 
regional sales manager for Nesco’s 
southwest district. Mr. Anson, who has 
been with the company for more than 
25 years, will make his headquarters in 
St. Louis 


W. E. Henges, president of Gray 
bar Electric Co., Inc., has been elected 
a trustee of Union 
Bank, New York. Mr. Henges has 


been with Graybar 39 years and is a 


Dime Savings 


director and member of the Execu 
tive Committee of the company 


MANUFACTURERS APPOINT | 
SALES REPRESENTATIVES 


Standard Transformer Co., Warren, 
Ohio, has appointed E. F. Lombardi, 
2809 Whiting Ave., Charlotte 5, N.C. 
as a representative to cover North Car- 
olina and South Carolina. Lewis E 
Markle, Jr., 235 Hopkins Road, Wil- 
liamsville 21, N.Y. has been appointed 
as representative to cover the Buffalo 


area. 


Arrow-Hart & Hegeman Elec. Co., 
of Hartford, Conn. has appointed 
D. M. Gannon sales representative 
for St. Louis, southern Illinois, eastern 
Missouri and western Tennessee. M. M 
Tompkins is appointed sales represent 
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a nickel 


a blow’ 


SHAWMUT ta RENEWABLE 


LINKS COST AS LITTLE AS 
5¢ TO REPLACE 


Both Knife-Blade and 
Ferruvle Types for 250 
and 600 volt circuits, 
from 0 to 600 Amps. 


Shawmut “t-d’’ Renewables have tie best time 
delay characteristic of any renewable fuse. 
The t-d link gives maximum time delay in 
the higher current ranges where most needed. 
At the same time it gives maximum protection 
in the overload zone. On short circuit, operation 
is instantaneous along with a reduction in the 
rate of rise of recovery voltage. The notches of 
the t-d link blow one after the other with action 
like a 4-step rheostat. 


Simple, sturdy, dependable. Easy to install, 
take apart or renew. Precision-made with no 
welded or steel parts. Completely interchange- 
able links and parts. Large contact areas. 
Adequate two-way venting. 


All Shawmut t-d fuses are renewable. The com- 
plete fuses or renewal links for the knife-blade 
type are available for either 250v or 600v cir- 








UND.LAB INSP 


SHAWMUT 


cuits in sizes ranging from 70 to 600 Amps. In ferrule types, sizes 
for both complete fuses and renewal links range from 0 to 60 Amps. 


ORDER NOW OR SEND FOR SHAWMUT #38 BULLETIN 500 


THE CHASE-SHAW MUT co. 


372 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 


Cry 
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~ 8, 8a 


Trion ~2O~ 


G 


Triomet 


< 


3 


ow O-T we = FUSE Wine 





+ ative for western New York State and 

Ct eam 0 the Cr 0 1 northeastern Pennsylvania. C. A. Listug 

p has been named sales representative for 

Minneapolis, St. Paul and the north 

central territory. W. F. Plunkett will 

(A AVEO) 13 represent the company in Pittsburgh 
and the surrounding area. 

'@) TE a | et Boxes Markel Electric Products, Inc., Buf- 

falo, N.Y. has appointed Neely Enter- 

and 5. Los Anpeles. Calif. as exclusive 

prises, S Angeles, anf. aS exclusive 

Ba r H an g e rs! sales representative for the Markel 


three speed record changer 


Clyde W. Lint Co., Chicago, an- 
nounces the following territorial ap- 


Little things can make a big difference KEYSTONE OUTLET BOXES— Heavy poincments Gulf Sales Agency, New 
on any wiring job you do. And it's the gauge steel construction with Y2" or Orleans — covering Louisiana, Miss- 
little things about Keystone bar hangers, combination “2” and %” knockouts. issippi and Arkansas; Tesman Agen- 
outlet boxes, and box covers that make Strong BX or Romex clamps assembled ere oe . , 
a * : . cies Co., Los Angeles—covering south- 
them the “cream of the crop” for you. to box with nested fit for quick and easy | sagt a ‘ ss £ 5 
For example... pulling of wires and lower instaliation Dimes California; Capitol Sales Co., Aus- 
KEYSTONE BAR HANGERS—Made of ‘°Sts- Available in 4” Octagon or | tin, Tex. — to cover Oklahoma and 
%s" x Yo" band steel with rounded mill Handy box types... separate or in com- Texas 
edges and sliding, easy-working, du- bination box and bar hanger assemblies. 
rable double strength studs. Available in FREE! Keystone’s new “value-packed 
straight, shallow, deep, or universal Catalog containing complete information 
offset cleat types ... and in standard on standard Keystone wiring installation 
lengths of 192", 21” and 24”. Special equipment. Write for your copy today! oO B i T U a R I E Ss 
lengths furnished upon request. © it pays to “figure on Keystone!’’ 
KEYSTONE MANUFACTURING COMPANY 
NOW! Territories open . . 
for agents with wore- 23328 Sherwood Ave. @ Centerline (Detroit) Mich. pa sol Daley 
house facilities. Write 
for full particulars! 


James C. Daley, Chairman of the 
Board of the Jefferson Electric Com- 
pany and co-founder of the Bellwood, 
Illinois company with the late John 


) ALIAS A. Bennen in 1914, passed away on 
May 15th 


3 ~~ s -— 
r epi PROP AI GES ep In addition to numerous other affili- 
Lae ations, he had served on the Board of 
Governors of the National Electrical 


GENERAL TYPES TO Bh: Manufacturers Association 
FIT ALL LOCAL 
REQUIREMENTS 





~ 





ne 


| E. J. Hamilton 
E. J. Hamilton, 68, sales manager of 
Ware Fuse Corp., died May 12th, after 
a brief illness. He had joined Ware 
Brothers in 1928 as sales manager and 
Rugged, reliable ground clamps help a lot on previously had held the same position 
many wiring jobs — and M&W has the right, for the Chicago Fuse Corp 
U.L. Approved type to meet your local specs. 
Types include bronze or malleable iron clamps | E. R. Knauft 
to fit Y2” rod up to 4” pipe. All have top halves 
with slotted bolt to eliminate the need for remov- 
ing screws. Special types available for quantity 
users. Write for new 1952 Catalog No. 20-B. 


E. R. Knauft, president of the F. D. 
Lawrence Electric Co., Cincinnati, Ohio, 
died in Bombay, India, on March 31st 
Mr. Knauft, who was on a world wide 


Woter-Tight Connectors — Non-Water-Tight Connectors — trip when stricken, had been with the 
Service Entrance Kits — Service Entrance Caps, Straps and 


Sill Plates — BX and Romex Connectors. company for 45 years and was appoint- 


ed president in 1945 


Paul M. Leary 
Paul M. Leary, General Sales Man- 
ager of the Wadsworth Electric Mfg. 
T e M. &W. ELECTRIC MFG. CO., Inc. Co., Inc. died Sunday, June 15th. Mr 
ee Leary had held his post with Wads 
worth since 1931 
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ASSOCIATION NEWS 


CHICAGO—The Electric Association 
has announced that a sub-committee of 


the Adequate Wiring-Electrical Mod- | { 
ernization Committee plans to meet 


with the Commonwealth Edison Com- 


pany officials to coordinate arrange- UNITS ARE RIGHT 


ments to exploit to the greatest pos- ° 
“2.9 , ° a 
sible extent Chicago's largest certified Good Service 


wiring project, known as_ Beverly ¢ Good Profits 
& P ) 
Wood. Emil De Haan, owner of Serv- 
ice Electric Company and a member 
of the association's modernization com- 
mittee, is the electrical contractor for | ! >, 
the project , ; #. Adjustable ~y 
— “/ j ‘ 
‘The committee also plans an Elec- y FLOODLIGHT * 
trical Modernization Conference for INDUSTRIAL PLANTS ... FARMS 
electrical contractors and others spe- . . . RURAL ELECTRIFICATION 
cializing in industrial work to be held The Jackson line affords the wholesaler a 
at the Chicago Lighting Institute Au- dependable source for prompt service, good 


ditorium on Tuesday, September 23rd quality, and excellent returns. Jackson is a 
; good, fast-selling line — check into the 


CHICAGO — The Electric Cooking | sales opportunities today. 


Institute, which is an activity of the Manufacturers of Reflectors, 
: . 2 ° Vaporproof Units, Weatherproof Sockets 
Electric Association, offered as prizes 


a new electric range to each of four * Send for catalog JAC K S 0 N E LE C T R | CAL C 0 M iy N Y 


winners in a write-in contest held in * Sold only thru Dis- HICAGO 7 
tributors 


‘ 


Residential — Com 
mercial — indus- 
trial for perma 
nent or temporary 
installations. ‘Heavy 
gauge 
struction 
enamel finish — 7-'4 
10-',” dia. ref. — durable 
tough. weatherproof Uni- 
versal adjustment in 
7107-7110 stall on any flat surface or 
attach directly te % 
Verdtaite, ‘ or 4 outlet box. Approved 6 foot cord 
and plug 


-- 
gee = 


- 


/ 


o 


connection with the recently conclud- 
ed Modern Living Exposition at Navy 
Pier. According to Jane Foster, direc- 
tor of home economics for the insti- 
tute, over 600 entries were received 
The presentations of ranges took place 
at a special performance of a playlet, 
“Mom Steps Out,” on Friday, June 
13th. The four contest winners picked 
the range of their choice from 14 
brand name ranges on display. 


FARGO — The North Dakota Elec- 
trical Association held its annual con- 
vention at the Gardner Hotel in Fargo 
on June 8-9-10. A record attendance 
was attracted to the three days of 
information and fellowship 


and outdoor uses remember the advantages of 
dependable TORK CLOCKS. Ideal for — Signs 


TRADE-WIND 
and Window Lights — Pumping — Defrosting — 


PPER VENTILATORS 
mene Oil Burners — Pre-heating — Lead or Wax — Hen 


Gite aadils House lights. Write today for complete details. 
for kitchen — No. 948A $11.00 List 


both — den 
— laundry 30 AMP * SINGLE POLE TELECHRON MOTORED 


Cabinet model — 
ventilates both 
top-of-stove and 
ceiling 


TRADE-WIND MOTORIANS. (WC 


S$ Main St, Los Angeles 37. Co 
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NEW! HEA ~ & 


FANS 


@ TYPE PiF POWER LINE 
DIRECT DRIVE — 16” to 48” 
in off H.P. ratings. Square 
fromes for eosy installation. 


@ TYPE PLOX POWER LINE 
DUCT BOOSTER—Motor ox- 
ternal to Air Stream. 16” to 
48” in oft H.?. ratings. 


~for industry 
oe 
-- DIRECT pp; 
ei BELT oo 
Peorelions 


— SOLVE YOUR 
VENTILATION PROBLEMS 


with CHELSEA'S new 
heavy duty airfoil type ex- 
haust fans. For use in 
exhausting, duct work, filter 
installations, range or vat 
hoods, penthouse units, 
paint spray booths, where 
Static pressures are 
encountered. 





p apg cet UNE 

AIR BLASTER—For spot cool- 
ing — evoilable on pedestal. 
18” to 42° in all H.P. rating, 


BELT DRIVER — cS ae 
in olf .P, rotings. Square 
for easy installation, 


CHELSEA FAN & BLOWER 


PLAINFIEL Se a ee 


@ TYPE PLBO POWER LINE 


WRITE FOR CATALOG 400 


Includes detailed informa- 
tion on type, size, specifica- 
tions, engineering data and 
installation recommenda- 
tions. Address Dept. B-7. 


Proper Ventilation 
is an Investment! 
This is your Seal + 
of Certified Ratings 
This is your 
Symbol of Quality $ | 


CO.,Inc. Gos 


RSEY 


ws NT- 
HANY' cle on 


ert it sc 


BLACKBURN 
Wire 


Building 
CONNECTORS 


Many Uses: 
IN JUNCTION BOXES 


FOR FIXTURE AND 
RANGE CONNECTIONS 


FOR MOTOR CONNECTIONS 


Quick and easy to install, yet connections can 
be changed without clipping pigtails. Only 3 
sizes cover a range from No. 14 to No. 4 wires. 
Save labor—cost little—get some today. 


How to Order: 


Cat tou for 2, Jor 4 No. 14 wires 
2 of 3 No. 12 wires 
* 2 No. 10 wires 
6U " 2 orf 3 No. 8 wires 
" 2 No. 6 wires 
4U " 2 No. 6 or 2 No. 4 wires 


CORPORATION 


35 MADISON ST. 
ST. LOUIS 6, MO. 


Phone CEntral 3007 


aren ] 


OMAHA—The Nebraska-Iowa Elec- 
trical Council will conduct an adver- 
tising campaign for the third succes- 
year centered the theme 

Throughout 


15th through 


sive around 
of night cooling comfort 
the period from June 

July council will employ 
newspaper, radio and car cards plus 


31st, the 


other advertising media to inform the 
public of the wonderful comfort to be 
obtained from owning a night cooling 
conditioner or a de- 


fan, a room air 


humidifier 


PHILADELPHIA — The Lighting 
Equipment Manufacturers Group of 
The Electrical 
date and completed many of the details 


Association has set the 
for the 1952 Fall Lighting Campaign 
A. Stewart 


of this yearly 


Frederick heads the plan- 


ning committee associa- 


con activity. 


NEW ORLEANS—"Play Fuse-Blo” 


| is the name of the exhibit which will 


show the many advantages of Certified 

Wiring at the 1952 New 
Home The exhibit, 
which is a game the public is invited to 
is being sponsored by the South 
Chapter of the National 
Ass'n, New Or- 
Service, Inc., Louisiana 
Elec- 


Adequate 
Orleans Show 
play, 
Louisiana 
Electrical Contractors 
Public 


Power and 


leans 
Light Co., and the 
trical Ass'n of New Orleans 
SW AMPSCOTT, 
Northeastern Reg 

the Illuminating 
took place June 


was the last in a 


MASS. — The 
sional Conference of 
Engineering Society 
19th and 20th. This 
series of eight Re- 
gional Conferences held during 1952 
Electrically controlled dynamic color 
systems were demonstrated by R. Gil- 
lespie Williams, Color Lighting Corp., 
North Bergen, N. J. Willard Allphin, 


Sylvania Electric Products Inc. re 


— WANTED — 


Factory Representatives 


for 


ELECTRICAL PLASTIC TAPE 


and 


INDUSTRIAL PLASTIC APRONS 
JERSAR PLASTICS CO., Inc 


649 Gladys Ave. 
Los Angeles 21, Calif. 
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ported on a study of eye complaints 
from fluorescent sources. School light- 
ing was treated in three papers by E 
H. Church, Benjamin Electric Mfg 
Co., Des Plaines, Illinois; R. L. Biesele, 
Jr., Southern Methodist University, 
Dallas, Texas, and Louis J. Drakos, 
Architect, West Hartford, Conn. The 
various aspects of Industrial Lighting 
were reported on by Lawrence S 
Cooke, General Electric Co., Lamp 
Div., Boston; James S. Lindsay, Gen- 
eral Electric Co., River Works, Lynn, 
Mass.; K. A. Sawin, Wheeler Reflector 
Co., Boston, Mass. C. L. Crouch, Tech- 
nical Director of the Illuminating En 
gineering Society, reported on com- 
parison of methods for computing in- 
terior illumination. The Banquet Ses- 
sion of the Conference was addressed 
by National LE.S. President Samuel G 
Hibben, Director of Applied Lighting, 
Westinghouse Lamp Division, Bloom- 


field, N. J. 


WASHINGTON—A “TVI Clinic 
for servicemen in the Washington Area 
was sponsored by the Electrical In- 
stitute, the Radio-Television Manu- 
facturers Association, and the Wash- 
ington TVI Committee. The meeting 
was held in the Pepco auditorium. 


WASHINGTON—The Electric In 
stitute’s annual Golf Outing, this year 
christened “The Phoenix Field Day,” 
was held June Sth at the newly rebuilt 
Manor Club in Norbeck, Md 


MINNEAPOLIS—The first meeting 
of the 1952 Electric Housewares Cam- 
paign planning session was held re 
cently and was attended by forty-two 
distributors, manufacturers and utility 
representatives. Details of this year's 
Gift Campaign were prepared and pre- 
sented by the Electric Housewares 
Section of NEMA. 








1S IT TRUE WHAT 
| HEAR ABOUT 
DIAMOND DTX ? 


Sie\s 


berth ——~ a 


YES, IT’S TRUE — Oar old customers, who think 
Diamond DTX is THE BEST Nonmetallic Sheathed 
Cable, are flooding us with orders these days .. . 
almost more than we can handle. That's why we can- 
not accept orders from new customers at this time. 
Howev er, we hope to be able to serve new friends in 
the future. We're eager and willing to supply you just 


as soon as we can. Inquiries answered promptly. 


FOR THE WISE BUYER, 
IT’S ALWAYS 


DIAMOND WIRE & CABLE CO. 


SYCAMORE, ILLINOIS 


Manufacturers of Diamond Wire Electrical Wire 














WANTED 
Manufacturers Representatives 


FOR AIR-COOLED POWER & 
LIGHTING TRANSFORMER LINE 


Recently expanded ‘oduction facilities enable us to 
accept applications for several choice territories. Ex- 
elusive assignment will be made to qualified repre- 
sentatives thoroughly acquainted in the Electrical 
Jobber and Contractor field and having good back- 
ground in industrial electric equipment 


We are a fast growing. well-established organization 
manufacturing a complete, competitively priced line 
of distribution transformers from 3 to 100 KVA 
Prompt deliveries, lucrative commissions and full fac- 
tory cooperation is assured. Inquiries invited from 
aggressive sales organizations handling related lines 
Give full details in first letter. All replies confi. 
dential. 
Transformer Division 


PRECISION WELDER MFG. CO. 
660 W. Grand Ave., Chicago 10, Ill. 
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Potent Applied for 


Cat. No. CLD-150 for 150- 
watt lamps. 

Cat. No. CLO-35 for 300 
and $00-watt mogul base 
lamps. 


Alumioum alloy. Completely 
wired. Heatproof, weather- 
proof gasket. Removable re- 
taining ring for easy socket 
replacement. 


“FLOATING SOCKET” 
LAMPHOLDER! 


Accomodates Physical 
Variations in Lamp— 
Assures Positive Contact— 
Eliminates Breakage 


Floating socket moves for- 
ward or side to side in an 
eccentric plane to compen- 
sate for variations in size 
and shape of lamps, sockets 
and castings. Insures tight 
seal and positive electrical 
contact. 


THE M. B. AUSTIN COMPANY 
NORTHBROOK, ILLINOIS 








_— make it a 
QUALITY job with 


UNIVERSAL 
PORCELAIN 
INSULATORS 


® Whatever your insulator needs, 
there’s a Universal Porcelain Insula- 
tor to make every job a quality job. 


~~ UNIVERSAL 


CLAY PRODUCTS CO. 


1549 EAST FIRST ST. 
SANDUSKY, OHIO 


MORE FACTS 
ON PRODUCTS 


Connectors—'Burndy Connectors for 
Aluminum Wire” (AL-54) is the title 
of a forthcoming catalog which con- | 
tains the latest technical information, 
useful wiring data, and the first com- 
plete connector listings for use on alu- 
minum building wire and cable sizes 
No. 12 through 2000 mcm. Also in- | 
cluded are the first listings of connec- 
tors approved by Underwriters’ Labo- | 
ratories, Inc. The catalog will be one | 
of the first and only comprehensive 
listings for all the various types and 
sizes of connectors designed for alu- 
minum conductors. Copies may be ob- | 
tained from the Burndy Engineering 
Co., Inc., Norwalk, Conn 


Auxiliary Heating — Ceiling fixture 
incorporates heating unit and is also 
equipped for lighting. Has 

switch for heat, light or both 


3-way | 

De- | 
signed for use in bathrooms, kitchens, | 
nursery. For copy of folder write Ap- | 
pleman Art Glass Works, Inc., Bergen- | 
field, N. J 


“EASY TO FISH” 


WITH 
ATLANTIC FISH WIRE 


SERVICE ENTRANCE CAP 





ATLANTIC CONDUIT 


FITTINGS CO. 
BOSTON, MASS. 





MINERALLAC 
“PULL-IN” 


COMPOUND 


No. 100 
rS 


LISTED 
and 
APPROVED 


by 
UNDERWRITERS 
LABORATORIES 


For Rubber, Synthetic, Plastic 
or Lead-Covered Wires or Cables 


Approved by Underwriters Laboratories 
for lubricating wires and cables to facil- 
itate pulling them into conduits. Not in- 
jurious to wire or wire covers. Free of 
objectionable odors. White in color. Will 
not drip or run. Conveniently packed in 
pint, % gal., gal. and 5 gal. cans. Avail- 
able through your electrical jobber. 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria Street, Chicago 7, Illinois 


MINERALLAC 


rubber 
& 


friction 
tape 


friction 
tape 


Look for 
the Yellow Core 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


made by 
OKONITE 
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QUALITY SWITCH 
AND WALL PLATES... 


Give You Exactly 
What You Pay for 


Here is headquarters — make all 
your purchases from this reliable 
source, for full satisfaction and 
economy. 

The HONER line is complete. 
Chrome plates with finish complete- 
ly protected. Made of Grade A dur- 
able steel. 

Industry's No. 1 quality plates at 
competitive prices. 


HONER MFG. CO. 


The Leading Plate Manufacturer 


1432 W. VAN BUREN ST. 
CHICAGO 7, ILL. 


World-wide recognition for 
this outstanding line of 
electric soldering irons — 


- specified by the big names 
for the TOUGH JOBS! 


WESTERN ELECTRIC, BENDIX, 
MINNEAPOLIS HONEYWELL 
RADIO CORP. OF AMERICA, 
STROMBERG CARLSON, SPERRY, 
WESTINGHOUSE, EMERSON, 
KAISER, etc. 


PLUG OR SCREW TIPS 40 to 700 Watts 
Yq" to 1%,” Tip Dia. 

Follow the leoders and you'll 

specify HEXACONI They'll off- 

ciently solve your soldering 

problems. Write for literoture. 


Here’s the famous HATCHET 
TYPE 


These irons feature better balance 
for reduced operator fatigue. Effi- 
ciency is stepped up, and quality 
of work is improved. The ideal 
iron for inaccessible and intricate 
jobs. 


HEXACON ELECTRIC CO. 
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ELLE PARK 


| copies of the 





screws inside the box 


ed from the 





Induction Motors—Construction fea 
tures, rating and dimensions of Allis 
Chalmers open drip-proof (type AP) 
and splash (type APWW ) 
squirrel-cage induction motors in rat 
to 100 hp are described in 


proof 


ings of 42 
1 new bulletin released by the com- 
pany. The motors may be obtained 
with many special modifications. All 
ratings are available in NEMA design 
B, and most in NEMA design C. De 


sign B motors are suitable for the ma- 


| jority of cage motor applications. For 


write Allis 
70th St, 


bulletin 
Chalmers Mfg. Co. 940 S 
Milwaukee, W isc 


Ceiling Fixtures—A newly issued 
booklet on recessed ceiling fixtures de 
signed for the use of architects, deco- 
rators, lighting engineers and building 
contractors can be had by 


364 Claremont Ave., 


writing 
Lightolier, Inc., 
Jersey City, N. J 


Floor Boxes—Adjustable watertight 
floor boxes are equipped with a posi 
tive electrical bonding system. One 
terminal of an insulated 14-strand 
copper cone is attached to the bottom 
of the box and the other may be read 
ily attached to the cover. After instal 
lation the wire cannot come in contact 
with the exposed receptacle terminal 
A booklet with 
additional information may be obtain 
Fullman Mfg. Co. 


Latrobe, Pa 


Life-Line Motor — A case 
booklet depicting various uses of Life- 


history 


Line motors and representing prac- 
tically every phase of industry includ- 
ing actual applications in the chemical 
textile, petroleum, lumber, metalwork 
ing, paper, food, mining and machine 
and production tool industries is avail 
able by writing the Westinghouse 


Electric Corp., Pittsburgh 30 





FAN MANUFACTURERS' 
AGENTS WANTED 


WINDMAKER line of circulator, attic, win 
dow, pedestal, and exhaust fans available 
in many states. Liberal commissions and 
protected territories. High quality and com- 
petitive prices produce heavy reorders. Send 
complete information on territory desired 
other lines carried, family, and experience 
Write 


PHIL RICH FAN MFG. CO., INC. 
2902 Caroline, Houston 4, Texas 











GREAT 
WESTERN 


“RENEWABLE” 
LAG FUSES 


Customers want these 


| better, longer-lasting 


Great Western “Renewable” Lag Fuses 
are designed to last longer . . . to give 
better service. This means fewer fuses 
used over a given period of time... a 
definite saving in copper and brass 


Great Western 
PROLONGS FUSE LIFE 
because 


@ Tougher materials give 
heat dissipation. 

e@ Extra heavy fibre cases and sup- 
porting bars give better support 
to links. 

@ Quickly removable ends — mean 
easier cleaning and better oper- 
ation. 


better 


Tell your customers about these Great Western 
features. Help them beat shortages and save 
money by getting the fuse with the longest 
life! For complete information, contact our 
representative in your vicinity. 


THE BEST FUSES MONEY CAN BUY 


GREAT WESTERN 
FUSE DIVISION 


Titeflex, Inc. 
500 Frelinghuysen Ave., Newark 5, N. J. 


16) 








Welded Steel Tubing—Round weld- 
ed mechanical tubing—hor rolled car- 
h WR aa bon steel. Manufacturer claims quality 

tka TWIST of f e of tubing is assured by rigid specifica- 
tions for cleanliness, chemical and 

physical properties, gage tolerances and 


7 THEY’RE LOCKED!” -' freedom from surface defects Folder 


may be had by writing to Nikoh Tube 


' Co., 5000 S. Whipple St., Chicago 32, 
Turn-Tyte al > Illinois 


INTERLOCKING DEVICES Elliptical Floodlight—A new catalog 


by Re °o DA L Ee ~ illustrating and describing a porcelain 


2-WIRE ARMORED CORD CONNECTOR BODY enamel elliptical floodlight is avail- 
able n reque > Stebe ; 
Molded bakelite with armored y ble upon request to the teber Mfg 
base and cord clamp. Corrosion- Co. The floodlight is a rugged unit 
resistant coating on bronze with reflector finished inside and out 
contacts ; : 
in ’ vitreous-fire a ; 2 
£2100 — 10-15 amps « £2200 — 20 amps eous-fired porcelain enamel, 
with cast aluminum neck and mount- 


2-WIRE ARMORED CAP WITH CORD CLAMP Bees ing brackets for wall, crossarm, clamp 
Bakelite with brass blades. e or pole top. The catalog (No. 133-52) 
$1026 — 10-15 amps » 31226 — 20 amps can be had by writing the Steber Mfg. 
Also Available: 3-Wire, Polarized and Co., Broadview, IIL 
Grounded. 10-15 Amps and 20 Amps 
SOLD ONLY THROUGH 
LEADING WHOLESALERS 


Photo Lamps—Photographic lamp 
catalog features photos and descrip- 


tions of popular types and sizes of 


For information on how YOU can > -E pl sraphic 1 s; plus applic: 
benefit from this profitable new : 4 G.E. photographic lamps plus applica- 


TuRN-TYTE line, write “ tions, technical data and lamp list 
prices. Describes and illustrates photo- 


WA CMe flash and photoflood types; projection 
EMMAUS PENNSYLVANIA and studio lamps; pagenting flash 











ere ELECTRIC WIRE, CABLE 
Moet ‘& CONDUIT IN’ STOCK 


4 by Leoding Wt 


FOR IMMEDIATE DELIVERY 


Jiffy FISH TAPE We specialize in electric wire, cable 


Easily goes thrup and conduit, and are the nation’s | : 
four 90° bends lt headquarters for hard-to-get elec- se send fof 
. Nol g trical items at the right price. We Se talod 


kinking . .. No} {wigs maintain large stocks of All types of 
breaking... No | AW) jam, electric wire and cable at regular 
sharp edges. | and high voltage, including Lighy 
No reel re- | RH and RW, RL, RHL, TW, . 
quired. > 2m ROMEX, RR, Portable cords, weath- " ane 
~ = erproof wire, asbestos, cables, weld- - 
ing cable, bare copper wire, etc. 
Full line of thin wall conduit, green- 
field, rigid conduit, black, galvan- HARRY J KAHN 


ized and fiberduct. 


Call on us for immediate delivery ELECTRIC SALES C0. 


at the right price. 


iffy SLIP STICK r : 
J a | AMERICAN CONDUIT ag aren nal 


Lubricates wire. Stops inter- ’ SALES COMPANY ° 
nal friction. Wire pull . Sy . . 
» cimaisiaiaienoaicaiia 2236 Pitkin Avenue A Sales Organization 


ily. Non-caking, non-toxic. 


rite tor ulletin Brooklyn, New York ° ° 
tie Ashanti ct EVERGREEN 5-1200 Representing Electrical 


PS. We also buy your surplus wire. For Manufacturers 


“be Me fast action and cash on the line, send us 
lydeW Lint your surplus wire list. e5 yea be + 
Dept 1144.W Washingt Blvd 
30 7, 1 














PHONE — WIRE — WRITE @. WAREHOUSE FACILITIES 











ct 
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Y-eER Eas 


Wire Pulling Lubricant 


For Lead, Rubber, Braid or 
Synthetic Covered Cables 


Nothing else gives “slip” to electric 
cables like Y-Er Eas. This creamy non- 
corrosive lubricant simplifies cable pull- 
ing, especially through saddles and sharp 
turns. 


Y-Er Eas is never harmful to cables or 
conduit. It performs the slipping func 
tion, then dries out and shrinks in vol- 
ume leaving only a light film of powder 


ONLY Y-ER EAS 
HAS ALL THESE FEATURES! 
Write for e@ Neve . easy to 
a Never messy Of greasy & 
Folder See. 
Never harmful to hands or 


clothing 

Prevents sticking and set 
ting of cables 
Does not run 
cables 
Facilitates removal of cable 
at later date. 


back on 
Improved Y-Er Eas has been tested and approved 
b 


y the Underwriter’s Laboratories, Inc 


At all leading Electrical Supply Houses 


T= 
Ea} ELECTRO COMPOUND CO. 


c= 


BEST SELLER 
for RURAL installation 


OUTDOOR SERVICE EQUIPMENT 





‘ 
Neither the hot summer sur r winter 
cold affect HEINEMANN { it Break 
ers. That is one reason why they are the 
best seller for rural installations. Another 
reason is the variety of models especially 
suited to the needs of this 


WRITE FOR BULLETIN 2012 
don’t use heat... USE POWER 


HEINEMANN ELECTRIC COMPANY 
2 PLUM STREET+ TRENTON 


market 
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tubes; lamps for film viewing, color 
viewing, editing, for dark rooms and 
copy boards. Catalog prepared by 
G.E.’s Lamp Division at Nela Park 
Cleveland, and is distributed through 


the division's various sales districts 


Luminaires—A illustrated 53 
page catalog contains the latest infor 


new 


mation on fluorescent and slimline fix- 
tures, for the home, industry and other 
applications. The catalog also gives 
particulars on the various types of fix 
tures, mounting data and parts for the 
entire series. Copies are available from 
Fluorescent Fixtures of California, 
3320 18th St., San Francisco 10, Cali 
fornia 


Insulating A plastic, self 


Tape 
bonding tapé for cable and wire splic 
ing is described in a new brochure 
Manufacturer claims it will give pro 
tection previously provided by sepa- 
rate layers of cambric, rubber and fric 
tion tape. Comes in standard widths 
of 14, 34 and 1 inch, clear or black, 
in 30 foot rolls. Special widths fur- 
nished to meet requirements. Bulletin 
is available from Bishop Manufactur 
ing Corp., 10 Canfield Road, Cedar 
Grove, N. J 











X FOR SODERING 
BRAZING e WELDING 


L.B. ALLEN CO,, Inc 


6701) BRYN MAWR AVE 
CHICAGO 31, ILL 








SALESMEN WANTED! 


To represent well known electrical wir 
ing device manufacturer. Two territories 
open for full time salesmen as follows 
Eastern Penna., Baltimore 
and Washington area 
St. Louis, Indianapolis and 
Louisville area 


Write full qualifications. 


RODALE MFG. CO., INC 
EMMAUS, PA. 











FANS 


give you: 
compact units 
trouble-free maintenance 
easy installation 
quiet operation 
longer life on the job 
economical air-handling 


Heavy-duty, easily installed 
at 


BREEZO FANS. 
panel wall fans to ventilate small areas 
low cost 


“E” BLOWERS. Husky 
for forge and furnace blowing 
cupola work 


blowers-exhausters 
tool cleaning 


A Full Line of 
Industrial and 
Commercial Fans 


all popular mod- , 
els of the quality / 
Buffalo” make. %\ . 
Get all the facts 
Write today for Free 
Bulletin 3222-F! 


BUFFALO FORGE COMPANY 


214 Mortimer Street, Buffalo, New York 
Publishers of Fan Fugineering Handbook 
Canadian Blower & Forge Co, Lid 
Kitchener, Ont 
Sales Representatives in all Principal Cities 


Rsv) FIRST Frees 
Hor FANS 





the NEW FURNAS 


Regular enclosure 
measures 10% x 6% x 
4% in.; smaller than No. 2 and 
larger than No. 1; rated 10 hp., 
220-550v AC polyphase. 
The new Furnas series YE starter rated 
10 hp. maximum, has a smaller, neater 
case with more than ample space for 
wiring. Other major features of inter- 
est to your starter-customers include: 


@ LOW CONTACT-RESISTANT SIL- 
VER CONTACTS WITH SPECIAL 
ARC-QUENCHING PROPERTIES, 


@ TERMINAL BOARDS OF HIGH- 
EST ARC-RESISTANT PLASTIC 
AVAILABLE, 


@ DUAL VOLTAGE COILS, STAND- 
ARD EQUIPMENT ON BOTH 
SINGLE AND POLYPHASE 
STARTERS, AND 


@ POSITIVE ACTING, SOLDER-POT 
TYPE THERMAL OVERLOAD 
UNITS. 

For a 10 hp. starter or contactor, 

engineered for better performance 

and longer life — providing economy 

of size and price — recommend a 

Furnas control. Catalogs and price 

sheets sent on request. Write Furnas 

Electric Company, 1067 McKee Street, 

Batavia, Illinois. 

OTHER 


MOTOR 
CONTROLS 


We manufacture other sizes of 
magnetic starters and contactors 
as well as drum controllers, pres- 
sure and foot operated switches. 
Details on request. 


Certified Fleur-O-Lier Mfrs. 


ADVERTISERS’ INDEX 


Accurate Mfg. Co. 
Acme Electric Corp. 
Adam Electric Co., Frank 
Advance Transformer Co. 
Advertising Council, The 
All-Steel Equipment, Inc. 
Allen Co., Inc., L. B. 
American Brass Co., The 
American Metal Hose Branch 
American Conduit Sales Co. 
Anaconda Wire & Cable Co. 
Appleton Electric Co. 
Arro Expansion Bolt Co. 
Arrow-Hart & Hegeman Elec. 
The 
Atlantic 
Austin Co., The 


Conduit Fittings Co. 
M. B. 142, 159 


Blackburn Prod. Corp., Jasper 41, 158 
Blackhawk Industries 18 
Briegel Method Tool Co. 44 
Buffalo Forge Co. 163 
BullDog Electric Prod. Co. 42, 43 
Bussmann Mfg. Co. Sack Cover 


Certified Ballast Mfrs. 


Champion Lamp Works 

Chase-Shawmut Co., The 

Chelsea Fan & Blower Co., Inc. 

Chester Cable Corp. 

Clark Controller Co., The 

Conduit Nipple Mfg. Co., Div. of 
Pittsburgh Nipple Works, Inc. 


TO ee 
i237) ~ 27) ES 


at 
S: 


| Conduit Pipe Products Co. 


Crescent Ins. Wire & Cable Co. 
Crouse-Hinds Co. 

Curtis Lighting, Inc. 
Cutler-Hammer Inc. 


| Diamond Wire & Cable Co. 


| Economy Fuse & Mfg. Co. 


Edwards & Co. 


| Electrical Construction & 


Maintenance 
Electrical Fittings Corp. 


| Electro Compound Co. 


Federal Elec. Prod. C« 
Fullman Mfg. Co. 
Furnas Elec. Co. 


Gedney Electric Co. 
Gem Electric Mfg. Co., Inc. 
General Electric Co. 

Apparatus Dept. 2 
General Electric Co. 

Construction Materials Dept. 120 
General Electric Co. 

Lamp Dept. 52, 
Great Western Fuse Div., 

Titeflex, Ine. 161 
Guth Co., The Edwin F. 23 


Hazard Ins. Wire Works Div. 113, 160 
Heinemann Electric Company 162 
Hexacon Electric Co. 


| Honer Mfg. Co. 


Hope Electrical Products Co., Inc. 


Ideal Industries, Ine. 
1-T-E Circuit Breaker Co. 


Jackson Electrical Co. 
Jefferson Electric Co. 
Jenkins Bros. 

Jersar Plasties Co., Inc. 

Jones Metal Products Co., The 


—— 
Vive 


Kahn Elec. Sales Co., Harry J. 162 
Keystone Mfg. Co. 156 
Knox Porcelain Corp. 147 


Leader Electric Co. Second Cover 


Lint, Clyde W. 162 


M & W Electric 
The 
Massey, Inc., A. H. 
McGill Mfg. Co. 
Mechanical Products, Inc. 
Midwest Electric Mfg. Co. 
Minerallac Elec. Co. 
Minneapolis Honeywell 
Mitchell Mfg. Co. 
Multi Electric Mfg. Inc. 
Murray Mfg. Corp. 


Mfg. Co., 


Nikoh Tube Company 
Okonite Co. 3, 160 


Paragon Elec. Co. 154 
Pass & Seymour, Inc. 
Phelps Dodge Copper Products 

Corp. 20. 
Phil Rich Fan Mfg. Co., Ine. 
Pieper-Lillard, Inc. 
Pittsburgh Standard Conduit Co. 
Plymouth Rubber Co., Ine. 

Third Cover 

Porcelain Products, Inc. $ 
Precision Welder Mfg. Co. 159 
Pyle-National Co., The 60 


RLM Standards, Inc. 22 
Reliance Automatic Lighting Co. 153 
Republic Steel Corp. 117 
Revere Electric Mfg. Co. 

Rodale Mfg. Co. 162, 
Roebling’s Sons Co., John A. 10, 
Rome Cable Corp. 12, 13 
Royal Electric Co., Ine. 116 


Sherman Mfg. Co. H. B. 

Spang-Chalfant (Div. of the 
National Supply Co.) 

Sperti Faraday Ine. 

Square D Company 

Steel & Tubes Div. 


Sylvania Electric Prod., Inc. 


Thomas & Betts Co., The 

Tork Clock Co., Ine. 

Trade-Wind Motorfans, Inc. 

Trine Manufacturing Corp. 

Trumbull Department, General 
Electric Co. 


United States Rubber Co. 
Universal Clay Prod. Co., The 


Wall Manufacturing Co. 

Weaver Co., J. A. 

Western Insulated Wire Co. 

Westinghouse Electric Corp. 
(Lamp Dept.) 

Weston Instrument Corp. 
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PLYMOUTH 
Puasric Cletleteal TAPE 


CONVENIENT FIVE-PACK 
PACKED INDIVIDUALLY Five 30-ft. rolls, %” wide in 
One 66-ft. roll, %” wide in handy container. 
single pocket-size metal can. 


COUNTER DISPLAY FOR THE DEALER 


18 10-ft. rolls, one-half inch wide 


SLIPKNOT Filthion TAPE 


The result of more than 

fifty years of manufacturing integrity ... 

truly the perfect pedigreed tape... 

sold in counter display cartons, individual bores 
and ten-roll dispensers. 


THE LARGEST SELLING TAPE 
IN THE WORLD — Because 


@ It will not dry out 
@ It won't ravel at the edges 
Sold Only Through ® It exceeds all specifications 
Recognized Wholesalers 








On circuits of 125 voit or less 


_ BUSS FUSTATS «.;.". 
Prevent Motor Burnouts 


Costly Repair Bills wan. 


since the invention of 
the electric motor. 


Home, Farm, Office, Factory— Appliances and Equipment 


== 


| 


Selling FUSTATS for 
Protection of Small Motors 


means 


New Sales 
New Friends 
New Profits 


SIMPLE, LOW COST WAYS TO APPLY FUSTAT PROTECTION 


Where motor is on separate circuit Turn an outlet or switch box into a 
fused with ordinary plug fuse MOTOR PROTECTIVE DEVICE with a 
P : FUSTAT MOUNTED ON A BOX COVER. 
(AZ) _ Just replace fuse with a Fustat of proper size 
i ; in an adapter to hold it. There is nothing Three combinations to choose from 
; else to do to protect the motor as well as the 
XY = circuit wiring. 


m P Plug-in x ) t ) x ) 
Where motor is controlled by a switch Receptacle - Switch c 
fused with an ordinary plug fuse with zi with ai Fustat 
Fustat Fustat Alone 
Replace fuse with Fustat and adapter of 
‘ Units with switch for AC motors only ¢ hp and smaller. 
proper size. Motor is now protected against ; 
burnout and in case of trouble in motor or 
device, this Fustat will open ahead of the cir- 
cuit protection fuse so that lights or other 
appliances on the circuit will not be disturbed 
by the motor shutdown, 
se) oD 


nits without switch for any motor 44 hp and smaller 


Four cover sizes to fit box you have 


<) } «) 


Fustat Receptacles , 


c 


There are available Fustat receptacles Handy Switch Octagon Square 
that may be mounted inside or outside box cover box cover box cover meu _atand 
the cabinet or frame of such devices as on =. ; bal Denes 
clothes dryers, coin operated devices, 
juke boxes, control apparatus, machine Any one who can install a switch or receptacle can now 
tools, electrical equipment of many give a motor safe dependable protection by installing a 
kinds Fustat mounted on a box cover. 


For full information refer to BUSS Bulletin on 0-14 amp. Fustats 


BUSSMANN Mfg. Co., St. Louis 7, Mo., Div. McGraw Electric Co. 





